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EZ New-Car Stocks Shade 
$07,000, Still Growing 


Chicagoans Flock to the Show— 


In a simulated park setting, the 48th annual Chicago Automobile Show played 
to record crowds last week at the International Amphitheatre and new exposition 
hall. Here's an overhead photo of the show looking towards the Pontiac display 
from the Plymouth exhibit. Attendance the first six days slightly trailed last year’s 


| span of last year. Peak inventory 
| of 848,498 was counted June 1. 

| The industry's current new-car 
7 is in excess of a 4?*day 


Output Cuts Fail 
supply. Individual dealers,’ in a 


To Stem Rise |poll, reported stocks of,‘nine to 


ascii 90 days. 
85,000 Units in Month |” Write most dealers are hard- 
Added to Inventory; 


pressed to “Taye, some at 
: manageable lev¢is, some are 
Dealers Feel Pinch | talking fnenst- Atoms 
' By Bob Sheldon 


what they 
regard as anew if temporary 
Associate Editor | frame of ‘mind among the 
NEW-CAR stocks have fiashed| factories. / 
past the 800,000 mark again, an| Recent weeks have witnessed a 
Automotive News census disclosed| 7#" °geurrence — production cut- 
last week, and a further rise is in| 9@°ks/by major makers with the 
prospect for harried dealers. 
Despite output reductions by 
some car makers, production this) |} 
month is bound to overshadow. 
sales, which are caught in the seg 
sonal freezeup of huyer interest, 


| announced 





comparable total. (Story, other pictures on Page 4.) 


7, 


Average 1955 


By Martin L. Whitmyer 
Staff Writer 

oo car production in 

the U. S. last week ran behind 
the corresponding period of a year 
ago for the second consecutive 
week, the estimated 153,181 units 
edged 0.23 percent ahead of the 
average weekly output of 1955. 

Last week’s car outout was 
122.1 percent of Automotive News’ 
three-year index and was a de- 
cided upturn from the previous 
week’s 125,253 assemblies. The 


Two-Car Package 


Forecast at SAE 
Comfort Features, 


Aluminum Stressed 


By Maynard M. Gordon 
News Editor 


IWO-CAR family “packages,” 


additional comfort features, 
gradual automation, increased use 
of aluminum. 

These developments on new cars 
were envisioned as certain “coming 
attractions” in Detroit last week at 
the 1956 annual meeting of the 
Society of Automotive Engineers. 

Standing-room-only audiences 
were the rule for many of the tech- 
nical sessions. An address by 
Secretary of the Army Wilber M. 
Brucker drew a capacity throng 
Wednesday night. 

> - * 
pee RT ION highlights were} 
as follows: 

1. University of Michigan auto 
experts foresaw the need by 1965 
‘for two different types of cars per 

mily—one a gas turbine-powered 
‘truiser for long trips at high speeds 
and the other a midget electric 
*urbanite” for commuting and 





iCar Production Exceeds 


Week 


previous week’s output was 0.2 
percent below the index. The 
week ended Jan. 15, 1955, pro- 
duced 155,109 cars, but the weekly 
average over the entire year was 
152,732 cars. i 

If the current pace is continued, 
the manufacturers will complete 
the month with approximately 
650,000 assemblies, or about 1.39 
percent below the 659,900 |units 
turned out during January, 1955. 


pros MOTOR CO., hampered by 
storms in the eastern section of 
the country during the early part 
of the week, scheduled 38,300 cars 
last week—a 21.8 percent increase 
over the previous week’s 31,427 
units, but at least 1,100 cars short 
of its anticipated goal for the five- 
day week. 

A sleet storm at Metuchen, 
N. J., slowed production to 81 
units on Monday at the Mercury 
plant there, and a similar storm 
at Mahwah, N. J., curbed - 
bly operations at the Ford - 
sion plant in that city. } 

Ford’s operations got back into 
full swing on Tuesday and the 
division completed the week with 

(Continued on Page 45, Col. 3) 


Top Cars 

New-car registrations for 11 
months: 

1956 Pos. 
1—1,479,529 
2—1,429,580 
679,717 
597,410 
538,433 
486,373 
342,121 


Make 
Chev. 
Ford 
Buick 


1955 Pos, 


Olds. 368,318— 4 
Pontiac 318,019— 6 
Mercury 251,934— 7 
Dodge 135,486— 8 
Chrysler 88,705—10 
Cadillac 9 


96,908— 

DeSoto  67,968—13 
Stude. 86,727—11 
Nash 77,170—12 
Packard 36,856—14 
Hudson 32,644—16 
Lincoln 33,765—15 
Willys 


Exclusive tabulations shov 
that as of Jan. 1, there 
807,825 unsold new cars 
hands of franchised an 
franchised dealers or ¢ 
to dealerships from the Aactories. 
Representing a rise/ of nearly 
85,000 in a month, e new-car 
stockpile stood Dec/1 at 723,718 
units, according to revised. calcula- 
tions. A year ago/Jan. 1, at the 
start of an alltifme record sales 
year, the cars-in-stock total was 
362,381. 





* * * 


~ one and only _ previous 
period whén the overhang sur- 
passed 800,000 was the June-August 


Auto Sales Rate 
Bids to Break 


January Record 


By Robert M. Lienert 
Associate Editor 

iw THE face of gloomy prophecies 

over prospects for 1956 new-car 
sales, dealers have kicked off the 
year’s opening month at a record- 
shattering pace, field reports indi- 
cafe. 


/If there is no appreciable let- 
down in the last half of January, 
the 1956 month will stack up 
Baleswise as the biggest January 
in history. 

' Dealers who have expressed 
worry over declining sales are, of 
course, using their terrific perform- 

nce of the last year as a 

easuring stick. 
; * + s 
FFYHEY are inclined to overlook 

the fact that though sales have 
dropped, they apparently have 
levelled off at what economists 
tefer to as a “new high plateau.” 

In January of last year, with 
the market carried along by the 
momentum of a record December, 
new cars were being cleared out 
by dealers at a rate of 17,600 
units daily. 

The estimated daily sales pace 
for this month tops that figure by 
1,800 units. 

Actually, January of last year 
does not hold the sales record for 
year-opening months, It was one 
of the four 1955 months which 
wound up with No. 2 ranking (other 
months in that category were 
August, October and December). 

+ o « 


Ts high January mark was 
established in 1951 when new- 
car totalled 472,766. 
According to current estimates, 
(Continued on Page 45, Col. 3) 


intention of. keeping 
field stocks in line. The last time 
something of this sort happened 
was in the summer dog days of 
1954. 
* * 7 

LSO,; a large body of dealers 

says that factory sales pressure 
either has eased or has taken a 
more “cooperative” form as a 
result of the Washington investi- 
gations of auto-industry practices. 
Some dealers, however, insist that 
factory pressure is all the greater. 

There are other interested on- 
lookers to the factories’ avowed 

(Continued on Page 45, Col. 4) 


Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field) 


| LL 


a4 a 


362,381 Cars 


MUSES N Uf, alias Cars 


PREVIOUS RECORDS 


HIGH 
848,498 Cars—June 1, 1955 


Low 
157,607 Cars—Nov. 1, 1954 


— Automotive News Compilation 


Shortage Called Acute . 


Where Are the Salesmen? 


By Joseph M. Callahan 
Staff Writer 
N Automotive News survey of 
the 16 major auto manufac- 


turers revealed last week that 11 
of them feel that their dealers’ 
sales forces are not large enough 
for today’s volume market. 


While there always is a short- 
age of good salesmen, the scar- 
city is especially acute now and 
several factories are embarking 


Inside 
Auto News 


“Help Wanted” 
shops, Page 17. 


Motorama, Chicago Auto 
Show stories, Page 4. 


Think you've got it tough? 
Visit dealers in Southern 
Illinois. Page 3. 
and new-car prices, Page 
36. Used-car auctions, prices, 
Pages 6, 38. Production 
by makes, Page 45. 


by back- 


on extensive programs to in- 
crease and improve their dealers’ 
sales staffs. 

The shortage of salesmen is at- 
tributed to the factories’ increased 
emphasis on volume and to the 
abandonment of auto retailing by 
many experienced salesmen be- 
cause of the declining commissions 
that have accompanied declining 
dealer profits. 


* e + 


[PSscussine the shortage. of 
salesmen, a Detroit DeSoto- 
Plymouth dealer said, “Sure, sales- 
men are scarce. But there’s still 
good money selling cars. 

“Af new salesman has to spend a 
few years building up a clientele. 
But today people don’t want to 
spend the time and effort required 
to build up a clientele. They want 
the quick buck.” 


The manufacturers who feel 


Four factories—Buick, Cadillac, 
Lincoln and Packard—reported 
(Continued. on Page 41, Col. 1) ~ 
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Edge Up in Breakdown of °55 Output... 


Smaller Truck Makers Up Share 


By Martin L. Whitmyer 
Staff Writer 

7 Big Six truck producers, 

composed of Chevrolet, Dodge, 
Ford, GMC, International and 
Willys, captured 94.46 percent of 
total commercial-car production in 
1955, but paradoxically lost 0.35 per- 
centage points to the so-called in- 
dependent makers. 

The larger makers turned out 
1,177,066 of the 1,246,070 trucks 
produced last year, as compared 
with 94.81 percent compiled the 
previous year on 969,863, of the 
1,022,912 commercial-cars pro- 
duced by the entire industry. 

It did not, however, mark the 
first time during the year that the 
Big Six had fallen behind its pace 
of the previous year. The six 
makers fell 0.13 percentage points 
at the end of the first half of ’55 
and 0.42 percentage points at the 
end of the third quarter. The in- 
dustry as a whole, however re- 
corded the fourth best year on rec- 
ord during ’55. 

. * * 

NDUSTRY-WIDE, eight makers 

showed percent-of-industry-out- 
put improvement over ’54, while the 
other four plus the miscellaneous 


Business 
Barometer 


Auto Production — 179,136 cars, 
trucks in week vs. 177,309 year ago. 

Department Store Sales—Up 11 
percent from year before. 

Electricity Output — 10,751 mil- 
lion kilowatt hours in week, up 14.1 
percent from year before. 

Freight Loadings — 574,663 cars 
in week, an increase of 45,277 cars 
from year before. 

Gasoline Stocks — 164,859,000 
barrels, an increase of 3,118,000 in 
week. 

New-Car Registrations—6,545,- 
054 (partial 1955 period) vs. 4,907,137 
for same period year earlier. 

New-Truck Registrations—863,- 
268 (partial 1955 period) vs. 762,216 
for same period year earlier. 

Oil Stocks — 262,033,000 barrels, 
an increase of 1,097,000 barrels in 
week. 

Soft Coal Output — 9,100,000 
tons estimated in week vs. 7,130,000 
tons year earlier. 

Steel Output —97 percent of 
capacity estimated vs. 97.6 percent 
week before. 

Used-Car Prices—$863 in Janvu- 
ary to date vs. $915 in December. 

Wholesale Prices—111.5 percent 
of 1947-49 index vs. 111.4 percent 


week earlier. 
2 ee @ 


Common Stocks 


Jan. 1955-1956 
4 High Low 
8% 13% 8% 

83% 101% 66% 

45 54 43 
4% Sh 2% 

10% 15% 9 


30.33 


Jan. 
il 


8% 
82% 
43% 

4% 

9% 


29.78 


Am. Motors 
Chrysler 
GM 

Kaiser 

S-P 


Average 











group showed losses. Diamond T, 
Divco, Ford, GMC, International, 
Mack, Studebaker, and White 
showed increases over ’'54, while 
Chevrolet, Dodge, Reo, Willys and 
the miscellaneous group, composed 
of Autocar, Corbitt, Four Wheel 
Drive, Sterling, Federal, Marmon- 
Herrington, Brockway and other 
independents, showed losses. 

International picked up the 
most ground as it turned out 
130,370 units for 1046 percent of 
total industry output in ’55, or 
1.20 percentage-points over ’54, 
when it produced 94,744 trucks 
for 9.26 percent of the entire 
industry’s effort. 

In comparison, Dodge, which 
ranked as the third largest manu- 


Line Meetings 
At NADA Parley 
Termed Vital 


WASHINGTON. — Meetings of 
the National Make Advisory Com- 
mittee at this year’s NADA conven- 
tion will be the most important 
ever held, according to the associa- 
tion. 

The sessions will be held Jan. 29. 
Members of NADA’s Industry 
Relations Committee, who serve as 
chairmen of the make committees, 
said both industrywide and “family” 
problems will be discussed. 

The general meeting of all make 
committees will be at 1:30 p.m., 


Jan. 29 in the Presidential Ballroom | 
of the Statler Hotel. Individual) 
make sessions will follow. The line 
meetings will be restricted to com- 





mittee members, NADA said. | 


New Model Rated at 225 


facturer in ‘54, lost 1.62 percentage 
points last year as it produced 
95,618 trucks for 7.67 percent of 
total industry output. The previous 
year saw it produce 94,881 trucks 
for 9.29 percent of total industry 
production. 
* * 

es outproduced Ford 

by nearly 20,000 units, but lost 
0.25 percentage points, while its 
chief competitor was showing a 
0.40 percentage-point improvement 
over '54. 


Chevrolet turned out 393,325 
trucks for 31.57 percent of total 
industry output in ’55, as com- 
pared with 31.82 percent on 325,- 
509 trucks in ’54, while Ford was 
compiling an exact 30 percent on 
373,898 trucks in ’55, as compared 
with 29.60 percent on 302,796 
trucks in °54. 

The nip-and-tuck battle between 
Mack and White for the top spot 
between those two independent 
makers was finally won by Mack 
with a total of 15,628 trucks—a 
113.7 percent increase over its 1954 
effort. White finished the year 
with 15,291 completions, or 42.1 per- 
cent more than it produced the 
previous year. 

= « x 
ACK’S effort during '55 was 
good for 1.25 percent of. total 
industry output and a 0.53 point 
improvement over the previous 
year, when it produced 7,312 trucks 
for 0.72 percent of total output. 
White’s ’55 output was 1.23 percent 


|of total industry output and a 0.18 


point increase over ‘54, when it 
produced 10,764 trucks for 1.05 per- 
cent of industry-wide production. 


GMC turned out 104,933 trucks 
(Continued om Page 8, Col. 3) 
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Corvette Offers Solid Top 


HEVROLET’S 1956 Corvette, 
boasting roll-down side win- 
dows, power-operated fabric top 
and an optional removable solid 
top, was unveiled last week. 


The new model incorporates 
the most sweeping changes since 
the plastic-bodied car was intro- 
duced in 1953. Horsepower has 
been hiked to 225, an increase of 
15 percent over the previous 


The roll-down side windows, ap- 
pearing for the first time, can be 
power-actuated, if desired, while 
the power-operated top makes the 
Corvette the first sports-type car 
to utilize this feature, Chevrolet 
says. 

* * ca 
—= removable solid top enables 
the owner to convert his open 
car to a hardtop coupe. 

Rear quarters and side panels 
have been restyled to identify 
the new Corvette from its earlier 
counterpart. The rear fenders 
sweep downward, approximating 
in profile the curve of the lug- 
gage compartment. 


Side panels feature a chrome- 
* * * 


Chevrolet Shows 1956 Corvette— 
Chevrolet last week introduced a new model of its plastic-bodied Corvette. It has 


@ 225-horsepower engine, power-operated fabric top, optional removable solid top 
and roll-down side windows. A chrome-outlined concave scoop extends from the 


front-wheel opening through the doors. 


outlined scoop extending from the 
front wheel openings through the 
doors, a treatment similar to that 
of the Biscayne, Chevrolet’s experi- 
mental car at the 1955 Motorama. 
” x * 
IX exterior colors are available 
—black, red, green, copper, blue 
and white. Interior tones are beige 
or red. 
The 225-horsepower engine has a 
compression ratio of 9.25 to 1. Dis- 





*‘Corvette-Powered’ 


DETROIT. — Chevrolet an- 
nounced last week that the 225- 
horsepower special Corvette V-8 
engine henceforth will be avail- 
able on all Chevrolet car models. 
No price was announced for the 
option, which will be offered with 
Powerglide, overdrive or stand- 
ard shift. 





placement is 265 cubic inches, bore, 
3.75 inches, and stroke, 3 inches. 

It has a special high-lift cam 
and two four-barrel, eight-jet 
carburetors. Chevrolet says the 
powerplant was developed exclu- 
sively for the Corvette. 

Other engineering features are a 
new close-ratio three-speed stand- 


= ard transmission, redesigned trans- 
-|mission controls, 
~ | and coil-spring clutch. 

* * * 


new rear axle 


WERGLIDE automatic trans- 
mission also is available. The 


'| shift lever for both transmissions 


is positioned on the floor between 
the two bucket-type seats. 

A new radio uses transistors to 
replace vacuum tubes in the output 
stage of the speaker and the vi- 
brator in the power supply. The 
transistors are said to eliminate 
vibrator buzz, use less current and 


: provide wider tonal range. 


The Corvette’s wheelbase is 102 


; inches and its height is 51 inches. 





It Takes More Hay 


For 340 Horsepower 

DETROIT. — Advertised-deliv- 
ered price of the Chrysler 300B, 
a specially equipped two-door 
hardtop with 340 horsepower, will 
be $4,367.25. A 300-horsepower 
counterpart model cost $4,110.25 
last year. 





| 





How T. Fared ... 


12 Months’ Truck Output—’55 vs. "54 


(U.S. Production) 


Total Trucks, U.S. ........ 1,246,070 


Auto Probers to Ease Up 





During NADA 


By William Ullman 
Washington Correspondent 

WASHINGTON.—Following the 
appearance Jan. 19 of George Rom- 
ney, president of American Motors, 
there probably will be no more wit- 
nesses before the Senate Interstate 
Commerce subcommittee on auto- 
motive marketing practices until 
after Feb. 1. 

While there has been no pre- 
arranged program of activities 
between congressional automo- 
tive investigating groups and 
NADA, it is believed the Mon- 
roney unit especially has sought 
to avoid laying a damper on the 
annual NADA convention and, 
accordingly, has decided to recess 
its hearings during that period. 
There was still the possibility 

that other manufacturer witnesses 
would be heard next Friday and) 
Monday, but a subcommittee 
spokesman told Automotive News 
that these likely would be deferred | 
until next month. 

That will leave dealer delegates 
to the NADA convention in the 
clear, so far as hearings are con- 
cerned, until their business meet- 
ings have been completed. 

Meanwhile, those attending the| 
convention will have an opportuni- 
ty to see and hear both Senator | 
Joseph O’Mahoney, Wyoming Dem- | 
ocrat, who headed the Senate Ju-| 
diciary subcommittee that quizzed | 
General Motors for five weeks, and 
Senator A. S. Mike Monroney,| 
Oklahoma Democrat and Chairman 
of the Interstate Commerce Com- 
mittee’s automotive subcommittee. 





O'Mahoney will address- the 
convention Jan. 30. Monroney 
will talk to delegates the follow- 
ing day. 

O'Mahoney is expected to reveal 
some portions of the soon-to-be-| 





New Plastic Lacquer— 

A new thermo-setting plastic car finish, 
called “Lucite Acrylic Lacquer,” has been 
introduced by Pontiac on sun beige and 
Sandalwood Catalinas. The finish does 
not chalk or change color even under 
the most adverse sun and moisture con- 
ditions. It hes the same basic formula 


jas “Lucite” plastic and is said to last 


du Pont. 


three or four times longer than ordinary 
cor lacquers and enamels. This is one | 
of the two new paints announced by 
The other is called Dulux 100. 








Pet. Total 
of Output, 
Total 1954 


31.57 325,509 
0.42 3,568 
0.31 2,899 
74.67 94,881 

30.00 302,796 
8.42 76,499 

10.46 94,744 
1.25 7,312 
0.42 7,206 
155 15,235 
1.23 19,764 
6.33 15,434 
0.37 6,065 


100.00 1,022,912 


Convention 


released report his staff is readying 
on General Motors. 

Monroney may, if he wishes, dip 
into some of the 20,000 letters he 
has received from dealers, many 
with startling and unexpected reve- 
lations. He may also offer some 
tart comment about automotive 
marketing practices. 

Since his personal visit among 
a number of dealers throughout 
the country, Monroney’s enthus- 
iasm for his committee task is 
known to have increased. 

He apparently is in deadly 
earnest about doing an honest job 
of effecting a betterment in the 
automotive selling field. 


Auto Builders Eye 
New Way to Make 


Cylinder Blocks 


DETROIT.—Ralph Teetor, presi- 
dent of Perfect Circle Corp, 
Hagerstown, Ind., announced last 
week that his company had devel- 
oped a new and less expensive 
technique for producing automobile 
engine blocks. 

Teetor disclosed at the annual 
meeting of the Society of Automo- 
tive Engineers that one major auto 
maker was testing Perfect Circle’s 
new block design and that others 
planned to test it. 


Arthur M. Brenneke, chief engi- 
neer of Perfect Circle, said the new 
design would eliminate or drasti- 
eally reduce the costly baled-sand 
coring now used in engine-block 
construction. 


In the Perfect Circle design, the 
engine cylinders and top deck are 
not included in the casting of the 
block, but are a separate assembly. 

The centrifugally cast iron cylin- 
ders are silver-brazed to a steel top 
deck. The unit is sealed to the 
block by a paper neopreme gasket 
and the lower ends of the cylinders 
are sealed by rubber rings where 
they pass into the crankcase. 

Brenneke said the new design not 
only would result in a more dur- 
able engine from the motorist’s 
point of view, but also offered wide 
adaptability to manufacturers’ 
needs. 


Bonzer Sets U P 
Sales Company 


LOS ANGELES. — Larry W. 
Bonzer has resigned as president 
of Bonzer-Western Corp. to form a 
national sales or- 
ganization to be 
known as Larry 
W. Bonzer, Inc. 

He formed 
Bonzer- Western 
in 1953 by consoli- 
dating Bonzer 
Mfg. Co. with 
three other firms. A 4 
His sales organi- 4 
zation will repre- § Y La ; 
sent the newly ea s 
formed B. & W. L. W. Bonzer 
Corp. and other automotive sup- 
plier companies. 

Mannie Williams, former sales 
manager of Bonzer-Western, will 
serve with Bonzer in the sales firm. 
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- YOU have not already made 
plans for so doing, I urge you 
to attend the NADA Convention in 
Washington the last of this month. 


There is still time. All roads lead 
to Washington. Hotel accommoda- 
tions are plentiful, and, for the 
first time, exhibits, meeting rooms 
and headquarters are in the same 
hotel. For emphasis, I’ll make the 
reasons for your attending brief. 


First, you owe the trip to your 
organization. Often times the ab- 
sence of the dealer inspires the 
staff to greater achievements. 
They look to you for leadership. 
They expect you to show this evi- 
dence of a desire to progress. 
They want the boss to take the 
trip which is akin to a post- 
graduate course in the business. 
If you are like most dealers, you 


Sales Tax Hiked 
To 314 Percent 


In Connecticut 


HARTFORD. — A sales-tax in- 
crease, passed by a special session 
of the Connecticut Legislature, has 
been signed by Gov. Abraham Ribi- 
coff. The new rate is 3% percent 
but it will revert back to 3 percent 
Oct. 1. 

The tax on motor vehicles will 
continue to be on the money differ- 
ence where a trade is involved, 
according to the Connecticut Auto- 
motive Trades Assn. The associa- 
tion said all sales completed before 
Jan. 1 would be taxed at the old 3 
percent rate even if the cars were 
not delivered until after that date. 


Another sales tax bill was passed 
to benefit persons who bought tan- 
gible personal property to replace 
goods lost, destroyed or damaged 
in the 1955 floods. 

If such property cost $35 or more, 
the purchaser can apply for a re- 
fund of the sales tax on the replace- 
ment purchased on or before Dec. 
31, 1956. 





Yarnall Blames 
Small Profit on 
Crazy Selling 


DES MOINES. — “The reduced 
profit of dealers is being brought 
about by the crazy things we are 
doing in merchandising,” according 
to Frank Yarnall, NADA president. 

Yarnall met with the executive 
committee of the Iowa Automobile 
Dealers Assn. last week to discuss 
recommendations that will be made 
by the committee at the Iowa deal-| 
ers state convention here March| 
26-27. 

He said the “bad practices” of a 
small minority of auto dealers 
should be curbed. 

Yarnall sharply criticized some of 
the low-downpayment, long-term 
contracts being offered by some 
dealers and said he would advocate 
downpayments of not less than 25 
percent and terms of not more than 


By John 0. Munn 





They get genuine satisfaction 





24 to 30 months. 
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will find that a convention rejuve- 
nates you. You will see new places. 
You will hear new ideas. You will 
even hear new jokes. You will be 
relaxed from the time you leave 
until the time you return. You will 








relax from the problems you face 
every day. You will see your whole 
operation in a new perspective. 

* * * 


Birds of a Feather 


= can talk shop all day long 

and not be a bore to a single, 
solitary soul. Birds of a feather 
flock together. When dealers get 
together, they always have a good 
time. It’s always most stimulating. 


Most dealers like their job and 
get fun out of hearing it discussed. 
in 
finding ways for improvement. 
Dealers, too, like to get an insight 
into what others think is in store 
for the coming year, in finding out 
how others expect to cope with 
whatever conditions may prevail. 


All year long you are con- 
cerned with daily duties, the job 
presently at hand. At the con- 
vention you will see theory as 
well as practice. Of course, you 
can get the convention in print 
later. But, even so, hearing words 
spoken gives ideas extra impact 
and an extra challenge. There is 
more intimacy in the spoken 
word. A convention helps you get 
a new and greater appreciation 
for your job. 

You will meet a lot of old friends. 
You will learn much just by as- 
sociation and contact with brother 
dealers. It is almost a magic circle. 
You can learn what they think and 
what they are interested in. Just 
as soon as you start talking shop, 
a perfect stranger is no longer a 
stranger. 

Believe me, these personal con- 
versations in the private rooms, 
the lobbies and hospitality head- 
quarters are always of great value 
and never will appear in a conven- 
tion report. 

x * ca 
¥~ will be lending support to 
association activities, a must 
under present marketing condi- 
tions. 

You will be seeing the new eight- 
story NADA office building, which 
will be completed soon and which 
will share part of the expense of 
the association. The building will 
stand as a stalwart monument to 
the solidarity of the dealer group 
and will have a salutary effect on 
members of Congress from this 
point on. 

You will be visiting the only 
major city in the world that is 
devoted entirely to government 
business. You will have an op- 
portunity to visit more historic 
shrines than in any other place. 

Take your wife. She, too, has 


| become a citizen of the world. She 


will enjoy the opportunities of 
meeting her contemporaries in such 
surroundings. 

Besides, she is your partner for 
life, and such a trip can’t help but 
develop in her a better understand- 
ing of your business and enable 
her better to support and encour- 
age you. 

I am sure that this is good ad- 
vice and that those of you whom 
I have thus encouraged to make 
the trip will forever thank me. 


Paducah Dealers Seek 


Sunday Closing Order 


PADUCAH, Ky.—The Automotive 
Trades Assn. here has agreed to 
cooperate with a group of ministers, 
who have asked that auto dealers 
close on Sundays, and has asked 
the City Board of Commissioners to 
enforce the Sunday closing laws. 

The ministers also asked that 
used-car dealers close on Sunday. 
This has produced a problem re- 
garding used-car lots located just 
outside the city limits and used-car 


lots outside the city, but owned by 


Paducah dealers. 
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The Call of the Wild 


—And Uranium, Too 


RIVERTON, Wyo. — Some- 
times it’s hard to get a good 
automobile sales manager out 
here in the west. . . . Sometimes 
you’ have to offer a good man 
extra fringe benefits. 

Sager Motor Co. (Ford) in- 
serted an ad in area newspapers 
offering a good man, in addition 
to pay and bonus: Good hunting, 
fine fishing—and a chance to 
speculate on oil and uranium. 
Riverton is in the center of oil 
and uranium lands. f 





Wyoming Dealers, Lawmakers 





Contrast to Problems of Prosperity . . . 





You’ve Got It Tough? 
Then Visit S. Illinois 


Epiror’s Note: For those ab- 


sorbed with the problems of 
prosperity—the hustle and bustle 
of fierce competition, packed 
stores and lack of parking spaces 
—here is a different and sober- 
ing. story. Correspondent Houck 


Meet— 


Pending legislation of importance to automobile dealers and the industry was 
discussed at a meeting between Senator Frank A. Barrett and Rep. E. Keith Thomson, 


Wyoming Republicans, and Wyoming Auto 


mobile Dealers Assn.'’s board of directors. 


Attending the meeting were Clint Core, association president; Carl Halladay, first vice- 
president; Gerald S. Gwinn, secretary-manager; C. E. Webster, NADA director; and 
Directors J. Y. Westbrook, Ray Pizzoli, George Sturhold and George Gillis. 





‘Six Commandments’ 


Pennsylvania Association Dedicates Itself in °56 
To Better Lot of Dealers 


HARRISBURG, Pa. — The| 
Pennsylvania Automotive Assn., in| 
dedicating itself to the 1956 task} 
of “striving to better the lot of the) 
retail automobile dealer,” has set a) 
six-point goal to attain. 

The association noted that: 
“The field of factory-dealer rela- 
tions undoubtedly will receive 
more attention in 1956 than it has 
in recent years. 

“It is our intention to emphasize 


C.LT. Wins ‘Order | 
To Restrain Curb 


INDIANAPOLIS. — Universal 
C.LT. Credit Corp. has secured a 
court order restraining the State 
Department of Financial Institu- 
tions from enforcing an order that 
would restrict C.L.T.’s auto-financing 
activities. 

The credit firm also has requested 
Marion County Cireuit Court to 
issue a temporary injunction. 

The State order directed C.LT. not 
to pay dealer reserves in excess of 
“10 percent of the gross finance) 
charge which includes only such) 
consideration which the retail buyer} 
contracts to pay the retail seller 
for the privilege of paying the 
principal balance in installments) 
over a period of time.” | 








Nevada Fines 


Utah Salesman 


CEDAR CITY, Utah. — A Cedar 
City car salesman—Kay Boulter, of 
Bradshaw Chevrolet Co.— was 
caught in a Nevada crackdown on 
Utah car salesmen doing business 
there without being registered. 

Nevada law states that all car 
dealers must be certified with the 
State and post a bond. 

A Caliente (Nev.) justice of the 
peace fined Boulter $250 for offer- 
ing cars for sale and for operating 
on Nevada highways without being 
licensed. 

Utah dealers have been doing 
business in Nevada’s Lincoln 
County. Boulter was the first to 
be arrested. Nevada officials said 
they will keep a careful watch on 
future car dealings by Utah sales- 
men. 


the dealers’ point of view as often 


and with as much force as possible} 


(in) the coming year.” 


The points listed by the PAA 
included: 


1. Automobile retailing must be- 


|come a more dignified business. 
2. Quality dealerships must be a’ 


factory requirement. 


3. All new-car dealers cannot be 
volume dealers. 

4. Dealers cannot take a “public 
be damned” attitude. 


5. Dealers cannot practice deceit- | 
ful, misleading and crazy advertis- | 


ing. 

6. Dealers and financial institu- 
tions must face up to the credit 
situation or there surely will be a 
day of reckoning on recourse paper. 

However, the PAA noted that 
most of the points require factory 
cooperation to be attainable by 
dealers. 


takes you on a tour through de- 


pression-ridden Southern Illinois. 
+ x ea 
By L. H. Houck 
Staff Correspondent 
ENTON, Ill. — Southern Illinois 
from Centralia to Cairo, is a 
region where optimists are soon 
turned into pessimists as far as the 


.| retail automobile business is con- 


cerned. 


The coal mines are down, sink- 
or-swim rallies are being con- 
ducted, and congressmen from 
the area are introducing bills to 
aid a distressed area, the young 
men and their families are leav- 
ing and most of those left are in 
the unemployable ages between 
50 and 60. 


The Federal Government and 
Illinois are aiding families with 
relief in money, store orders and 
commodities trucked into various 
towns once each month and which 
supplies those with a proper card 
various amounts of groceries. 


And in this area, just as in any 
other area, are automobiles, banks 
and finance companies still doing 
business. 

* ak * 

ROBABLY one of the worst 

things about it outside of recent 
publicity in the newspapers and 
the bills being introduced in Con- 
gress, is that the average person 
can drive the hundred or so miles 
through the area and never know 
the difference. 

The neon along the highways is 
as bright as ever, the high-priced 
motels beckon. The extra observant 
will notice the gas pumps manned 
by oldsters but back of the neon 
| lights are 30,000 people out of work 
and more than that on a slim star- 
| vation dole. 


One dealer this correspondent 
talked with has sold 15 cars this 
month and all of them went out 
of the territory. He has notified 
his factory that the 20 cars in 
town on which they wired for his 
check will not be accepted. 


He is writing his factory that if 
they don’t like it, they can have his 
franchise without coming after it 
because he will send it to them. 
And it’s one of the “Big Three.” 


| On the 15 cars that he has sold 
ihe has not made five cents but he 
got out from under his floor plan 
interest. He had three new cars on 
the floor which he is offering to 
sell at invoice in order to save the 
interest. He has long since given 
up any hope of making any profit 
on new cars. 
* * ea 
H® TOLD one factory man when 
the new models came out: 

“Well you finally got it, didn’t 
you.” 

The factory man replied: 


“We 





(Continued on Page 42, Col. 1) 


On the House... . 


with §state’s, 





Herm Schaefer, executive vice-president, is proud 
as punch over the Indiana dealer association’s De- 
cember membership campaign, which brought in 
102 memberships, including 31 new members. 
Indiana group solicits NADA memberships along 
and December drive produced 90 
NADA memberships including 23 new members for 
national association . 
a party in honor of Indiana’s 11 congressmen’ and 
two senators during the NADA convention in Wash- 
ington. In urging dealers to take more active inter- 
est in politics, Schaefer declares that there should 
be at least 10 auto dealers in the Indiana House 


. . Schaefer has also arranged 


and five in the state Senate to give dealers ample 


representation . . 


Missouri dealers also plan to host their congressmen at an 
informal reception during the NADA parley... Submitted by one 
of our correspondents: “A dealer was asked how business would 


be in 1956 and replied: ‘It will be 


>” 


slower.’”.. 


much better—I expect to go broke 


Ed Cole, Chevrolet’s likeable chief engineer, seems to have a mania 
for blaming the press for industry troubles. Last fall he told a press 
conference that the press was responsible for starting the horsepower 
race (and then later announced that Chevrolet’s top horsepower had 
been raised to shade Ford and Plymouth). Last week at an SAE 
meeting in Detroit, Cole blamed the press for exaggerating the effects 
of automation in auto plants. Upon protest from a newsman, who 
pointed out that auto makers make a lot of whoopla every time an 
automated plant is opened, Cole remarked he did not mean all the 


press. Ho, hum! 


—Prtre WeMuorr, Editor, 
Automotive News 
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Gems... 








New Dreams for Motorama 


GM ‘Dreams’ Accent Fiber-Glass 


OTORAMA, General Motors’ 

lavish annual exposition of 
dream cars, production models and 
research and engineering advances, 
opens Thursday (Jan. 19) in New 
York’s Waldorf-Astoria Hotel. Mi- 
ami, Los Angeles, San Francisco 
and Boston will see the extrava- 
ganza after the six-day New York 
run. 

The 1956 event, which GM Pre- 
ident Harlow H. Curtice calls 
“by far the finest event we ever 
have produced,” will have 63 ex- 
hibits covering 26,000 square feet 
of floor space. 

“Key to the Future,” an original 
35-minute movie-stage production, 
will be presented six times a day. 

+ * a 


TAR of the production will be 

Firebird II, GM’s experimental 
gas-turbine passenger car, which 
will transport Motorama visitors 
along a “Highway of Tomorrow” 
into the world of 1976. 

The door to tomorrow will be 
wedged open a little farther by 
exhibits featuring GM’s Aerotrain 
and Frigidaire’s “Kitchen of To- 
morrow,” but possibly the greatest 
visitor-interest will be centered 
around the sparkling dream cars 
which will be displayed by each 
of GM’s five car divisions. 

Four of the dream cars—all 
except Pontiac—have fiber-glass 
bodies. 

Chevrolet, Buick and Oldsmobile 
will survey the market of the fu- 


ture with closed body models; Cad- | 


illac’s entry is a town car, while 
Pontiac offers an open sports car 
of anodized aluminum. 


* * * 


pp UTHOUGH no production of 


the dream jobs is planned, 
Curtice emphasized they are not 
merely show cars. 

“As in the past,” he said, “We 
will be listening to what people 
have to say about them—not only 
es they like but what they don’t 
ike.” 

The dream cars and other Mo- 
torama exhibits will be shown to 
the nation in a national television 
show Jan. 24. The half-hour pro- 


OO 


Grand Finale for 'Motorevue’'— 
Community queens, dancing chorus and comedy stars of Chicago show's “Motorevue | 

of 1956" take bow on arena stage on opening preview night. Every U. S. car was 

driven on stage as part of ‘““Motorevue,” which was a two-a-day feature of show. 





Cadillac Town Car 


gram over CBS-TV is scheduled for 
10:30 p.m. (EST). 
+ * 

Buick Centurion 

TWO-DOOR fiber-glass model 

with four bucket seats is 
Buick’s contribution to Motorama’s 
car-of-the-future section. Called 
the Centurion, it has a red upper 
body and a brushed metallic finish 
on the lower section. Horsepower 
is listed at 325. 

The standard rear-view mirrow 
has been discarded. In its place, 
the Centurion has a TV viewer 
on the instrument panel which 
works in conjunction with a TV 
camera housed in the rear-end 
panel. 

Tail lights and backup lights are 
located in a bomb in the rear cen- 
ter of the car. When the. lights 

are not in use, the bomb appears 
to be solid chrome due to the 
chrome appearances of the outer 
lenses. 

The steering column is located 
on the centerline of the car and is 
connected with the wheel at the 
driver’s position by a cantilever, 
similar to dual controls in an air- 


|tem makes 





|plane. Oil and battery gauges are 


not visible unless those parts are | 


|not functioning properly. 
+ a 


* 


HE classic lines of a chauffeur- 
driven limousine have been re- 
tained in Cadillac’s Eldorado Town | 











‘son. The first six show days drew 


Close to Last 


By Maynard M. Gordon 
PS News Editor 
HICAGO.—New-car fans were 
turning out in near-record num- 
bers for the Chicago Automobile 
Show last week despite the earlier 
’*56-model announcements this sea- 


275,200, compared to 282,500 for the 
same 1955 period. 
Although it was too early to 
* ok * 








Rambler's Hardtop Station Wagon— 


Visitors to the Chicago Automobile Show got a preview of the Rambler four-door) was decorated as a park by 
herdtop Cross Country station wagon, which will go on sale in the spring. 


The 


new car was finished in special colors and upholstery for the show. 


|illac said. 


Chicago a Drawing Card 


Show Turnout Breaks One-Day Record and Runs 


ingly. P 


s| January. 


| display for the first time, although 
| they were barred from the “Moto- 


foreign-car bodths. 


Car, which is only 55.8 inches high. 
The car’s fiber-glass body is black 
and the top is of black landau 
leather. 

The passenger compartment 
of the experimental sedan con- 
tains such items as a radio-tele- 
phone combination, a women’s 
vanity compartment, cigar humi- 
dor and thermos bottle and 
glasses. 

An electronic safety locking sys- 
it impossible to open 
the doors from the outside while 
the transmission lever is in drive 
position. A button beneath the 
driver’s seat releases when he 
leaves the car to prevent any pos- 
sibility of his being locked out. 

The electrical system also makes 
it possible to lock all the doors and 
raise all the windows by inserting 
the key in either of the two rear 
door locks. 





Buick Shows Centurion— 


Buick’s entry in the Motorama dream car field is the Centurion, a four-passenger 
coupe rated at 325-horsepower. The upper part of the fiber-glass body is painted 
red and the lower portion has a brushed metallic finish. The rear-view mirror is 
replaced by a TV camera in the rear end and a viewer on the instrument panel. 


* * « 


Brougham Production Due 


DREAM come true is the way 

Cadillac officials speak of their 
Eldorado Brougham, last year’s 
Motorama dream car which is 
scheduled for limited production 
later in 1956. The four-door, five- 
passenger hardtop will have a fac- 
tory list price of about $8,500, Cad- 








Cadillac's Town Car— 


Cadillac's experimental model, the Eldorado Brougham Town Car, is only 55.8 
inches high. The lower half of the car is fiber glass and the top is of black landau 
leather. A safety feature is an electronic locking system. When the transmission is 
in drive position, the doors cannot be opened from outside. 


The Brougham, which has been 
called the crown prince of GM’s 
(Continued on Page 43, Col. 1) 






Year’s Total 


determine at Automotive News 
press time whether a new attend- 
ance record would emerge from 
the show, opening weekend at- 
tendance totals stirred optimism 
among officials of the sponsoring | 
Chicago Automobile Trade Assn. | 
The first show Sunday brought in | 
eleraan — a new alltime Chevrolet Corvette Impala— 

The Chicago production, most of | A blue fiber-glass body with stainless steel trim and top and a wrapover windshield 
it camped in a new exposition hall are features of the Corvette Impala, Chevrolet's 1956 Motorama dream car. It 
adjacent to the venerable Interna-| "9S @ 225-horsepower engine. A speed-warning system on the instrument panel 4 
tional Amphitheatre, attracted consists of 10 circular windows which light up progressively in more intense shades ~ 


unusual attention from the industry of red as higher road speeds are attained. 
this year. 

With '56 cars of the Big Three! 
manufacturers little changed (ex- 
cept for Lincoln), factory executives} 
were paying close heed to the sales 
pull of the floor showpieces—during 
and after the show’s close yester- 
day (Jan. 15). American Motors 
and Studebaker-Packard boasted a 
slight edge in product “newness,” 
and crowds reflected this accord- | 











* * | 


HICAGO area dealers were 
anxietous, too. They confirmed 
reports of a mild year-end Decem- 
ber pickup in car sales, followed 
by a sag in the first days of| 





Pontiac Unveils Club de Mer— 


Pontiac's Club de Mer has an anodized brushed aluminum body as opposed to the 
fiber-glass bodies found on the four other Motorama experimental models. The two- 


“We're banking a lot,” a Chicago 
Ford dealer told Automotive News, 
“on this show as a sales stimulant. 





| Either this show makes people| passenger sports car has a 300-horsepower engine and its synchromesh transmission 
| forget those stories of radical '57-| is mounted behind the passenger compartment. 


model changes, or we might as well 
start our ’56 cleanup right now.” 

A suburban Little Three dealer 

said he had delayed a decision on 
closing shop until the results of 
the show were in. 

With positive awareness of the 
reduced product appeal! for this 
year’s show, CATA and the manu- 
facturers spared nothing in sur- 
rounding the 56 offerings with the 
maximum in attractive furnishings 
and furbishings. 

~ * * 

ORD introduced a show “first” 

with a styling exhibit in which 
crowds were shown how a new 
idea car called the “X-1000” was 
developed from the sketch stage 
to a completed clay and Fiberglas 
model. 

Three foreign makes were on 





revue of ’56” stage show. Citroen, 
Simca and Volkswagen occupied 


| Oldsmobile Golden Rocket Bows— 


Aerodynamic styling and a gold-colored fiber-glass body mark Oldsmobile’s 275- 
horsepower Golden Rocket, the division's 1956 dream car. As doors are opened, the 
roof panel raises and an automatic control lifts the seat and turns it toward the 
outside to facilitate exit or entry. 


The new exposition hall, which 
made the show a one-story event, 


CATA. Trees, foliage and sky | 


(Continued on Page 42, Col. 4) 
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“| ..gives us every aid and benefit...” 


says Ford dealer M. W. (BUD) ANDERSON, President, 


Berl Berry Motors, San Francisco, California 


“Frankly we use COMMERCIAL CREDIT PLAN 
because we like the way they do business. 

















COMMERCIAL CREDIT people work well with 
us—we get good service—and their plan 
enables us to keep better control of our 
customers. Dealing with a nationwide 
organization is important not only from a 
sales standpoint but even more so from a 
collection standpoint. Insofar as a financ- 
ing plan can, we feel it gives us every aid 
and benefit.”’ 


Commercial Credit dealers 
are successful dealers 





Write or call our nearest office for complete infor- 
mation on the benefits of ComMERCIAL CREDIT PLAN. 
Why not do it today? 









COMMERCIAL CREDIT CORPORATION 


A service offered through subsidiaries of Commercial 
Credit Company, Baltimore . . . Capital and Surplus 
over $180,000,000 ... offices in principal cities of the 
United States and Canada. 
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Ike Opens Wa 





Wage-Floor Pressure 
Growing for Dealers 


By Joseph M. Callahan 
Staff Writer 

IKELIHOOD that the minimum 

wage law would be extended 
to auto dealerships and other 

retail stores was in- 
creased last week 
following President 
Eisenhower's State 
of the Union Mes- 
sage. 

Said the President, “We must 
also carry forward ‘the job of im- 
proving the wage-hour law. Last 
year I requested the Congress 
to broaden the coverage of the 
minimum wage. 

‘I repeat the recommendation 
and I pledge the full resources of 
the Executive Branch to assist the 
Congress in finding ways to attain 
this goal.” 

While Ejisenhower’s urging was 
stronger this year than it was last 
year, some retailers found solace 
in the fact that he did not ex- 
plicitly say how the law should be 
broadened, as it was _ predicted 
earlier that he would. 

The last Congress boosted the 
minimum wage to $1 an hour, 
effective March 1, 1956, but did 
not extend the coverage of the 
law, formally known as the Fair 
Labor Standards Act. 

Principally affected by the broad- 
ening of the law would be auto 
dealers and retailers in several 
southern states. 

Openly optimistic about the 
broadening of the law, one union 
official reasoned, “Last year Con- 
gress compromised by increasing 
the minimum wage and not ex- 
tending the- coverage. This year, 
an election year, there is no great 
pressure for boosting the minimum, 
so it seems logical that we'll get 
the extension.” 

+ * * 

= ABS week Studebaker employes 

ratified a three-year contract, 
providing the 10,000 workers with 
a 21-cent hourly package (includ- 
ing a law-off compensation plan) 
and improving the _ production 
standards so as to make Stude- 


Plymouth Starts 
Dealer Aid Plan, 


Owner Contest 


DETROIT.—“The Master Mer- 
chant Program,” a new dealer aid, 
has been launched by Plymouth to 
“insure reasonable dealer profits,” 
according to William J. Bird, sales 
vice-president. 

At the same time was announced 
a $150,000 “Lucky Motor Number 
Sweepstakes which begins tomor- 
row (Jan. 17) and ends March 10.| 
All 1950-1956 car owners who 
bought cars before Jan. 17, 1956,| 
are eligible to enter their automo-| 
bile’s motor number with a Plym- 
outh dealer. 

There is a grand prize of $50,- 
000, a second prize of an all-ex- 
pense, two-week trip around the 
world by air, plus $5,000 in cash. 

Teams of factory executives vis- 
ited key market areas last week 
to present the “Master Merchant” 
program to dealers. 

Among the phases of the plan 
are sales manpower, sales training, 
demo program and rapid turnover 
of capital and merchandise. 

Sweepstakes entrants must pre- 
sent the car title or other proof 
of ownership for the car whose 
motor number is entered, Bird said. 


Ford Loses Plea 
In Accident Case 


MARTINEZ, Calif—Ford Motor | 

Co. has been denied a new trial in 
the $224,000 accident award against 
the company and Goodell Motors, 
a Ford dealer in nearby Angel’s 
Camp. 
. Claiming injuries caused by a 
brake failure, two couples were 
awarded $224,000 by a jury last 
month. The plaintiffs were Leslie 
Freeman, driver of the Ford car 
involved in the accident; his wife 
Roberta, both of Murphys; and G. 
W. Stobbe and his wife Leberta, 
of Santa Monica. 








baker operating costs competitive 
with the rest of the industry, 
according to union and company 
officials. 

The agreement was reached fol- 
lowing 11 months of negotiations, 
marked by 85 unauthorized strikes 
and work stoppages. The company 
said 10,000 cars were taken off 
production schedules between 
March and August. 

Among the major changes in the 
new contract are: 

1. A revamping of the entire 
“bumping” procedure. Now, only 
the employe with the least seni- 
ority is vulnerable to displace- 
ment. 

2. As opposed to the old con- 
tract, the company now assigns 
the displaced employe to his new 
job. 

3. Formerly, all job openings 
were posted and the employe was 
able to get it regardless of experi- 
ence or qualifications. This pro- 
cedure has been greatly modified, 
giving the company more author- 
ity over transfers. 

4. Cleanup time was_ reduced 
from 43 minutes a day to 24 min- 
utes, the industry standard. 

5. Production standards were 
completely reconstituted. 

6. The number of union repre- 
sentatives in the plant has been 


reduced about 50 percent. 
* * * 


U.A.W. Picks Greathouse 


. week the UAW announced 


that Pat Greathouse was| 
(Continued on Page 45, Col. 1) 


Houston and Columbus Shows Packed 


By W. C. Lockwood 
Staff Writer 

ETROIT.— The Houston auto 

show was attended by enthusi- 
astic crowds which were the “big- 
gest that ever appeared in the 
Houston Coliseum,” according to 
Francis Deering, director of public 
properties. 

It was reported that on the 
second night (Jan. 8) of the 
show, the 9,000 seats were filled 
and 5,000 people were standing 
in the arena while 15,000 “milled 
around in the annex looking at 
the display of cars.” The show 
closed yesterday (Jan. 15). 

At the matinee of the second 
day, it was _ reported 
“doors closed... 
they opened as too many (over 
the fire department’s legal limit) 
people jammed the Coliseum.” 


that the| 
30 minutes -after | 





| Mastin jr., 











DeSoto Named ‘500’ Pace Car— 


The annual 500-mile Memorial Day race at Indianapolis will be paced by a 1956 


DeSoto, it was announced last week. 


will drive the car on, race day, accompanied by Tony Hviman (Heft), 


L. Irving Woolson (at wheel), DeSoto president, 


Speedway owner. 


DeSoto to Pace ‘500’ Race; 
Announces 320 H.P. Model 


INDIANAPOLIS.—DeSoto has 
been selected as the pace car for 
the annual 500-mile race at the In- 
dianapolis Motor Speedway May 
30, it was announced here last 
week by L. Irving Woolson, DeSoto 
president, and Tony Hulman, 
speedway owner. 

Woolson also chose the Pace 
Car Dinner to reveal that his 
company next month will intro- 
duce its first hardtop sports car. 
The model will be called the 
Adventurer and will be powered 
by a 320-horsepower engine. 


In Columbus, O., the first auto! reports 
show held there in 18 years also) success. 


closed yesterday with preliminary 


‘Mastin Selected 


In Fort Worth 


FORT WORTH, Tex. Tom 
Mastin Motor Co. 
(DeSoto- Plymouth), has been 
elected president of the New Car 
Dealers Assn. of Fort Worth. He 
succeeds Dick Burke. 

Other officers of the 31-year-old 
organization are Clyde Westfall, 
first vice-president; Elmo Webb, 
second vice-president; and Basil 
Roper, secretary-treasurer. 

New directors are Burke, Dick 
Danner, Sam Fleming, Tom Abbott 
and Ernest Allen jr. 


Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


z Aptco Auction. Sales every Wednesday and Friday.) 


January 11 
BUICK — ’'55 Super Riviera, $2,210* 
(ps); Special 4-dr., $1,800*. °54 Su- 
per conv., $1,475*; Riviera, $1,380*; 
4-dr., $1,335*; 2-dr., $1,125; Special 
4-dr., $1,275*, $1,075. 53 Super 
Riviera, $950* (ps), $650; 4-dr., 
$855* (ps); Special 4-dr., $850*. ’51 
Super 2-dr., $375*. ’50 Super 
Riviera, $350; 4-dr., $190*. 

CADILLAC—’'49 (62) 4-dr., $590*. 
CHEVROLET—'56 Two-ten (6) 2-dr., 
$1,715*. °55 Bel Air (8) Sport coupe, 
$1,710* (ps); 2-dr., $1,440*; Bel 
Air (6) 2-dr., $1,280; Two-ten (8) 
station wagon, $1,510; 2-dr., $1,- 
195, $1,185; Two-ten (6) 2-dr., $1,- 
050, $1,020. ‘54 2-ton stake, $850; 
Two-ten 2-dr., $810. °53 Bel Air 
coupe, $800*; 2-dr., $700, $675, $660; 
Two-ten 4-dr., $600*; 2-dr., $620, 
, $550. °52 SL Deluxe 2-dr., 
. '51 SL Deluxe 4-dr., $340, $300; 
$325. ‘'50 SL Special 2-dr., 


CHRYSLER—'55 Windsor 4-dr., $1,- 
925*. ’53. Windsor Sport coupe, 


$1,- 
*52 Custom club coupe, 


$935*. 
DeSOTO—’54 Fire Dome (8) 4-dr., 
050*, $1,045*. 


$360 

DODGE—'55 Royal (8) Sport coupe, 
$1,775* (ps). °53 Coronet (8) 4-dr., 
$670*. °'51 Custom 4-dr., $190. 

FORD — '55 Country sedan, $1,650; 
Fairlane (8) Victoria, $1,635*, $1,- 
585*, station wagon, $1,550*; 
Custom (8) 4-dr., $1,300*; 
dr., $1,120; police car, $760. ’54 
Crest (8) Country sedan, $1,225; 
conv., $1,125*; Victoria, $1,085, $1,- 
050*; Custom (8) 4-dr., $920, $910*, 


$900; 2-dr., 
Ranch Wagon, $1,010". 

(8) Victoria, $745; 4-dr., 
dr., $640; Custom (8) 
$640; Custom (6) 4-dr., $630*; 2- 
dr., $610, $575, $450; Main (8) 2- 
dr., $560, $510. °52 Custom (6) 4- 
dr., $430, $420. ‘51 Main (6) 2-dr., 
$245. °50 Deluxe (6) 2-dr., $180. 


HUDSON—’54 Wasp 4-dr., $690. ‘53 
Hornet 4-dr., $720*; Jet 4-dr., $225. 

KAISER—’53 $365. °52 2-dr., 
$285. 

LINCOLN—’53 Capri 
(ps). 

MERCURY—’55 Monterey 4-dr., $1,- 
770*, $1,725*. ‘54 Monterey 4-dr., 
$1,240* (ps); Custom 2-dr., $1,120; 
4-dr., $1,000. °'52 club coupe, $625; 
4-dr., $490. °51 club coupe, $345, 
$295. ‘50 4-dr., $240. 

NASH—’'54 Stateman 2-dr., $835*. 

OLDSMOBILE—'55 (98) Holiday, $2,- 
325* (ps); 4-dr., $1,950*; (88) conv., 
$2,075* (ps); 4-dr., $1,925* (ps). '54 
(88) conv., $1,660* (ps); Holiday, 
$1,600*. ’53 (98) Holiday, $1,150*, 
$1,100*; (88) Holiday, $975*. 

PLYMOUTH — °53 Cranbrook 2-dr., 
$690*; 4-dr., $600, $560. °52 Cran- 
brook club coupe, $440; 4-dr., $315. 
51 Cambridge 2-dr., $210. ‘50 De- 
luxe 2-dr., $200. ‘49 Deluxe 4-dr., 
$170. 

PONTIAC 
lina, $1,630*; 


$840, $825; Main (6) 
‘53 Crest 
$710*; 2- 
2-dr., $670, 


2-dr., 


coupe, $1,135* 


’55 Chieftain (8) Cata- 
2-dr., $1,310. "54 
Chieftain (8) 2-dr., $1,000* (ps). '53 
Chieftain (8) Catalina, $875*, $825; 
conv., $660*; 4-dr., $785*. °51 Silver 
Streak (8) Catalina, $490*. 
STUDEBAKER—'53 Commander 

coupe, $550*. 


club 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 38, 39, 40 











| from 330.4 to 341 cubic inches, and 
On the same day, the Adventurer | compression ratio, from 8.5 to 9.25 
| was announced to the press at par- | to 1. 


ties in New York City and Los 
Angeles. 

The pace car, a 255-horsepower 
gold and white convertible, will be 
driven by Woolson as it leads the 
33 qualifiers across the starting 
line to open the Memorial Day race. 
Hulman will accompany the De- 
Soto president. 

Along with the huge increase in 
horsepower (top rating of DeSoto’s 
1956 standard models is 255), en- 


|gine bore has been boosted from 


3.72 to 3.78 inches; displacement, 





indicating that it was a 

John B. Barton; executive secre- 
tary of the sponsoring Columbus| 
Automobile Dealers Assn.,_esti-| 
mated that by the second night of 
the show, which started Jan. 8,| 
more than 15,000 persons had seen 
the displays. 

Shows in San Francisco and 
Washington, D. C., also closed yes- 


terday. The Minneapolis’ event 
ended the day before (Jan. 14). 
The Washington show was 


plagued by bad weather. It was 
reported that “Saturday’s (open- 
ing day, Jan. 7) crowds were not 
up to last year’s but, unques- 
tionably, the snowy weather had 
a lot to do with it. The crowds 
on Sunday were excellent.” 

However, the next day (Jan. 9), 
the capital city was covered by a 
blanket of slick ice that caused) 
police to declare a “traffic emer- 
gency” as car accidents mounted. | 
School and government offices) 
closed early. 

Both the Houston and Columbus 
shows staged entertainment to 
give an additional sparkle to the 
exhibitions. 





* * 


| Columbus, Mayor M. E. Sen-| 
senbrenner proclaimed Jan. 7-15 
as Auto Show Week and Ohio Gov. 
Frank J. Lausche cut the ribbon 
that formally opened the. show. 
The Houston Chronicle published 
a special show section on the sec- 
ond day of the Houston show (Jan. 
8) and among those listed as tak- 
ing part were Lawrence Welk, Bill) 
Lundigan, Julius La Rosa (who| 
also appeared in the current St. 
Louis event), Shep Fields, Stan) 
Musial, Dizzy Dean and many} 
others. 

Many special model and custom- 
built cars were shown in Hous- 
ton, including the Seiberling 
“Golden Sahara,” Lincoln “Fu- 
tura” and Oldsmobile F-88. 

Early reports from San Francisco | \ 
set the attendance in the “thou-| 
sands” and the show featured all) 
U. S. 1956 auto models and several) 
foreign makes, including Hillman, 
Lancia, Jaguar, MG, Rolls-Royce, 
Austin-Healey, Rover, Sunbeam and 
Volkswagen. 


| 





® * * 


ass were many special ex- 
hibits by automotive supply and 
service firms. L. E. Von Schultheis 
was general chairman and Amos 
Crowl was manager of the show. 


At Columbus, special rotating 
(See SHOWS, Page 42, Col. 


Dealers Confirm 


| Corvette this 


Tighter Credit 


Subtle U. S. Curbs 


Given as Cause 
By Robert M. Lienert 


Associate Editor 
PPLICATION of subtle Federal 
restraints on consumer credit 
has resulted in a gradual tighten- 
ing at the retail sales level, accord- 
ing to the nation’s new-car dealers. 


A culling of bad risks and 
shortening of terms on good risks 
on the part of finance houses was 
reported last week by a majority 
of dealers contacted in a cross- 
country sampling conducted by 
Automotive News. 


Some of the dealers said they had 
noted no change from the free- 
wheeling tactics of 1955. Most of 
these dealers, howéver, said they 
had held to standard terms them- 
selves, so any tightening of credit 
would be less evident to them. 


The Federal Reserve System 
stepped in unobtrusively last sum- 
mer to slow up the torrent of ex- 
panding consumer installment 
credit. It is apparent that the cau- 
tious restrictions are beginning to 
take effect. 

* * * 
NE indication of that is finance 
houses’ growing interest in 
dealer costs and buyer equities. 


The fact that no tightening has 
been noticed in some areas prob- 
ably tends to reflect the Govern- 
ment’s extreme care in applying 
indirect controls in order to stifle 
installment buying inordinately. 


However, one dealer in the 
Middle Atlantic area, who said 
he had noticed no pressure on 
credit said, “Credits are OK. It’s 
buyers that are scarce.” 


One dealer, expressing some un- 
certainty as to the situation in 
southern Texas, said, “Looser terms 
are being advertised by ‘volume 
happy’ dealers, but finance houses 
deny they are buying this paper.” 

* * * 
“ance companies are ex- 
tremely cautious,” said another 
Texan. 

Indications that finance compa- 
nies are bearing down were evident 
in the reports of dealers from two 
widely separated areas. From South 
Carolina came this report: “My 
finance company wants the unpaid 
balance on any deal to be 10 per- 
cent below my invoice cost.” 

“The required amount of equity 
is being upped constantly,” said 
a Seattle retailer. 

From Pennsylvania a dealer re- 
ported that credit had grown 
tighter because of “more reposses- 
sions.” 

Among dealers saying there had 
been no change in the credit pic- 
ture were two from different points 
in Montana. 

“Banks and finance companies 
still are offering any kind of terms,” 
said one. - 4° & 

OWEVER, nearly all dealers 

who reported credit that still 


(Continued on Page 46, Col. 1) 


Delco to Supply 
Transistor Radio 
For °56 Corvette 


KOKOMO, Ind. — An automobile 
radio utilizing transistors has been 
announced by Delco Radio division 
of General Motors. 

Berry W. Cooper, general man- 
ager of Delco, said the new radio 
will be available in the Chevrolet 
year. 

General Motors thus becomes the 
first to go into production with 
transistor-powered automotive 
radios. 

A different type of receiver, in 
which transistors replace all tubes, 
is being built by Philco and was 
previously made available on the 
Imperial. 

In the Corvette radio the transis- 
tor replaces vacuum tubes in the 
output stage of the receiver and 


the vibrator in the power supply. 


Delco said its “Hi-Power” trans- 
istors, developed in its electronics 
laboratory, provide the new radio 
with one-third more power, less 
distortion, a wider tonal range, 
greater reliability, elimination of 
vibrator buzz and lowered current 
drain. 
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You ean tell the “Sales Power’? of a 
~m newspaper by its linage... 
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: In 1955 
: The Inquirer carried the 
LARGEST VOLUME 


+ OF ADVERTISING 


: in the history of any 
newspaper in Philadelphia! 


eS PO ct 


39,000,000 lines of advertising in 1955... a gain 
of 2,000,000 lines over 1954. . . a leadership of 
6,000,000 lines over the 2nd Philadelphia newspaper. 


1955 marked the 22nd consecutive year that 
advertisers have made THE INQUIRER their 
first choice for sales in Delaware Valley, U.S.A. 


¢ Philadelphia Inquirer 


Constructively Serving Delaware Valley, U.S.A. 






Exclusive Advertising Representatives: NEW YORK — ROBERT T. DEVLIN, JR., 342 Madison Avenue, Murray Hill 2-5838; CHICAGO — EDWARD J. LYNCH, 


i 20 North Wacker Drive, Andover 3-6270; DETROIT— GEORGE S. DIX, Penboscot Building., Woodward 5-7260. West Coast Representatives: 
SAN FRANCISCO — FITZPATRICK ASSOCIATES, 155 Montgomery St., Garfield 1-7946; LOS ANGELES — FITZPATRICK ASSOCIATES, 3460 Wilshire Blvd., Dunkirk 5-3557 
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Chevrolet Offers 
New Automatic 


Truck Drive 


DETROIT.—Chevrolet announced 
last week that ic has developed 
a new automatic transmission with 
a built-in device that is said to im- 
prove the safety of heavy-duty 
trucks on steep downgrades. 

The transmission, called 
Powermatic, is of the torque 
converter type and will be avail- 
able in many medium and heavy- 
duty models of the company’s 


1956 fleet. 

H. O. Flynn, Chevrolet engineer, 
described the device before the an- 
nual meeting of the Society of Au- 
tomotive Engineers. 
responsive 


He said it 


offers more control, 
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greater operating economy and less 


driver fatigue in addition to in- 
creasing the safety of heavy 
trucks. 


The Powermatic unit that 
evolved offers three automatic 
speed ranges. 

“Drive” controls the top four 


“intermediate” is for 
rolling country 


gear ratios, 
heavy traffic or 


and limits the shifts to the middle | 


range, and “low” limits the ratios 
to the converter and the two lower 
gears. It is for heavy pulling on 
grades or loose surfaces. 

The braking action of the “re- 
tarder” applies at all speeds when 


a foot pedal, located in the normal | 


position of the clutch, is depressed. 
Depression of the pedal floods a 
chamber in the transmission that 
sets up a reverse hydraulic force 


during 1955 for 842 percent of 
total industry effort to show a 
0.94 percentage-p oint improve- 
ment over a year earlier, when 
it accounted for 7.48 percent of 
total output on 94,744 trucks. 


922 trucks and Jeeps in 





Smaller Truck Firms 
Hike Output Share 


(Continued from Page 2) 








Willys produced 4.6 percent more | ,,, 19,291 trucks 
trucks in ’55 than it did in '54, but| chalking up a 0.06 percentage-point | 
actually lost ground to its efforts of 
a year ago. Willys’ output of 78,- 
55 was 
against an engine-driven impeller.| good for 6.33 percent of total in- 


dustry output, but was a 1.04 per- 
centage-point drop from ’54, when 
it compiled 7.37 percent of total 
industry output on 75,434 trucks. 

” od * 


fy pape gy oe copped 1.55 per- 
cent of total industry output 
in 1955, while | 
gain over ’54, when it turned out} 
15,235 trucks for 1.49 percent of 
total industry effort. 4 

The fact that Reo’s military 
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Clutches take a terrific beating in heavy duty operation on trucks, 
tractors, bulldozers, graders, shovels, cranes and similar machinery. 
They’ve got to be really rugged to stand up under the strain of constant 
engaging and disengaging, sudden starts and stops, heavy power loads. 
And the insistent demand is for longer life, more torque capacity, 
better heat disposal. 

To achieve these results, Borg-Warner’s Rockford Clutch Division 
has developed a new line of heavy duty clutches, incorporating a 
remarkable new type of facing material. Exhaustive field tests con- 
clusively prove these new MORLIFE* clutches assure 400% longer 
life without adjustment or plate replacement . . . 100% more torque 
grip, permitting smaller clutch size and lighter pedal pressure . . . 50% 
more heat resistance to minimize down-time caused by burned or 
warped plates. 

That all adds up to better operation, longer service life and more 
continuous on-the-job hours for heavy duty machinery. 

And that’s one more example of how Borg-Warner’s “Design it 
better — make it better” tradition serves industry every day. 
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contracts ended early in. ’55 was 
a big factor in that manufac- 
turer’s showing of a loss in per- 
centage ground. 


Reo turned out 5,190 trucks in 
55 for 0.42 percent of total in- 
dustry output and showed a 0.28 
percentage-point loss from ‘54 
when it produced 7,206 trucks for 
0.72 percent of total industry out- 
put. When looked at in the light 
that 4,382 of the trucks built in 
’54 were for military use, the com- 
pany’s domestic output in ’55 was ff 
actually 54 percent above 1954’s 
effort. 

* * * 
IAMOND T turned out 5,180 
trucks in ’55 for 0.42 percent 
of total output and a 0.07 point | 
increase over the previous year | 
when it turned out 3,568 trucks for 
0.35 percent of total output. 


Divco picked up 0.03 percent- 
age points in ’55 with the produc- 
tion of 3,838 trucks. Its ’55 effort 
was good for 0.31 percent of 
total industry output, as com- 
pared with 0.28 percent compiled 
in ’54 on 2,899 trucks. 

The miscellaneous group, ham- 
pered partially by the fact that 
Federal cut output drastically in 
55, turned out 4,587 trucks during 
the year for 0.37 percent of total 
industry output. This compared 
with 0.59 percent on 6,065 trucks 
in 1954—or a 0.22 point drop from a 
year earlier. 


Buick Promotes 
Blair in Sales; 


20 Others Named 


FLINT.—Robert F. Blair, Buick 
central regional manager in Detroit, 
has been named assistant general 
sales Manager 
with headquarters 
in New York, it 
was announced 
last week by 
Albert H. Belfie, 
division general 
sales manager. 

Blair, 41, suc- 
ceeds Frank V. 
Bridge who was 
appointed Pontiac 
general sales 
manager earlier 
this month. 

Belfie also announced two other 
high-echelon sales appointments. 
Edward C. Loppnow, southwest 

: a 





R. F. Biair 





E. C. Kennard 


E. C. Loppnow 
regional manager in Dallas, replaces 
Blair in Detroit, and Edward C. 
Kennard, Los Angeles zone man- 
ager, succeeds Loppnow in Dallas. 
Buick also shifted Russel K. 
Kendall, San Francisco zone man- 
ager, to Los Angeles to replace 
Edward C. Kennard, now southwest 
regional manager in Dallas. 


Donald F. Miller, assistant Chi- 
cago zone manager, will succeed 
Kendall in San Francisco. Kendall 
joined Buick eight years ago, Miller 
in 1948. 


Chrysler Corp. 
Names Ad Chief 


DETROIT.—A ppointment of 
Richard E. Forbes as director of 
advertising and sales promotion on 
the central sales staff of Chrysler 
Corp. was announced last week by 
Charles L. Jacobson, sales vice- 
president. 


In his newly-created post, Forbes 
will have general supervision over 
all corporation advertising and 
sales promotion activities and will 
coordinate the advertising and 
sales promotion programs of the 
divisional staffs. 

For eight years prior to joining 
Chrysler, Forbes was with General 
Electric Co. in New York City, the 
first four as advertising and sales 
promotion manager for major ap- 
pliance lines, and the last four as 
advertising consultant on General 
Electric’s central staff for adver- 
tising and sales promotion. 












:|  Again...one of the most remarkable votes of 
| public confidence in the history of American industry 









Again in 1956... as in every single year for the past 41 years: 
MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND! 


&> GOODSYEAR 


~GOOD*YEAR_ 
LL 





na 8 ete aliments ennai nok, 


i iccnioda 25 ae ameter: nite hack TP aectadconickaaet 


10 





GM's 30th Training Center— 


The last of a national network of 30 General Motors Corp. training centers for 


instructing GM dealership mechanics. United Motors Service also trains mechanics 
working in independent repair shops. It is located in Pittsburgh, on U. S. No. 22 
highway. GM estimates that 5,000 mechanics a year will receive training at the 
center to enable dealers to provide service on the same “high level that exists in 


GM engineering and manufacturing.” 
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Meeting the Practical Problems .. . 
Case Histories of a Salesman 


Epitor’s Note: This is one of a 
series of letters 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 
* * * 

Dear Ed: 
— happen that you could 
never count on in this business 
of selling cars. Who would, be- 
lieve you would 
get involved in 
a deal with a 
motorcycle po- 
liceman be- 
cause you inno- 
cently violated 
an ordinance? 
Here’s my story 
about Bob Tat- 
ram, motor pa- 

trolman. 

I was driving 
along in my 
brand new ’56 demonstrator, 
which I had picked up only an 





Bert Simons 


on practical 


| 


| 





hour before. Suddenly I heard a 
police siren and soon found it 
was for no one but me. I guess 
you know the feeling—what did 
I do? Was I speeding or was I 
driving recklessly? No—not with 
my brand new demo. 


I pulled over as ordered and, 
naturally, asked, “What’s wrong, 
officer?” The reply was a relief. 
He said, “You have no license 
plate and that’s against the law.” 

+ * * 


.— it was. I left my deal- 
ship and never looked to see 
if I had a license plate on the 
car. It doesn’t happen often but 
it did to me and here I was— 
without one. I told the policeman 
how it all happened, but he still 


had one course to take—and he 


took it. 

Before I knew it I was fol- 
lowing him to the local police 
station. I was given a ticket for 
driving a car without a license 






POWER-SWEEP...a new aid 
to safer driving! 


GENERAL 
MOTORS 


NOW!...CLEANS CLEAR 
AROUND THE CORNER! 










(@AY|| DELCO APPLIANCE DIVISION 


GENERAL MOTORS CORPORATION 
Rochester 1, New York 








plate and was allowed to call 
my place of business for one 
of the men to bring me a deal- 
er’s plate and registration. This 
wasn’t so bad. 


Matter of fact, it was good. I 
was in the police station with 
about 20 cops, none of whom had 
seen the new model. A group of 
them soon were all around the 
car parked outside, asking me 
lots of questions. I was working 
overtime, practically under arrest 
and with my jailers really inter- 
esting themselves in my law- 
breaking vehicle. 

* ok * 

a by demo was parked 

in the same area the police 
used for their personal cars, I 
found myself looking over their 
“tradeins” and quoting differ- 
ences. Who do you think showed 
the most interest in my bidding? 
None other than Bob Tatram, 
the guy who got me there in the 
first place. 


We talked quite a bit and by 
now my man had arrived with 
the plates and registration. 
After I was “released” several 
of the boys tried the car out 
and showed lots of interest. 
Some promised to come over 
for a good deal and finally all 
of them went back to their 
jobs. All, that is, except Tat- 
ram. 


He wanted to talk some more. 
Well we talked and talked. He 
dared me and I took him up and 
now, two days later, he’s got one 
of his own. I’m sure there will be 
more business to come from my 
adventure with the police. 

Moral: Drive a new car with- 
out a license plate and get your- 
self locked up. The ticket was $5 
—and the company paid it. 

-Bert SIMONS. 


Dayton Dealers 
Increase Incentive 
‘For Auto Students 


DAYTON, O.—Dealers here con- 


sider it good business to encourage 


| students of high school age in their 
| studies and decided to increase in- 
| centive gifts to the most promising 


automotive trade students at Pat- 
terson Cooperative 
here. 


High School 


Ralph E. Caverlee, secretary-man- 


| ager, Montgomery County Automo- 


tive 
members consider these students a 


Dealers Assn., said many 


| good source of mechanics. 


Last year the association gave a 


set of tools to the best student. 
Next year four students will re- 


| ceive the tool sets, two will be pre- 


sented to body repair students and 
two sets will go to engine students. 


The tools will be displayed at the 


school and will be awarded to the 
highest ranking boys at the end of 


| the school season. The automotive 





trade class numbers 30 at Patterson 
Cooperative. 


Caverlee said the association 


| works closely with school officials | 
| since it not only considers this pro- 
gram good public relations but also | 
of direct potential value to dealers 
| themselves. 





Banker Sees Trend 


Toward Fewer Dealers 
PHILADELPHIA. — The trend 


in the automobile industry is for 


fewer and larger dealers, accord- 
ing to John Reilly, vice-president, 
First Pennsylvania Banking & 
Trust Co., who also said the 1955 
market was “oversold” by two 
million units. 


Reilly, in support of-his view, 
said large volume operators are 
in a position of working on 1 per- 
cent of net sales and still being 
able to show a substantial profit 
and at the same time, the “blitz” 
selling technique has made things 
harder for the smaller dealer. In 
his opinion, the two million cars 
should not have been sold and 
wouldn’t have if “credit restric- 
tion had been held to accepted 
safe norms.” 


























Greatest advance in. 4-door hardtops 


Mercury introduces an all-new, truly different 


4-door hardtop...unexcelled for style and smartness 


Another example of Mercury’s styling leadership! 
Now on display—in Mercury dealer showrooms 
throughout the country—is the newest advance in 
4-door hardtops . . . the luxurious new Mercury 


Montclair Phaeton!. 


Along with its excitingly different low-silhouette 
styling, the Phaeton features better visibility. ..with 
extra-spacious viewing for rear seat passengers 
...and wide-wide doors for easy entrance and exit. 


This glamorous, new Bic M Phaeton, a truly 
great advance in 4-door hardtops, is another big 
reason why owners and dealers agree ‘‘it pays to 
travel with Mercury.’’ 


FOR 1956—-THE BIG MOVE !IS TO 


THE BIG MERCURY 


A Magnificent Value in the Ford Family of Fine Cars 


MERCURY DIVISION—-FORD MOTOR COMPANY 


6200 West Warren Avenue 


Detroit 32, Michigan 
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Capsule Comment 


ete a Big Three production pace that eclipsed pre- 
vious records, American Motors and Studebaker-Packard 
stepped up their output share in 1955. 


The smaller makers have proved their mettle under the 
toughest of conditions. 


* * * 


The 84th Congress is back in session, faced with such | 
issues as highways, automotive excises, factory-dealer rela- 
tions, new-car bootlegging and phantom freight. 


Never has the auto industry had such an important stake 
in the decisions of our country’s lawmakers. 


Industry leaders believe the stage is set for record truck 
sales in 1956. 


With the promise of record truck profits for alert deal- 
ers, too. ; 


* * * 


Traffic fatalities in the U. S. last year reached an esti- 
mated 38,500, the highest level since 1941’s record toll of | 
39,969 lives, reports the National Safety Council. 


Portending a trend which every factory, every dealer | 


and every citizen must strive to nip in the bud. 
* * * 


A Kentucky used-car lot accepted a mule in trade for a 
sedan. 


Wonder what'll happen to the used-car business when 
buyers run out of mules. 


ne * * 
FBI agents warn auto dealers to be on the lookout for 
shady operators seeking to peddle stolen cars. | 


Here’s one situation where an honest man CAN be 
cheated. 








Coming 
Events 


Dealer Conventions 


Jan. 28- Feb. | —39th Annual National 
Automobile Dealers Assn. Convention, 
Sheraton Park and Shoreham Hotels, 
Washington, D. C. 

Feb. 27 — Louisiana Automobile Dealers 
Assn., Hotel Roosevelt, New Orleans, 


La. 

“ey 14-15—Pennsylvania Automotive Assn., 
The Inn, Buck Hill Falls, Pa. 

May 26-28 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S. C. 


June 25-27 — Michigan Automobile 
Dealers Assn., Hotel Olds, Lansing, 
Mich. 


h 
June 28-July I—New York State Automo- 
bile Dealers, Inc., Directors and County 
Vice-Presidents Spring Meeting, Lake 
Placid Club, Lake Placid, N. Y. 

Sept. 17-18—Minnesota Automobile Dealers 
Assn., St. Paul Hotel, St. Paul, Minn. 
Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 
Oct. 21-23—Florida Automobile Dealers 
ane, Fort Harrison Hotel, Clearwater, 


Fla. 
Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland, O 
* * * 


Dealer Auto Shows 
Jan, 13-22—Seattle Auto Show, Field Ar- 
tillery Armory, Seattle, Wash. 
Jan. 14-22—St. Louis Auto Show, Oakland 
Ave. Arena, St. Louis, Mo. 

Jan. 20-21 — Warren Auto Show, Beaty 
School Auditorium, Warren, Pa. 
Jan. 21-28—Baltimore Auto Show, 
Regiment Armory, Baltimore, Md 
Jan. 21-28 — Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh, Pa. 
Jan. 21-29—Des Moines Auto Show, Vet- 
- Memorial Auditorium, Des Moines, 

a. 

Jan. 21-29—Cleveland Auto Show, Public 
Auditorium, Cleveland, O. 

Jan. 25-29—San Diego Auto Show, Elec- 


Fifth 


tric Bldg., Balboa Park, San Diego, 
Calif. 

Jan, 28- Feb. 4— Rochester Auto Show, 
Rochester War Memorial Auditorium 


and Exhibit Hall, Rochester, N. Y. 

Jan. 28- Feb. 5— Quad-City Autorama, 
Rock Island, Ill. 

Feb. 3-12—Omaha Auto Show, New Mu- 
nicipal Auditorium, Omaha, Neb. 

Feb. 5-12—Dallas Auto Show, Fair Park, 
Dallas, Tex. 

Feb. 6-11—Denver Auto Show, Coliseum, 
Denver, Colo. 

Feb. 11-18 — Milwaukee Auto Show, Mil- 
waukee Arena and Auditorium, Milwau- 
kee, Wis. 

Feb. 12-19 — Lansing Auto Show, Civic 
Center, Lansing, Mich. 

Feb. 18-26—Detroit Auto Show, Michigan 
State Fair Grounds, Detroit, Mich. 

Feb. 19-25—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N. Y. 

Feb. 25-March 3—Kansas City Auto Show, 
Exhibition Hall, Municipal Auditorium, 
Kansas City, Mo. 

March 7-l1—Spokane Auto Show, Coli- 
seum, Spokane, Wash. 

March 9-11 — Kansas Motor Show, Sports 
Arena, Hutchinson, Kansas. 

March 16-18—Wichita Auto Show, Univer- 
ow of Wichita Field House, Wichita, 

ans, 


April — Lewiston Auto Show, Lewiston 
Armory, Lewiston, Me. 

* * * 

General 
Jan. 13-Feb. 5—Sports Cars in Review 


Show, Henry Ford Museum, Greenfield 
Village, Dearborn, Mich. 

Jan, 15-17—Second Annual Auto Trim Show, 
Hotel Statler, New York, N. Y. 

Jan. 16-21— Grand Rapids Auto Show, 
Civic Auditorium, Grand Rapids, Mich. 

Jan. 19-24— General Motors Motorama, 
Waldorf-Astoria, New York, N. Y, 

Jan. peai~toome Car Club of America 
Business eeting, Sheraton-Cadillac 
Hotel, Detroit, Mich. 

Jan. 23-25 — ‘5th Annual Meeting, Truck- 
Trailer Manufacturers Assn.. Edgewater 
Gulf Hotel, Edgewater Park, Miss. 

Jan. 31—Mid-Winter Luncheon, Automo- 
bile Old Timers, Mayflower Hotel, 
Washington, D, C. 

Feb. 4-12— General Motors Motorama, 
Dinner Key Auditorium, Miami, Fla. 
(See CALENDAR, Page 36, Col. 1) 


30 Years Ago st 


The Big Stories 


Although a new company sales record—833,000 cars—was set in 
1925, General Motors expects to do an even greater volume of business 
during the new year, Alfred P. Sloan jr., GM president, predicted. 
The high mark set during the year included sales of Chevrolet, Olds- 
mobile, Oakland, Buick and Cadillac. In Sloan’s opinion, overproduc- 
tion constitutes the sole menace to trade. 

Development of an engine especially adapted for closed cars is 
claimed by officials of the Nash company for their Advanced Six 





Automotive Cartoon 
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(During iliness of Ogg Fitzgerald, other cartoonists are filling this corner). 








“Okay, you're all set—the batteries should hold 
out throughout the hearing!" 














Letterbox 


readers, 


used, if you so request. Address Edito 


| Rear-Engine Problems 


| Ref: A Lethal Machine—letter of 
Dec. 12, by Arthur W. Stevens. 
When one considers the size and | 
weight of American engines and 
| the resultant weight balance with 
| such an engine in the rear, the) 
| prospects are horrifying. 

Some small cars—the V. W., 
the Renault, and the like—are 
able to countenance rear engines 
because the engines are light, but 
primarily because their perform- 
ance is low. In the Porsche the 
engine is moved forward of the 
rear axle for racing, because of 
the difficulties in handling the 
car. 

As to the traction consideration, 

very few cars will spin the rear | 
|tires at any appreciable speed ex-| 
|cept on ice or snow. While it is | 
| true that a rear engine would pro-| 
| vide more traction on ice and snow, 
| these are the times that the insta- 
| bility of tail-heavy cars becomes 
| most apparent. 

The ideal solutions 








for traction 


‘Weighty Subject ..... 


This is an open forum for the discussion of any subject of interest to our 
and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
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road stability and of benefit for 
aerodynamic stability would be to 
use more weight on the front axle 
in connection with a front-wheel 
drive. 


This would help in obtaining 
traction and any weight shift 
rearward due to acceleration can 
be ignored for passenger cars. 

The most apropos law of momen- 
tum is that a body tends to travel 
with the heavy end in front. With 
a tail-heavy car the tendency is to 
itself and proceed back- 
ward down the road. While careful 
attention to detail in suspension 
design can alleviate these tenden- 
cies, the car will generally over- 
steer and give the impression of 
trying to spin out on a turn.— T. 
R. Gonpert, Lyndhurst, N. J. 


* * x 


Almanac Praise 
I want to thank you very much 
indeed for the wonderful Almanac, 


. |which arrived in fine condition. I 


thought I had seen just about 
everything America had to offer in 
|the field of technical publishing— 
j}and that means the standard of 
|the world—but this epic has made 
|me think again. Shall be reading 
| it for months!—Roy Peters, Bristol, 
| England. 

« x x 

‘Dream’ Scream 

| Time was that U. S. auto com- 
| panies never would dabble in Buck 





series of enclosed cars. The new motor was designed particularly to 
minimize vibration in closed cars, and is, in this respect, something 


of an innovation. 


Three thousand dealers in Dodge cars and Graham Brothers’ trucks 
agreed to take approximately 410,000 motor vehicles for sale in 1926. 
This compares with shipments of about 220,000 cars in 1925. 

The building of the 1% millionth Dodge Brothers car was com- 
pleted this week, just 11 years and two months after the first car 
bearing the name rolled off the assembly line. 





—From the files of Automotive News. 


| Rogers-like “dream cars,” leaving 
|these crazy concoctions to the 
science fiction boys. Now, all of a 
| sudden, they do more fanfare for 
impossible, impractical show cars 
|than they do for the regular stuff 
'we have to sell. 

What gain there is in these fan- 
| tastic creations defies explanation. 
|Could it be that the stylists are 
|taking over from the salesmen ?— 
| SeattLe Deacer. 
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Planning for tomorrow - Producing for today! 


Since the earliest days of the industry, Bendix foresight 
in product design and development has contributed 
materially to automotive progress. 


For example, Bendix* power braking and power steer- 
ing, two of the industry’s most popular new car features, 
are the results of years of research and engineering by 
Bendix specialists in these important fields. 


Today Bendix engineers are likewise busy planning 


TYPICAL 


EXAMPLES 





and developing new and better products to meet the 
needs of the years ahead. 

It is because of this foresight the automotive industry 
looks to Bendix for components that continue to lead 


in public acceptance and dependable performance. 
*REG. U.S. PAT. OFF. 


BENDIX Sivrsion SOUTH BEND sorana 


Export Sales: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 


VIATION CORPORATION 


Bendix Power Brakes Bendix Power Steering 


BRAKES e@ POWER STEERING e POWER BRAKING © CONSTANT VELOCITY UNIVERSAL JOINTS @ HYDRAULIC REMOTE CONTROLS 
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SERIES 9OOO 


FLUORESCENT 
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HERE’S HOW: You get 21,400 lumens 
with one 400-watt Guardian Series 
9000 Unit. Compare that output with 
17,000 lumens for the 400-watt 

JI mercury and about 8000 lumens 
from the average four 100-watt incandescent lamps. 













ELECTRIC FIXTURE 
ISSUE WO 8 1854; 


€-19513 













Underwriters * 
Laboratories, Inc. 
for outdoor 
operation 


Other Guardian economies include longer lamp 
life, lower operating and maintenance costs. And, 
of course, you’ll make more sales from 
cheerful, well-lighted lots. 


Add “see-ability” and get “‘sell-ability’ 
with Guardian Fluorescent Floodlights. 


Write today for 
Guardian’ full-line catalog. 


GUARDIAN , 


Light commany 


500 NORTH BLVD. OAK PARK, ILLINOIS 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Cleveland 


December closed in the Cleveland 
area with a noticeable drop in au- 
tomotive transactions, presaging 
tough days ahead. 

Total December registrations 
were 6,261 new cars, 504 new 
trucks, 5,301 used cars and 204 used 
trucks. In the final week of Decem- 
ber, total new-car registrations fell 
below 1,000 units, the first time the 
figure had been that low since 
Thanksgiving week. 


Dealers are apprehensive over | 


high inventories, but are hope- 
ful that the upcoming auto show 
will help to stimulate sales. 





In annual figures, new-car regis- | 
trations for 1955 were 91,452, well| 


above the 1954 total of 73,713. Used- 

car sales were 97,944, 

with 81,402 in the previous year. 
A total of 5,804 new trucks and 


3,522 used trucks were sold.—(San- | 


ford Markey.) 
* 


* * 


Atlanta 
Warehouses and vacant lots here 
are overflowing with 1956 models, 
particularly in the low price field. 
Despite the large stocks, 1,008 new 
cars were registered in Atlanta 


during the first 10 days of Decem-| 


ber, up 156 units over the same 
period in November, and up 287 
units over the corresponding period 
a@ year ago. 

New-truck sales during the first 
10 days of December totaled 145, 
up 62 units over the same 1954 
period, but down 20 units from the 
November period. 

Cars registered by make were: 
Chevrolet, 345; Ford, 268; Buick, 
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IT’S A SOLID LUBRICANT 


Forms a tough, unbroken film over any metal without affecting 


precision tolerances, to reduce friction offered by 
and in turn, to increase the wearlife. 


IT WORKS ON ANY AND ALL METALS 


the metal, 


lron—Steel—Stainless Steel—Aluminum— Stellite—Titanium 
Chrome—Nickel—Tin—Cadmium and Other Plating—Brass 
Bronze—Copper Alloy—and all Special Heat-Treat alloys. 
IT WORKS WHERE OTHER LUBRICANTS FAIL 

It lubricates at extreme temperature and pressure ranges; 


sealed and inaccessible bearings or assemblies 


; bearings 


adjacent to any surface that cannot be contaminated; mecha- 
nisms that operate intermittently over long periods; parts 
where the environment would affect average organic lubri- 
cants; and parts where dust and solvents present problems. 


Especially good for intricate electronic switches, 


instruments 


and light tripping devices. It's excellent for all high-friction, 
fast-moving parts; it cuts operating expense, service calls and 
repairs; it prevents galling and seizing; and it permits rapid 


assembly and dismantling. 


COMPLETE LINE O 
SERVICES TO SERVE YOUR EVERY 


ation—lIriditing —Al odizing 
fate Coating—Black Oxidizing 
Spray Painting— 
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102; Pontiac, 73; Oldsmobile, 62; 
Plymouth, 49; Mercury, 34; Cad- 
illac, 22; Chrysler, 14; Dodge, 12; 
Studebaker, 7; Packard, 6; Lin- 
coln, 5; DeSoto, 4; Nash, 2; Hud- 
son, 1, and miscellaneous, 2. 

Trucks were registered as fol- 


with the previous month. The De- 


| cember total was 2,226, compared 


with 2,997 in November. 


Truck sales, which amounted to 
205 in December, were down nearly 
20 percent from November's 261. 


New-car registrations in De- 


lows: Chevrolet, 84; Ford, 46;| eember were: Ford, 505: Chevro- 
Dodge, 5; International, 4; GMC,) jet, 492; Pontiac, 249; Buick, 233; 
3; Mack, 2, and White, 1—(E. C.| Oldsmobile, 169; Plymouth, 161; 
Bash.) | Mercury, 101; Dodge, 69; Cadil- 


* * * 


Cincinnati 

A total of 646 new cars was sold 
in Cincinnati in the week ended 
Dec. 29, compared with 816 in the 
previous week. 

New-truck sales amounted to 56, 
compared with 61 in the prior seven 
days. 

A total of 608 used cars and 28 
used trucks was moved, compared 
with 813 used cars and 39 used 
trucks in the preceding week. — 
(Frank Kappel.) 

* 


* 


Milwaukee 

New-car registrations in Milwau- 
kee during November amounted to} 
3,215 for the second largest total 
for the month on record. 

Ford outsold Chevrolet, 849 to 
630, after trailing in the- previous’ 
month. 

For the first 11 months, Ford 
was ahead of Chevrolet, 9,892 to | 
8,388. However, the five General 
Motors lines held 52 percent of 
the market in that period, com- 
pared with 27 percent for Ford | 
Motor Co. Chrysler Corp. had | 
14.4 percent; American Motors, | 
46 percent, and Studebaker- 
Packard, 1.4 percent. 

With a total of 45,364 registra- 
tions in the first 11 months, Mil-| 
waukee had a new record. The 
previous record for a full 12 months 
was 43,139 in 1950.—(John E. Hubel.) | 


* * * 


Seattle 

Predictions of booming business | 
and job stability during 1956 in the) 
Puget Sound region have been wel- 
comed by auto dealers in Seattle. 

Boeing Airplane Co., the largest 
industry in Washington, employs 
over 40,000 persons and has a pay- 
roll totaling nearly $17 million a 
month. 

In other categories, prospects 
are listed as upward or close to 
1955 levels. Lumber and building 
operations, which both had a 
bumper year in 1955, look to be 
big again this year. 

With such general prosperity, 
auto and truck dealers are looking 
forward to steady business during 
the year.—(F. K. Haskell.) 


* * *x 


Pittsburgh 
New-car registrations in the 
Pittsburgh area for the week ended 


| 
| 


Dec. 31 were up from the preced- | 


ing week, according to the Bureau 
of Business Research of the Uni- 
versity of Pittsburgh. 


The bureau’s adjusted index of | 
general business activity rose to| 


210.5 percent of the 1935-39 average 
in the final week of 1955, setting a 
record for the year. It had been 
194.2 a month earlier and 198.4 at 
the end of October.— (Leon M. 
Leffingwell.) 


* * * 


Sioux City, Ia. 
December registrations of new 
cars in Woodbury County 
City), Ia. totaled 365, 


rolet and Ford in a dead heat for 
December honors. 

Truck registrations rose to 47 in 
the closing month of 1955, com- 
pared with 35 in November. 

By make, new-car registrations 
were: Chevrolet and Ford, 74 
each; Plymouth, 59; Oldsmobile, 
51; Buick, 25; Dodge, 23; Pontiac, 

15; Chrysler, 9; Mercury, 8; Cad- 
illac, 7; DeSoto, 6; Hudson, 4; 
Lincoln, 3; Nash, 2; Packard, 2; 
Studebaker, 2, and Imperial, 1. 
Truck registrations were: Chev- 
rolet and International, 11 each; 


Ford, 10; GMC, 5; Diamond T, 3;) 


Dodge, 3; White, 3, and Studebaker, 
ms 
* * x 


Indianapolis 
A drop of nearly 26 percent was 
registered in December new-car 
sales in Indianapolis as compared 


(Sioux | 
compared | 
with 204 in November, with Chev- 


lac, 67; Chrysler, 40; DeSoto, 30; 
Studebaker, 29; Packard, 23; 
Nash, 20; Lincoln, 12; Volks- 

wagen, 8; Willys, 5; Hudson, 3; 
Imperial, 3; Morris, 2; Triumph, 
2; Hillman, 1; Kaiser, 1, and Mer- 
cedes Benz, 1. 

Truck registrations were: Chev- 
rolet, 69; Ford, 63; International, 
29; Dodge, 20; GMC, 15; White, 6; 
Plymouth, 1; Studebaker, 1, and 
Willys, 1.—(C. L. Kern.) 

* 


* * 


Washington, D. C. 


New-car registrations in the na- 
tion’s capital slumped during the 
final month of 1955 to total 2,351, 
compared with 2,568 in the previous 
month. Only in January and Feb- 


| ruary were monthly totals lower 


than in December. 

New-truck registrations, mean- 
while, dropped from 254 in Novem- 
ber to 164 in December. 

By makes, December new-car 
registrations were: Chevrolet, 
650; Ford, 391; Plymouth, 305; 
Buick, 204; Pontiac, 187; Oldsmo- 
bile, 181; Cadillac, 83; Dodge, 78; 
Chrysler, 60; Mercury, 60; Pack- 
ard, 47; DeSoto, 33; Studebaker, 
19; Hudson, 12; Lincoln, 10; Nash, 
7; Willys, 7, and miscellaneous, 
17. 

Truck registrations were: Chev- 
rolet, 66; Ford, 27; GMC, 25; Dodge, 
18; International, 11; White, 6; 
Willys, 6; Diamond T, 2; Divco, 1; 
Mack, 1, and Reo, 1.— (William 


Ullman.) 
r * * * 


Columbus, O. 


Registrations of new cars jumped 
28 percent in December in Frank- 
| lin County (Columbus), O., to total 
| 2,722, compared with 2,135 in the 
| previous month. 
| New trucks were up 13 percent, 
from 182 to 207. Tax-paid used-car 
| transactions totaled 4,424, down 
|from the November total of 5,027. 
| Used trucks also were down, from 
| 265 to 210. 

December new-car registrations 
were: Ford, 758; Chevrolet, 713; 
| Plymouth, 244; Oldsmobile, 204; 
| Buick, 190; Pontiac, 184; Dodge, 
| 95; Mercury, 85; Chrysler, 61; 
| Cadillac, 57; DeSoto, 55; Nash, 18; 
| Packard, 16; Studebaker, 16; 
Volkswagen, 11; Lincoln, 6; Hud- 
son, 4; Imperial, 4, and Willys, 1. 

Truck registrations were: Chev- 
rolet, 84; Ford, 52; Dodge, 24; In- 
ternational, 20; GMC, 14; Oshkosh, 
|5; Diveo, 4; White, 2; Diamond T, 
1, and Reo, 1.—(Bert Strang.) 

* * * 


Houston 
New-car registrations 





in Hous- 
;}ton swung sharply upward in De- 
|cember to total 5,136, compared 
|with 3,634 in November. 

| Registrations of new trucks 
climbed to 693 in December, com- 
|pared with 651 in the previous 
| month. 

New-car registrations by make 

were: Chevrolet, 1,417; Ford, 1,- 
391; Buick, 617; Pontiac, 413; 
Oldsmobile, 345; Plymouth, 271; 
Mercury, 216; Dodge, 118; Cadil- 
lac, 98; Studebaker, 56; DeSoto, 
51; Chrysler, 41; Lincoln, 39; 
Nash, 20; Imperial, 10; Hudson, 
7; Willys, 7; Volkswagen, 6; Con- 
tinental, 3; Packard, 3; Porsche, 
3; Mercedes Benz, 2; Jaguar, 1, 
and Metropolitan, 1. 

New-truck sales were: Chevrolet, 
286; Ford, 199; International, 92; 
GMC, 35; Dodge, 32; White, 25; 
Willys, 7; Mack, 7; Diamond T, 5; 
Studebaker, 4, and International 
Bus, 1.—(Ruby Fenoglio.) 











Kariger Moves Dealership 


O. J. Kariger, Studebaker dealer 
at Huntington, Ind., has moved his 
entire dealership and staff to Fort 
Wayne, Ind., to be operated as Kar- 
iger Motors, Inc., at 215 W. Wayne 
St. The Fort Wayne location has 
|some 32,000 square feet of floor 
| space. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 





JITH TODAY’S outside temper- | 3200 r.p.m. Thus, at governed r.p.m.,| oil and coolant temperature—usu- 
erature at 14 degrees, it seems water in the 35-quart system makes | ally are controlled within fairly 
an appropriate time to talk about | a complete cycle every five seconds. 


cold checking—a problem that has 
come up to plague paint chemists 
and body engineers (not to mention | 
car owners) during the past few 
years. 

On a cold winter day, when you 
drive your car in for one of those} 
quick-wash jobs, the body in effect | 
encounters a wall of steam or hot} 
water which delivers a severe ther- 
mal shock to the paint system. 

Visualize the four-layer “lami- 
nation” consisting of sheet metal, 
pre-paint treatment, primer, and 
topcoats. Then imagine what is 
happening when the metal tends 
to expand and contract with rap- 
idly changing temperatures—and 
the effect of varying coefficients 
of expansion. 

Small wonder that repeated 
“cycling” on such a severe schedule 
sometimes can cause cracking and 
other paint failures. The ironical 
thing about all this is that one of 
the criteria of a “good paint job” 
is adhesion with sheet metal and 
inter-layer adhesion between pri-| 
mer and outer paint... yet in con-| 
sidering the cold checking problem, | 
the better the adhesion, the more 
strain is put on the paint when 
underlying metal changes dimen- 


sions. There’s a dilemma for you. 
* * a 


Close Temperature Control 
Pays Off in Engine Life 
ITH more than a year’s pro- 
duction and customer - usage 
experience behind it, the Gold 
Comet V-8 engine | 
has borne out the 
confidence of Reo 
Motors engineers 
in its advanced 
design features. 
During a recent 
visit to Reo, the 
thinking that 
went into this 
modern, high- 
speed truck en- 
gine was reviewed 
for me by William 
engineering vice-presi- 


aA 
W. M. Walworth 
Walworth, 
dent. 

We discussed the compact design, 
wet-sleeve cylinders, cast-steel 
crankshaft and outstanding per- 
formance characteristics of the 
interesting V-8 design. 

After covering the publicized 
features, Walworth progressed to 
an evaluation of several fine points 
which he regards as among the 
major engineering achievements in 
the new engine. 

He said, “A couple key factors 
behind the fine service record of 
this engine are close control of 
oil temperature through the oil- 
temperature stabilizer, and con- 
trol of water temperature by a 

true bypass thermostat cooling 
system.” 

To Walworth, the oil-temperature 
control is “as important as filter- 
ing” in its effect on engine per- 
formance, efficiency and durability. 

In translating this thought into 
action, Reo designers achieved what 
is believed to be an exclusive pro- 
vision for a built-in oil cooler in 
the intake manifold. 

The manifold is cored at its 
lower side to accommodate a 
“drawer-type,” high-capacity oil 
cooler comprised of 800 linear 
inches of %-inch crimped copper 
tubing. Completely surrounded by 
manifold water jacketing, this ar- 
rangement maintains oil temper- 
ature within the desired operating 
range. 





* * * 


Eevar design emphasis was 
Placed on water - temperature 
control and provision of a bypass 
thermostat cooling system to main- 
tain a minimum coolant flow of 40 
gallons per minute through the 
engine. 
Located in the timing-gear cover, 
the centrifugal water pump has a 
maximum capacity of 150 g.p.m. at 


| temperature control, 
| tages 
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| provides over-the-road regulation of 
| these vital factors, will be readily 
acknowledged by engine designers 
and test crews—who spend some 
| trying moments explaining to their 
own managements and truck fleet 
operators the intricacies of corre- 
jlation (or lack of same) between 
| dynamometer test results and actual 
| service experience. 

Despite the best efforts of dyna- 
| mometer-test setup men, such work 
| cannot entirely simulate conditions 
| encountered when an engine is 
| installed in a truck in the field. 
| The variables are too numerous. 

And two of the important factors— 


Reo engineers cite 
for oil cooling as an 


close limits on the dynamometer, 
the service record of t 


while they may fluctuate widely 
in service, with varying terrain, 
loads hauled and operating condi- 
| tions in general. 
+ 


By keeping the water moving 
regardless of ambient temper- 
atures and varying operating 
conditions, the bypass system 
effectively avoids localized hot 
spots and steam pockets in cool- 
ant passages. Walworth says the 
benefits of this novel cooling 
system have been so pronounced 
in the new V-8 that a similar 


cooler provides close 


Nd limits. 
| JN OUTLINING the Reo approach * #* 
to research and development 
work, Walworth stated that an en- 
gine is the “heart and soul” of a 
truck. “In the past, we have put 
design is under test for Reo’s (our major effort on the engine, 
six-cylinder engines. and we expect to continue this 

The importance of oil- and water-| practice in the future.” 
and advan- Other important phases of truck | 
in a design that design are not, however, being | 


development 


Walworth says 


inherent 
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Where performance counts most 


GIVE THEM Fm QUALITY! 


Your customer—whether he drives a car, truck or tractor—considers his 
engine the most important in the world. When you rebuild that engine, 


he expects a pay-off in performance! 


Federal-Mogul engine bearing quality pays off! Your customers know 
it—surveys prove it’s the preferred replacement bearing line. For the 


performance pay-off . . . give them Fm quality! 


FEDERAL-MOGUL SERVICE 


Division of Federal-Mogul-Bower Bearings, Inc. 


RESEARCH + DESIGN © METALLURGY * PRECISION 





Built-In Color—— 


Located in the intake manifold, the oil) strument location in trucks. Until 


engine-lubricant temperature within desig 


slighted in the overall allocations | fysion when drivers shift from one 
of time and effort for engineering | truck to another.” 

programs. 
sions, for example, are getting a this is “a good thing” and would 
great deal of attention these days.|jike to see truck manufacturers 


plans for an immediate major _ment panels within a reasonable 
change in production suspension | length of time. 
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design. But, for the long-range 
view, he currently favors a com- 
bination of air-spring rear with 
an independent front suspension 
(of new design now under test). 

When asked about the outlook 
for increased use of nonferrous 
metals in truck design, Walworth 
commented, “In my opinion, alumi- 
num is closer to use in truck cabs 
and sheet metal than it is in engine 
parts.” 

He also finds it entirely: possible 
to visualize the day when truck q 
frame siderails and cross-members 
_, _| may be made of an aluminum alloy. 
the novel provision! 4 final point of interest cited by 
important factor in the Reo engineering executive was 
heir new V-8 engine.| the trend toward standardized in- 








































































control to maintain; Walworth called my attention to 
n| this, I hadn’t known that the SAE 
recently adopted a “récommended 
$ practice” (1955 SAE Handbook, 
Page 950) designed to “avoid con- 


Suspen-| Walworth personally feels that 


that Reo has no | work toward standardized instru- 
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Auto Personnel 


before being named eastern re-| 


Two automotive divisions of Mo- 


tor Wheel Corp., Lansing, have| gional sales manager in 1932. In| 
new sales managers. They are/1950, he moved to Pontiac as na- 
Frank D. Jackson, pressed-steel | tional fleet sales 


manager. 
fk * 


division, and Anson Grimes, mer- | * 

chandise division. leks Shine Mack Moves Sloan, Klein 

ek aoa ine ene teed can | John A, Sloan is the new Omaha | 
eee district manager for Mack Trucks, 


panies since 1918. Grimes has been Tne. te formerly : sey pi 
: : : cl . 2 y was fleet sales 
with Motor Wheel since 1945, serv manager for the central division in 


ing last as assistant sales manager |Chicago. John Klein, former St. 


of the merchandise division. |Paul district manager, has been 
? |named special sales representative 
Chrysler Shifts Wyght | in Omaha. ’ 
Don Wyght has been named} ‘ Se ee 
Chrysler regional used-car man- Gerity-Michigan Elects 


ager in Minneapolis. He formerly | 7 ok and Murtagh 


was used-car manager for the| : , 
Chrysler zone office in Chicago. | The board of directors of Gerity- 


* * &* | Michigan Corp., Adrian, Mich., have 
GMC’s Herbig Retires; 


|elected Walter C. Lok, formerly 

J | executive vice-president, vice-chair- 

Was Fleet Sales Chief |man and James J. Murtagh execu- 

E. T. Herbig, national fleet sales| tive vice-president in addition to 

representative for GMC Truck &|his duties as general manager, ac- 

Coach division, has retired. cording to James Gerity jr., chair- 
Herbig joined GMC in 1929 and| man and president. 

served as Boston branch manager In other action, at a board meet- 











acquired subsidiary, Water Treat- 

ment Engineering Corp., Fort 

Wayne, Ind., Gerity was elected 

board chairman and Lok president. 
* * * 


Van Norman Equipment 


Names Greer President 


Selby F. Greer has been elected 
president of Van Norman Automo- 
tive Equipment 
Co., Springfield, 
Mass. 

Other officers 
elected at a meet- 
ing of the board 
of directors in- 
clude Francis P. 
Healy, vice-presi- 
dent; T. W. Baush, 
vice-president; R. 
W. Porter, secre- 
tary - treasurer, 
and L. W. Meis- 
ner, assistant treasurer. 

ck * * 





S. F. Greer 


Hirsch to Head Expansion 


Of Allen Service Setup 
Allen Electric & Equipment Co. 
has named Chet D. Hirsch, newly 


appointed service manager, head of | 


a program to expand repair and 
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| 
ing of the corporation’s recently | 


service facilities for owners of 
Allen equipment. 

Allen, a Kalamazoo (Mich.) firm, 
now has about 60 service stations 
throughout the country, according 
to Ralph Countryman, sales man- 
ager. 

* * * 


Ex-General Joins Eaton 
Bryant L. Boatner, retired Air 
Force lieutenant general, has joined 
Eaton Mfg. Co. as a counselor and 
advisor on aircraft affairs. 
* * * 


Ewert Placed in Charge 


Of Foote Gearing Sales 
Richard H. Ewert has been ap- 
pointed to a newly created position 
as manager of gearing sales of 
Foote Bros. Gear & Machine Corp., 
Chicago. 
cd * ae 


Formsprag Names Kraska 


Coast District Manager 


Formsprag Co. has 
that Kenneth M. Kraska has been 


| appointed Los Angeles district man- 


ager, a new position. He will cover 
the states of California, Arizona, 
Washington, and Oregon. 

Kraska joins Formsprag from 
Winter Bros. Co. where for seven 








"Glad to get this Quaker State Light HD 
it certainly moves fast in cold weather!" 


Here’s the one oil that best serves the 
; bulk of your winter business. It gives 
finest performance and protection— 
and builds customer satisfaction. 
That’s why it’s a top profit producer 
for you! Quaker State helps you boost 


LIGHT 
lasting, 
Make it 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 


sales with powerful mass advertising, 
nationally and in your locality. This 
winter, concentrate on Quaker State 


HD motor oil—the long- 
pure Pennsylvania motor oil. 
your profit leader. 


Member Pennsylvania Grade Crude Oil Association 





announced | 


| years he was a district sales man- 

| ager, two years on the Coast. He is 

|}a member of the American Society 
of Tool Engineers. 
* 3 


Oldsmobile Picks Grotjahn 


Harold E. Grotjahn, formerly 
metropolitan manager for the Olds 
|mobile zone office in Minneapolis 
|has been named assistant zone 
manager, replacing James W. 


| Knowles, who has been named 
assistant Chicago zone manager. 
* + + 


Lace Elevated to Manager 
Of Hudson’s N. Y. Zone 


| Richard W. Lace, formerly city 
sales manager in metropolitan New 
York, has been named New York 
zone manager of 
Hudson. 

Lace joined 
Hudson last year 
as assistant zone 
manager in Phil- 
adelphia. Earlier, 
he served in sales 
capacities with 
other auto com- 
panies, having en- 
tered the business 
in 1936. 

He also was 
president and general manager of a 
Westchester County (N. Y.) dealer- 

| ship. 





| R. W. Lace 


* * * 
Travis Appoints Jerome 

Appointment of Jack W. Jerome 
as manager of Travis Fabrics, Inc., 
|industrial fabrics division has been 
;announced. Prior to his appoint- 
|ment Jerome was with St. George 
Textile Corp., New York. 


Lyon Steps Up in Sales 
Of L-O-F Glass Fibers 


| Don W. Lyon, formerly the com- 
| Pany’s manager cf textile sales, has 
|been elevated to 
general sales 
|manager of the 
| textile division of 
L-O-F Glass Fi- 
| bers Co. He suc- 
| ceeds C. F. Hegg, 
|named to head a 
new automotive 
sales division. 

Lyon will super- 
| vise the sales of 
| glass textile yarns 
and roving to 
weavers and to the electrical, plas- 
tice and allied industries. 


a 


Tandler Quits La France 


Richard N. Tandler, president 
of La France Industries, Inc., 
since August, 1947, has announced 
his resignation. Tandler revealed 
no future plans. 

* 





Don W. Lyon 


* * 


Ford Picks Hoffman 


Appointment of Robert C. Hoff- 
man as industrial relations man- 
ager of the new Ford Motor Co. 
glass plant now being constructed 
|}at Nashville, Tenn., has been an- 
|nounced. Hoffman formerly was 
employe services supervisor for the 
company’s Dearborn general manu- 
facturing division, which will oper- 
| ate the Nashville plant. 


Harris Selected to Manage 
|Reo’s Cleveland Branch 


Harley W. Harris, former general 
service manager and special repre- 
sentative of Auto- 
car, has been ap- 
pointed Cleveland 
branch manager 
of Reo Motors, 
Inc. 

Harris, who has 
been in the truck- 
manufactur- 
ing business for 
more than 30 
years, represented 
Autocar Co., in 
Chicago, Colum- 
bus, Cleveland and at the home 
office in Ardmore, Pa. 

7” x +. 


C.1.T. Names Tipton Head 


Of Charleston Unit 


Universal C.I.T. Credit Corp. has 
established its 40th division with 
headquarters in Charleston, W. Va., 
it was announced by L. Walter Lun- 
dell, president. 


Nathan R. Tipton, formerly sales 
manager in the company’s Mem- 
phis division, will head the Charles- 

| ton operation. Tipton, who has been 
|mamed an assistant vice-president, 
| has been with the firm 25 years. 











H. W. Harris 
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rf 
d 7 a dire shortage of mechan- | service managers and others who tories have really faced up to fancy of the housewife because | can fit their buying to their 
: ics in franchised dealer shops are in intimate contact with deal- during the 10 years in which the of the way in which it presented pocketbook. : 
: plus the lack of proper facilities | ers in their line of work, the | problems have been steadily | the items she bought. Then, as fn ae 
; Se oe ee ae ae aa. almost universal agreement is | growing. These problems are the | more and more consumers turned E Geen people ail einin — 
8 ete anaes that ain ‘in the that unless something is done | lack of mechanics and the lack to the supermarket type of retail iin teste cane Prary sere. of 
h : : : quickly to correct these problems of dealer service facilities. outlet, the new stores were able _—— y rags 
automobile service business. 3 the service they get on their cars 
eo Then when other “villians” the same thing could happen to The men contacted say that | to change the buying habits of | and trucks in most metropolitan 
- such as abuse of the flat rate, | the automotive dealer that has the public—the buying public— the nation and the manufactur- areas. 
s lack of managerial ability and | happened to the corner grocery, is always boss and that it will | ing and sales methods of basic Industry men feel that there 
poor handling of service cus- | the drug store and the meat | take only someone with a bet- suppliers. are two problems that are basic 
S tomers are added to the broth, market. | ter idea of how to gain the . 5 , d th th bl that 
a it can be seen that the service * ¢ * | publie’s goodwill and confidence age ag ere Pe Meese gees, | ste tren “th rt a of colvieg 
- business in franchised dealer- | (THESE men say that present | to upset the present method of able to see the merchandise and sea Rect ay pits. ; . 
ships is indeed facing a crisis. | conditions stem primarily | merchandising and distributing the price of the things they buy. The r sean uiem thet 
In a survey taken among deal- from two major problems that | automobiles and trucks. They like the service which they eet preg Phare "akan: an 
ers, factory executives, jobbers, | neither the dealer nor the fac- | The supermarket caught the are able to give themselves. They believe. is the eritionl nesta 
E of manpower in the service shops. 
” And this is a problem that, like ° 
1 our national highway problem, is 
. going to get much worse before 
2 ac * a} it gets better. 

The service managers’ commit- 
tee of the AMA claims that the 
industry needs 40,000 to 45,000 new 

(Continued on Page 18, Col. 1) 
cd * * 
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as Stations Boost 
Shop Competiti 

Add New Facilities, 

Top-Flight Mechanics 

“The time has come,’ the Walrus P- & 
said, AYNE, Mich. — The rising 
| “To talk of many things: . threat of service competition 
Of shoes—and ships—and sealing fs to franchised dealers by gasoline 
waxr— ; es, stations was pointed up last week 
Of cabbages—and kings— eas by J. D. Churchill, president, 
-— ~~ - sea * boiling hot— a ati Wayne Motor Supply, Inc., here. 
nd whether pigs have wings.” | 5 “praia ech “Gasoline stations are entering 
. *, ¢ | Hoists Boost Profits at Friedman's— oe “et ane mers and mene,” 
HICH all —— that before Two-post hydraulic hoists increase profits, help train mechanics and provide an inviting atmosphere for customers, says Har- a aes ‘hel he oo 
this column wings its way to|.. : 4 . ; : : ting in extra ys solely for re- 
your hands again the annual | ris L. Campbell, service manager of Friedman Motors, Inc. (Chrysler-Plymouth), Des Moines. Campbell says his firm's 10 hoists pair business and they are 
Ams nemeieiten wilt teem be- | &%* its most important items of shop equipment. attracting high-type mechanics. 
come history, your “Backshopper’” | s a matter of fact, some 0 e 
will have grown another set of | 1 S e e e are bar ge on an analysis sheet and| best mechanics around here to- 
; ; W han to the owner. It is a rule| day are to be found in the gaso- 
= J lat hen cee | eek \ erv tice Clin ic P. a VS, that no prices will be quoted dur- line stations.” ? 
exhibition, his pants will have| e e a, . ee ee oe Does Churchill think that fran- 
grown that much shinier in their S Ne B k D l h a 1s wou cree eir pur-| chised dealers are losing service 
most expansive surface sitting in| ay. s ew utc ea er. s tp — . business to the gasoline stations? 
on clinics and service meetings If a man waiting to have his |«yes,” he replied, “and some peo- 
and he will have needed many By Ed Brown 100 a year, they understood this| C@aF analyzed heard me quote | pje will tell you that the dealers 
extra hours of complete relaxation | Staff Correspondent |wouldn’t be felt service-wise for| Prices,” he said, “he immediately | are driving customers away.” 
to make up for the loss of sleep| ABYLON, N. Y. — A series of | Some time. (Continued on Page 26, Col. 3) Furthermore, Churchill believes 
and the wear and tear on the) free service clinics on i Consequently the immediate prob- ‘that dealers in the smaller towns 
aging carcass. day nights has_ established the | lem was to develop service business Hoists Termed |are “missing a bet” by not using 
I expect to see more of you— | five-month-old service department | oe ach > Rs eae order to their automotive jobbers to the 
not more of you in rson but | of Arnold Buick here firmly in the) orption. | full ; 
728 ~=more dealers a at Gutteaien minds of the car emma. public, | Lombardi has held six clinics to Profit Booster ae ee of the things they 
this year than I have seen at an | according to Vincent Lombardi, |%4te. Two each on motor tuning,|,.5, yworngs—Thi si ir jobbe 
NAD sas : ; , ‘°|\wheel alignment and appearance ——Thirty-three|would overhear at their jobbers 
= a for many a year. | service manager. Arnold Buick is | . urs . years experience in the auto-| would help them,” he added. 
j a ys in charge of the con- 10 months old. ez. Sh mobile business has convinced >. ae ae 
ee, say that advance regis- Lombardi was faced with the makes of cars are invited | Harris L. Campbell that the most} ~.HURCHILL, with Bob Kenyon, 
rations are larger than ever | problem of promoting the quar- ae through local newspaper adver-| important item of shop equipment, vice-president, operates Wayne 
before. ter-million dollar facility when |tising. The clinics begin at 7 P.m.|/from a profit standpoint, is the | Motor Supply here and Stewart 
I feel that there will be a lot} it opened. }and have lasted as late as 1 a.M.|two-post hydraulic hoist. Distributors, Inc., in Ypsilanti. 
more dealers than for many a year| Although owners Arnold Morris; The clinics are conducted with Campbell, service manager of Churchill. with a capital of $200, 
coming to the convention to find| and Arnold Green had determined | the best equipment available. This| Friedman Motors, Inc., (Chrys- | started the firm here in 1935 and 
out what all the present “sea is|to deliver a thousand Buicks in an/| enables a customer to see the diag-| ler-Plymouth), insists that no | several years later was joined by 
(Continued on Page 20, Col. 1) |area which had been taking only | nosis of his automobile. All findings (Continued on Page 22, Col. 1 
te & , ) Kenyon, a former salesman for 
~| Hastings Mfg. Co. 
* | Wayne Motor Supply now is 
| housed in a_ specially-designed 
Service Speakers Announced by NADA "by io ont, Bing at a 
: | tains an organization of 20 men. 
a ; | Th ’ > sal the 
ASHINGTON. — Exhibitors at “ company and in, and heads his own firm. Wilson also| ee ae — Sania 
_the sell-out 9th annual NAD 1935 and 1936 was| is on the membership committee of | The move to the new building 
equipment exhibition and speakers part owner of a|the Washington board of trade. wes bout a half-mile, said 
at the annual service sessions have firm selling Hud- 2 he | one Hin ‘ast autdiin 66 neers The 
been announced by NADA. The ex- son Terraplanes. L. WATLINGTON, used-car | ee ‘AX, business the first month 
hibit will be opened on Jan. 28 and | c In his talk, * manager for Magic City Motor after settling down in the new 
is held in conjunction with the 1986 | : Thompson will|Corp. (Ford), Roanoke, Va., will location was 25 percent, Churchill 
NADA convention, Jan. 28-Feb. 1.| ~~ show how manu-/|talk on “Used-Car Merchandising.” | nig with a Rh 32 percent for 
Among the speakers at the serv-| facturers have/He has held his present position |the frst year 
ice session at 2:30 p.m. Jan. 28 will! laid out plans|for 25 years and during the past| 7, Churchill’s mind, the im- 
be Robert D. Stewart (Buick), Ar-| which are the key|/15 the company’s used-car stock | proved parking facilities was re- 
lington, Va., and V. F. Thompson, | to dealer prog-| has been turned over three times &| sponsible for 20 percent of the 
— has spent = years in the auto- | R. D. Stewart V. F. Thompson N. L. Watlington vn SE = wn wasiiniee eel ae ——— City, | (Continued en Pass Ot, ee 
otive service business. : “ ngton had spen years as| ? j 
; Sieet ehe ott k with the automobile industry in | son, Wilson Adjusting Co., Wash-|a new and used-car salesman. 
a speak On | the advertising business. ington, will speak on “The Service On Sunday, Jan. 29 at 2:30 p.m., NEW PRODUCTS 


“Customer Relations,” established 
his dealership in 1951 after sev- 
eral years of intimate contact 


Thompson's subject will be “Your 
|Ideas Cost Money.” He started in 
| 1930 with an automotive electric 


P. James Deasy, general man- 
ager, Rice & Holman Enterprises, 
(Continued on Page 23, Col. 1) 


juster.” He has been in the insur- 
ance adjusting business since 1938 
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Is Service Supermarket on Way? 





Dealer Shops Face 


Do-or-Die Crisis 


(Continued from Page 17) 


mechanics a year and that less 
than 10,000 are coming in. 
a * * 


HE second big problem is the 
inadequacy of facilities among 
the franchised dealers. They are 
unable to take care of the ever 
increasing number of cars and 


trucks that are being put on the} 


streets and highways each year. 

During the past 10 years the 
number of vehicles in service has 
increased by about 60 percent 
while the total service facilities 
have increased less than 15 per- 
cent, according to the best fig- 
ures available. 

It is claimed that the dealer— 
to put his service facilities back 
into the same ratio to cars on the 
road that prevailed 10 years ago— 
would have to more than double 
the average facilities now avail- 
able. This is especially true when 





the average, dealer 
approximately only 50 percent of 
the profit potential of his service 
facilities. 

Thus, out of this lack of suffi- 
cient mechanics and sufficient fa- 
cilities, has grown gouging of the 
customer, sloppy workmanship, lack 
of good service management and 
the development of filling station 
competition. 

It has resulted in an increase in 
“comeback,” in dissatisfied owners, 
in a growing loss of product appre- 
ciation and a loss of confidence in 
the franchised dealer. It is ear- 
marked by a drastic decline in 
repeat buyers, it is claimed. 

* * * 


N THE minds of the men sur- 
veyed, the industry must imple- 
ment a five-point program immedi- 
ately if dealers are to avoid the 
development of major automotive 


is obtaining 


| service supermarkets and “discount 
house” dealers such as are found 
in the furniture and appliance 
trade in every large city. 

One such operation is Muller 
Bros. in Los Angeles, which han- 
dles an average of 1,000 repair jobs 
a day and has been known to take 
care of as many as 1,900 jobs in 
one day. 

While the industry, through the 
service managers’ committee of 
AMA, has been doing something 
about manpower situation in its 
endeavor to develop a vocational 


thus far has been “too little and 
too la 
scratch in the crying need. 

Here and there, on a purely local 
basis, some dealer groups 


endeavor but again it is but like a 
speck in the eye of a giant. 
Several factories are working in| 
a limited way on the facility need, 
but due to the lack of manpower 





and budget, can hope only to aid to realize that it is themselves and | 


a few hundred dealers each year| 

in getting more efficient use of 
their present facilities. 
+ + * 

HERE seems to be a definite 

reluctance on the part of any 

factory or corporation to force its 

dealers into expanding their pres- 


school aid program, the effort | 


” to make even a slight | 


have | 
done yeoman service in this type of | 


ent service facilities although at 
least one maker claims that it will 
not take on any new dealer unless 
he can show that he is prepared 


to furnish service facilities to take | 


care of a specified percentage of 


the car population of that make in| 


the area. 


Otherwise good dealers, men who 
have spent many years in the mer- 
chandising of automobiles, admit 
that due to the sales pressure that 
they have had to work under dur- | 
ing the past three years, they are 
| apathetic to the service problem. 

They admit they are not doing | 
a good job and they live in con- 
stant dread of “red letter” com- 
plaints. Yet they 


where to look for a service man- 
ager who does. 


They complain of the customer | 


who rants and raves about the | 
size of his service bill and who| 
demands “a house with a fence| 
around it,” yet they do not seem 


their organization that put prac-| 
| tically every customer in that frame | 
of mind. 


They fail to 


supermarkets along with a lot of | 


their brother dealers have taught 
the public to buy on a price basis. 
Yet they ask their service cus- 








Purolator’s “SELECTIVE” FILTRATIQN teaves additives in 


Beneficial additives stay in as HD and heat- 
resistant lube oils pass through the Micronic® 
element of a Purolator filter.. 
the element is straining out sludge, water and 
impurities as small as one micron (.000039- 


inch). 


It’s one of the reasons why original equip- 
ment manufacturers in the automotive field use 


.even though 


Micronic elements do not channel. They are 
waterproof and warp-proof and remain unaf- 
fected by engine temperatures. There’s a 
Purolator to fit every vehicle, tractor and other 
gasoline- or diesel-engine-powered unit in 


service today. Write for our automotive cata- 


more Purolators than any other make of filter. 
Besides this “selective” filtration, the accordion- 


pleated Micronic* element provides ten times 

the area of older types, making possible: 

¢ High flow rates with minimum pressure 
drop. Purolators themselves can be small 
++. yet operate with pumps of standard size. 

¢ Maximum dirt storage capacity . . . for long, 
efficient service life before replacement. 


*Registered Trade Mark 


log, No. 2054, to Purolator Products, Inc., 
Rahway, N. J., Dept. AL-133. 
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PUROLATOR PRODUCTS, INC., Rahway, New Jersey 


do not know | 
how to lick their problem or | 


realize that the| 


tomers to buy “a pig in @ poke” 
every time they bring their car in 
for service. 


They fail to recognize that the 
same customer is in the habit of 
going into his neighborhood market 
and seeing the price and the pack- 
j;age of everything he buys and 
therefore knows before he buys 
what the article will cost him. 

* * + 


| pes too many dealers fail to rec- 
ognize that much of the kicking 
lon price is due to the customer 
| being suddenly faced with a bill 
| for service that is much more than 
| he counted on or may be in a posi- 
| tion to pay. 

Nor does the average dealer 
take enough interest in his cus- 
| tomer or his customer’s car to 
| make certain that the job is done 
right or done at all. That dealer 
puts no safety guard between the 
customer and the mechanic who 
wilfully shorts or neglects his 
work in the rush of trying to get 
out the job. Each job should be 
checked after it is finished to see 
that it has been done properly. 


That is an extra expense that 
|most dealers are loath to authorize 
in the getting and holding cus- 
tomers in these mad days. 
| Many industry men interviewed 
|on these problems feel that there 
| is a vast realm of educational work 
|to do before dealers can get back 
to where the public will again have 
full confidence in the franchised 
dealer or regain product apprecia- 
|tion to the point where they will 
again make repeat buys instead of 
| Shopping for the low-dollar deal on 
| every new-car purchase. 
| The biggest educational job, it is 
believed, is in the field of service 
management. Such training, they 
say, should be supplied in the field 
by the factories, so that expense 
to the dealer will not be too bur- 
densome. They also feel that the 
dealer should get some of this man- 
agement training, as well as the 
service manager and order writers. 

* * + 


mest factories will give a dealer 
—who asks for it—help in 
analyzing his service shop to get 
greater efficiency and customer 
traffic. There is hardly a dealer 
who does not need some of this 
help. 

It will surprise many dealers 
to find that the factory service 
department will be glad to help 
them. Some even will go to the 
extent of surveying the dealer’s 
present shop area and furnishing 
layout drawings to show how. the 
dealer, at a minimum expense, 
can greatly improve the effi- 
ciency of his shop. 

It will also surprise many a 
dealer to find that if he makes 
such a request of his zone or dis- 
trict office, how soon he will be 
regarded as a “fair-haired boy.” 

According to the old-timers in 
the business, there seems to be a 
great lack of managerial knowledge 
at both the retail and wholesale 
level. Many dealers are well ac- 
quainted with the “boy wonders” 
who call on them from the fac- 
tories. 








x * * 


UT that lack of “knowhow” is 

not all one sided, it is claimed. 
The service experts and dealers 
who do know how to build and hold 
customers feel that there is just as 
dire a lack of knowledge among 
many of the dealers who have “rid- 
den the gravy train” since World 
War II, who never have operated 
in a highly competitive market be- 
fore and really don’t know as much 
about their business as they should 
or would like to. 

Herein lies a realm of service 
that only the factory can provide. 

There never has been a school 
for service management operated 
on the basis that is common for all 
factories in the training of me- 
chanics on new product service. 

So the industry now faces: 1. A 
shortage of mechanics that is criti- 
cal, loss of mechanics to competi- 
tion and no development to meet 
the known expanded needs of the 
near future. 

2. A dire shortage of dealer serv- 
ice facilities that can be eased 
through more efficient layout and 
management training. 

3. Abuse of the flat rate that only 
better management can correct 
now. 

4. Lack of managerial ability at 
the service manager level. 

5. Handling the service customer 
in such a manner that the industry 
can again restore customer confi- 
dence in the dealer and the product. 








GIVE YOUR NEW CAR 
THE 4-WAY SAFETY OF 


Today’s traffic and high-speed highways call for the 
safest tires money can buy... the new General Tire 
with NYGEN Cord. 


Nygen Cord is the strongest tire material ever devel- 
oped. Pound for pound, it is stronger than steel cables. 
This tremendous strength makes the new General 
America’s No. 1 Safety Tire. 


Why not enjoy its extra protection on your new car 


from the first mile? WITH NYGEN® CORD 


BLOWOUT PROTECTION + SEALS PUNCTURES AS IT ROLLS + EXCLUSIVE 
“O-RING” PRESSURE LOCK -+- 15,000 CROSS-TREAD SQUEEGEES 
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boiling hot” is about and to hunt, 


the answers to their problems. I 
hope that the program committee 
has made it possible for dealers 
to get many of these answers. 
And especially, I hope that the 
manufacturers of service equip- 
ment have stepped up to the 
changed pace in the dealer service 
shop, that they recognize that to- 
day their equipment must be used 
in a “production” shop where time 
is all important. It is not enough 
today for the piece of testing ap- 
paratus to find the answer to the 
mechanic’s problem—it must find) 
that answer in a minimum of time. 
* * * 


Faster and Better | 


aco maker of repair equipment, | 
I hope, has realized that his| 


brake lining bonder or his valve 
seater must do the work properly 
and do it in the shortest time pos- 
sible. 

With both mechanics and fa- 
cilities a long way below par for 






















PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION . 


the course (the number of vehi- 
cles on the road) the only way 
the dealer can take care of his 
customers and hold their good- 
will is by doing each job faster 
and better. 

In other words, he must put 
more cars through the same 
amount of space and with the 
same manpower and do every job 
perfectly or he will continue to 
build ill will with those owners 
who should be his .customers. 

Every one who has given the 
subject any study agrees that more 
“hangnails” of dissatisfaction and 
ill will are caused at the service 
door than anywhere else in the 
dealer’s establishment. 


oa * * 

Aid Comes Quickly 
I DOFF my chapeau to J. L. Wig- 
gins, of the National Standard 
Parts Assn., and his organization 
for the valiant effort they are 
making to go to the aid of jobbers 
and service stations in the flood- 


| 
| 


' poem that I recently saw in the 


stricken areas of California, Idaho, 
Nevada and Oregon. 

They are urging manufacturer 
| members to find out from whole- 
salers in this area what they 
need in the way of cartons, la- 
bels and repacking of materials 
and to be prepared to send out 
additional company men to aid 
the wholesalers in furnishing 
parts and equipment necessary 
to put vehicles back in service. 

They are asking the manufac- 
turers to give top priority on all 
orders from these areas and to 
make arrangements to ship directly 
to the jobbers’ customers if re- 
quested to do so. 

They also are asking their jobber 

members located in and near those 
areas who were not affected by the 
floods to get in touch with those 
| badly hit to see how they can be 
| of assistance. 
J. L. did not lose any time in 
| getting his organization alerted to 
the needs of the members in the 
| Stricken areas. Paraphrasing a 
popular cigaret slogan, “NSPA was 
| quick to do good as an association 
should.” 


* * &* 


'*4 Mechanic’s Plea’ 
GOT quite a kick out of a little 





Pete Penn... 
THE WINNER 


..-and still 


world’s champion! 


In the past few years a lot of new talent 
has been thrown into the oil ring. The 
chemical additive boys, for instance, are 
making a great showing in helping motor 
oils meet the needs of modern motors. 


You and I know that additives are impor- 
tant. But it is really the quality of the basic 
crude oil that determines any motor oil’s 
lubricating quality. 


always been the lubricating champion of the 


start with 
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Senator Hopes to Oust 


N. Y. Inspection Law 


UTICA, N. Y.—Senator Fred J. 
Rath, Utica, introduced last week 
a bill in the 1956 Legislature to 
repeal the State law requiring 
semiannual safety inspections of 
automobiles. 

As an alternative, Rath said, he 
will suggest that motorists pay 
$1 a year to support a 500-man 
increase in the State Police. 





Driveaway Reporter entitled “A 
Mechanic’s Plea.” It had no author. 

It said, “Deliver me from knife- 
edged grills, from cross threaded 
bolts and year-old bills, from 
buried engines all braced on top, 
and toggle actions without a stop. 
From chewed up bearings and 
sticky valves, from shorted 
switches and frozen dowels, ad- 
justment screws all tucked away 
where never crept the light of 
day. 

From service guides without a 
picture, and simplest things that 


need a fixture. Locked cars without | 


a key, and little things I do for 
free. From those who think an- 
tiques should run—how can I repair 
what time has done. But most of 


That’s why Pennsylvania motor oils have 








world. Made from nature’s finest crude, they 
have what it takes to be a winner in every 
match for the best in engine performance. 


Today’s BEST Oils 


Nature’s BEST Crude 
--.and that means PENNSYL VANIA ! 


Oll City, Pennsyivania 


| all for this I pray, to hold my tem- 
per just one more day.” 
(Engineering publications please 
| copy.) 
* + * 


| Battle in Nevada 


I NOTE that the Nevada jobbers 
and parts distributors are as 
upset over the State purchasing of 
replacement parts as are the vehi- 
cle dealers in several states over 
the methods being used to pur- 
chase automotive supplies. 

After the state attorney general's 
office issued an opinion holding, in 
effect, that the State must pur- 
chase from the lowest bidder, 
regardless of location, the Reno- 
Sparks Automotive Jobbers Assn. 
issued a statement that they would 
discuss with legal counsel the ad- 
visability of taking the issue to 
the courts. 

The assistant state attorney 
general pointed out in an opinion 
that one section of the State Pur- 
chasing Act said that wherever 
possible goods should be pur- 
chased from vendors within the 
state. He ruled, however, that if 
this one section were construed 
as a guide for the entire act it 
would render useless the intent 
of the act as a whole. 

The jobbers contended, however, 
that the section referred to clearly 
states their case. This section 
reads in part: “That ... to the 
extent practicable, service, price 
and quality being considered, all 
purchases shall be made of ven- 
dors whose principal places of 
business are within the state.” 

The act also stipulates: “When 
office supplies, materials, equipment 
or any commodity needed by a 
using agency cannot be purchased 
from vendors whose principal 
places of business are within the 
state the director, or his authorized 
representatives, shall have the au- 
thority to travel to and procure 
upon the open markets.” 

These two sections, the jobbers 


| shall be made on a basis of com- 
| petitive bids within the state. They 
believe that the word “service” in 
the section is sufficient in itself to 
compel the purchasing agent to 
buy in the state. They claim it is 
| impossible for a firm in Brooklyn, 
|for example, to service equipment 
it sells to the State of Nevada. 

| They complain that in many 
cases the State buys from Nevada 
jobbers only when it needs a “fill- 
|}in” in an emergency and then buys 
outside Nevada when a big bid 


comes up. 
* * * 


Surprise for AAA 


OME of my good friends at 

AAA are going to fall out of 
their chairs when they read this 
explosion, for I have finally found 
something for which I can hon- 
estly praise the association. 

These friends know me as one 
of the club’s most caustic critics 
on many of their politically in- 
spired press releases and pro- 
nouncements. 

But today, as I was writing this 
column, across my desk came a 
reprint of a story from the Decem- 
ber Readers Digest, sent out by 
the club. , 

This piece entitled, “Must We 
Have Fake Traffic Laws?” should 








be read by every citizen of this 
country who does any amount of 
driving. It is the second sound (to 
my mind) safety message to get 
wide distribution this month. 

The first and next to last para- 
graphs contain the “meat” of the 
piece. It starts out “The curse 
of American Highways today is 
the unenforced traffic law, the 
bogus speed limit.” 

It suggests: “What can average 
drivers do about all this? First 
they can get it clearly in their 
minds that the highways belong to 
them and not to our various bu- 
reaucracies. . . . And finally they 
can support efforts to get traffic 
problems in the hands of traffic 
engineers rather than politicians 
and policemen.” 

I have steadily claimed that un- 
enforced traffic regulations and 
careless driving are much greater 
accident causes than just the 
politically made bugaboo speed 
alone. 

I hold that if the authorities 
made it unprofitable to cut corners 
on highways, go over the center 
line on approaches to hills and 
blind spots and do other similar 
fool driving stunts that excessive 
speed violations would take care 
of themselves to a great extent. 
The same type of driver usually 
does all. : 


contend, provide that purchases” 
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PROFITS CLIMB HIGHER the more you say... 
“it'll run smooth as silk the SUPER-TUNE way” 


and Iver Vbody's 


CONTACT SUN ...let your Sun 
representative show you how SUPER-TUNE 
will fit smoothly and profitably into your 


service operations . . . and become your most 
frequent and important contact with car 
owners! 


SUN ELECTRIC CORPORATION: Harlem and Avondale Avenues- Chicago 31, Illinois 








































Happy ! 


CAR OWNERS WANT SUPER-TUNE! They’ll 
be happy to know you will keep their engines 
running “smooth as silk” with Super-Tune. It’s 
easy to turn them into valued, steady, customers 


by providing super tune-ups that satisfy ... 
then watch your PROFITS CLIMB! 


MODERN ENGINES NEED SUPER-TUNE! 
‘Today’s engines are more complex and powerful. 
Their original higher performance levels require 
greater accuracy and more precise tune-up... 
more frequent tune-up! 


SUN SUPER-TUNE makes the tune-up proce- 
dure complete, and easy—assures verified top 
engine performance... Fast...Simply... 
Profitably! 


FAST .. . In 10 minutes or less, engine operation 
can be tested area by area, and precision adjusted 
to the manufacturer’s recommended performance 
level . .. OR you isolate specific areas where extra 
work is needed! And therefore easily sell more 
needed repair work. 


SIMPLE ..... You use the famous Sun 6-12 Volt 
Tune-Up Tester—four simple-to-operate units 
set in a handy work bench cabinet—to perform 
these fast, simple area tests: 


Cranking Voltage « Distributor Resistance °¢ 
Charging Voltage « Engine Idle Speed Adjust- 
ment ¢ Ignition Timing * Dwell and Dwell Vari- 
ation * Ignition Advance « Ignition Output and - 
Leakage * Secondary Resistance and Polarity. 
‘These area tests assure a fast, accurate tune-up 
routine . . . let you perform precision adjustments 
with a minimum of test lead change-overs! 


PROFITABLE .. . Super-Tune and associated 
promotion material will make Profits Climb 
through MORE TUNE-UP VOLUME... IN- 
CREASED PARTS AND SERVICE SALES... 
and .GREATER SATISFACTION with your 
service and your customer’s engine’s performance! 
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Please Customers, too .. . 





Hoists Jack Up Profit, 


Says Dealer Shop Chief 


(Continued from Page 17) 


other piece of equipment contri- 
butes so much to the expert- 
ness of mechanics or makes the 
shop so inviting to the customer. 
His shop has 10 hoists. 

“And expert mechanics and an 
inviting atmosphere are musts for 
a profitable shop,” he said. 


* * * 

ITHOUT hoists, Campbell con- 

tended, a dealer has nothing 
to attract better mechanics. “He 
can’t offer expert service when his 
mechanics are crawling around 
underneath jacked-up cars. This 
wastes time and the customer can’t 
see what’s being done so he won- 
ders whether the work is actually 
necessary or justifies the bill.” 


Friedman’s has found, Campbell 
said, that there 
for a customer being able to stand 
underneath his car when it has 
been raised on a hoist and see for 
himself what is needed by way of 
repair and replacement. 


“In our Service Department,” 
Campbell said, “the lubrication 
man must spend the first minute, 
after the car has been lifted on 
a hoist, inspecting all parts of 
the chassis. If he sees nothing 
wrong, he can reassure the cus- 
tomer that his car is in good, 
safe-driving condition. 


“If repairs or replacements are 
needed, he points them out. The 
customer sees for himself and in- 
variably approves the service re- 
quired. 


“If we are lubricating a car 
with high mileage, a second me- 
chanic removes the front wheels 
for brake inspection. If the lining 
is badly worn, we point this out to 
the customer. If the lining is good, 
we tell him approximately how 
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driQuik 


infra-red oven 





Statistics show that over 90% of 
the baking jobs in the average shop 
are a spot or panel and this new 
driQuik oven does ‘em all FASTER 
and CHEAPER. Tall enough to do a 
complete panel, just the right size 
to bake both top and side of 
fender, hood or back deck. Teamed 
with a Model 16 it bakes a com- 
plete car in half the usual time. 
Each section of the oven is con- 
trolled by an individual switch. Top 
section adjustable to any angle from 
horizontal to vertical. Rolls easily on 


free wheeling cast- 
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in your shop. 
© LEASE PLAN 





a Meal: 
LAMP CORP 


ensburg, Indiana 


ee et 


Ory Clime Lamp Corp., Dept. D, Greensburg, Ind 
| would like @ demonstrotion on (dote)__ 


(© Plecse send me more intormotion on the driQvik leesing plon 


! 

' 

! 

1 

' EE a 
! 

1 

i 

i 


Compony _—~— 
Address 


is no substitute | 














many miles of safe driving he has 
left.” 


* * * 


_— preventive maintenance is 
effective, Campbell said, citing 

two recent cases in which an owner 

drove in for a routine lube job. 

In each case, inspection showed 
the brakes needed relining and 
other points needed attention. 
The results were repair jobs of 
$63.06 and $56.27. 

The inspections increase 
will, too. Campbell recalled that | 
one of the above owners sent in a| 
friend who never before had vis- | 
ited Friedman’s service depart- 
ment. 

Campbell also uses the hoist to 
train mechanics. When an unusual 
problem arises, he calls his men 


good- 


together and all examine the car 
which has been elevated. 

“It would be rather awkward if 
we all tried to crowd under a car,” 
he ramarked wryly. 
| Campbell believes hoists can 
cut service time on chassis work 
by 30 to 50 percent. “This means,” 
he said, “that in our 10-man shop 
we actually turn out more work 
than we could if we had 14 men 
working on creepers.” 


that installation of hoists doesn’t 
mean a shop will need fewer me- 
chanics. 


said. “Hoists build your service busi- 
| ness and that means more mechan- 
ics. Hoists help sell cars, too. Ob- 
viously, a customer who has been 
satisfied with a dealer’s service 
will want to buy his next car from 
that dealer.” 
* * * 

N THE sales-aid angle, Camp- 

bell told of a service customer 
who asked the shop to check for 


in the torque converter. 

“Due to the high mileage, it | 
was doubtful whether it could be | 
repaired,” Campbell said. A new | 





But he was quick to point out | 


“Actually, the reverse is true,” he | 








| Exhibi# on Wheels— 


A specially equipped house trailer was 
used by Purolator Products, Inc., Rahway, 
N. J., to display its line of automotive 
| filtering products at stock-car races. Towed | 
| by a specially equipped Chrysler New | 
Yorker convertible, the trailer was taken 
to each of the sites in the NASCAR Grand 


an oil leak. Raising the car on a | National schedule by Mr. and Mrs. George | 
| hoist, the mechanic found a leak | Asendorf, Purolator field representatives. 


converter would have cost more 
than $200. 


“The motorist could see the leak | 


was bad. We called a salesman and 
in half an hour he had bought a 
}new car. We felt that the hoist 
played an important part in that 
sale.” 


Friedman’s also uses hoists when 
inspecting wrecked cars to see what 
damage is underneath. Campbell 
says he often has been able to 
point out damage which competi- 
tors overlooked because they ne- 
| glected to put the car on a hoist. 
oe * * 


RIEDMAN’S first hoist had 

wall-type controls but all 10 
present installations have floor 
controls, located on the left side. 

“If I were making a completely 
new installation,” Campbell said, 
“I would want all controls in the 
floor and at the left side. In this 
way, the mechanic can watch the 
lifting action as he works the 
controls and make sure nothing 
is in the way. 


“Also, with floor controls there is 





|no interference with benches along 


the wall. I would also install each 
hoist about three-quarters of an 
inch from the floor, tapering the 
cement down so that when wash- 
ing the floor, no water would run 
in around the hoist or into the 
control box.” 











That’s right! For only $127.50 you can own a new 

. the Impact Wrench with the 
VARI-TORK clutch that cuts nut running and removal 
greatly increases billable output. The 
compact Tork-Master has built-in fingertip control... you 
can run a series of nuts and bolts to precise and uniform 

. twist the control knob to cut power 

down for small nuts or turn it to full slugging power for 
knocking frozen nuts loose. Chicago Pneumatic Tool 
Company, 8 East 44th Street, New York 17, N. Y. 


CP Tork 


time 75%... 


tightness 





-Master.. 


CP Tork-Master with the VARI-TORK Impact Clutch has built-in 
fingertip control for setting bolts to proper tightness. 


AIR AND 


PNEU-DRAULIC 


ELECTRIC IMPACT WRENCHES 


the Now CP TORK-MASTER 


AIR IMPACT WRENCH 


... at the price of an Electric! 


TRUCK JACKS AND PUMPS - 











The new CP Tork-Master is available with Attachable 
Angle Heads for getting into tight spots. 


© Chicago Pneumatic 


. BEAD BREAKERS 
ZIP GUNS 
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Mechanics.” 
Deasy’s firm owns Rice & Hol- 


man, Inc. (Ford), Merchantsville,|Cedar Rapids, Ia.; 


N. J., where Deasy resides, and he 
also is head of Automotive Rentals, 
Inc., one of the country’s larger 
long-term car and truck leasing 
firms now having more than 4,000 


vehicles under lease. 
* * 


* 

OLLOWING is a list of some of 

the exhibitors who will be dis- 
playing and demonstrating their 
products in the exhibition hall 
which is located under the ballroom 
where the NADA convention ses- 
sions will be held: 

Allen Electric & Equip. Co., Kal- 
amazoo; Allied Inventory Co., Chi- 
cago; American Finance Confer- 
ence, Inc., Chicago; Ammco Tools, 
Inc., North Chicago; AUTOMOTIVE 


News, Detroit; Balcrank, Inc., Cin- 


cinnati; Barrett Equip. Co. St. 
Louis; Bear Mfg. Co., Rock Island, 
Ill.; Benmatt Organization, Inc., 


| Corp., Detroit. 

| Cedar Rapids Engineering Co., 
Chrysler Corp., 
|—(MoPar), Center Line, Mich.; 
| Dixie-Jibo Co., St. Louis; Douglas 
|Co., Minneapolis; Dry Clime Lamp 
|Corp., Greensburg, Ind.; Execu- 
tone, Inc., New York; Fostoria 
|Pressed Steel Corp., Fostoria, O.; 


'Kiefer Is Placed at Helm 


|Of New Orleans Jobbers 


NEW ORLEANS.—Archie B. 
| Kiefer has been elected president 


|Greater New Orleans. Leonard 
|Connet is vice-president; Edward 
| Jennings, secretary, and Harry 
Weaker, treasurer. 

Elected as directors were Andrew 
| Dunn, Earl LeBlanc, Jack Kessler 
and Oscar Kagan. An _ ex-officio 
|directorship went to John M. 
| Walton. 





|of the Automotive Jobbers Assn. of 


Tenn.; Hunter Engineering Co., St. 
Louis. 

| Inland Mfg. Co., Omaha; Inter- 
| communication System of America, 
|Chicago; Joyce- Cridland Co., 
| Dayton, O.; Kansas Jack, Inc., 
|McPherson, Kans.; Kent-Moore 
| Organization, Inc., Detroit; Arthur 
|H. Kitson, Inc., Detroit; Lempco 
| Products, Inc., Bedford, O.; Lincoln 


| Trademarks, Inc., New York; Mac- 
ton Machinery Co., Inc., Stamford, 
Conn.; Master Addresser Co., Min- 


| neapolis. 


* * 


IRROR BRIGHT POLISH Co., 
Pasadena, Calif.; National 
Cash Register Co., Dayton, O.; Na- 
|tional Market Reports, Inc., Chi- 
|cago; Nelson Associates, Inc., De- 
troit; Newark Auto Top & Body 
|\Co., Newark, N. J.; Norick Bros., 
|Oklahoma City; Nu Orm Plans, 
Inc., Los Angeles; P & G Mfg. Co., 


* 





|tor called Banox in the salt ap- 
|plied to the section’s streets. The 
|green tint has been added to let 
motorists know the city is trying 


cars. 

Police cars with automobile body 
panels fastened to the underside 
of the front fenders and bumper 


body finishes. Banox is manufac- 
tured by Calgon, Inc., Pittsburgh. 


Portland, Ore.; Prudential Insur- 
ance Co., Newark, N. J.; Quaker 
State Oil Refining Corp., Oil City, 
Pa. 

Reynolds & Reynolds Co., Day- 
ton, O.; Saf-T-Lok Co., St. Louis; 
Shure Mfg. Corp., St. Louis; Staput 
Cover Co., Muskegon, Mich.; Ste- 
mac, Inc., Denver; Stewart Warner 
Corp. (Alemite Sales Div.), Chi- 














to stop salt-corrosion damage to| 


| Remco Upheld 
‘In Patent Suit 


, , a j}are testing the effects of the in-| 
Engineering Co., St. Louis; Local |hipitor. General Motors is testing | 


the panels with various kinds of | 





Ill.; Weld-Built Body Co., Ince, 
Brooklyn, N. Y.; K. R. Wilson, Inc., 
Arcade, N. Y., and John E. Wolf 
Co., Oklahoma City. 


ZELIENOPLE, Pa.—Remco, Inc., 
has been upheld in a patent suit 
involving its E-Z See liquid indica- 
tors with spring-compensated gas- 
kets, according to Ken Newcum, 


| Remco vice-president. 


Newcum said the U. S. Seventh 
Circuit Court of Appeals has de- 
clared patent number 2,624,308, in- 
volving straight-through spring- 
type indicators, invalid for lack of 
invention. The decision supported 
a previous ruling by the U. S. Dis- 
trict Court for Eastern Illinois. 

Under these rulings, Newcum 
said, Remco may continue to.manu- 
facture its indicators as they were 
made prior to the suit filed by Al- 
bert Wittlin, president, Allin Mfg. 
Co., Chicago. 


AP Parts Inaugurates 


Regional Sales Sessions 

TOLEDO.—Regional sales confer- 
ences have replaced central sales 
sessions for AP Parts Corp., ac- 
cording to Skip Stivers, sales mana- 
ger. 

First sessions were held in San 
Francisco and Baltimore. The final 
meeting took place in St. Louis. 
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VISIT 
OUR 


MAIN LOBBY 
DISPLAY 


attee NADA! 


Because here is the proved way of build- 
ing customer good will, holding service 
business and doing effective advertising 
—at ONE LOW COST! 


We'll display new designs, new colors, 
new ideas in individualized Dealer Name 
Plates and Insignia that pay off profit 
wise, business wise and advertising wise. 
REMEMBER ...IT’S 


The Main Lobby 


Diamge 
wei NAME PLATES 


@ if you cannot attend the NADA— the 
coupon below will bring you complete 
details and FREE typical sample. 


! 
| 
! 


Gentlemen: Please send complete information 
ond typical somple of Stemoc Business Build- 
ing nome plotes. 
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The Announcement of 
the ALL-NEW, ALL-AMERICAN 


the top Automotive 
event of the Year! 














ON RAMBLER ANNOUNCEMENT DAY, 
NASH DEALER’S SHOWROOMS WERE PACKED WITH 
PROSPECTS DEMANDING DELIVERY OF THE ONLY 
NEW CAR IN THE LOW-PRICE FIELD! 


N° other automobile introduction this year matched the These Ne The Yare 


reception accorded the 1956 Rambler. On December 15th, 


Rambler Announcement Day, Nash dealer showrooms across / Aa Stopped HAC. / 


the nation were literally jammed with people who came to see 
the Rambler . . . people who were actively, acutely interested in 
this all-new car. We’re swamped with orders for immediate 
delivery—and we love it! 


There must be a reason for this terrific response to a new car 

announcement, and it’s simply this—the 1956 Rambler is the 

only car on the market today that is specifically designed for 

today’s driving! The people know this and they’re showing their 
Rambler Cross Country—America’s lowest priced 4-door cus- 


awareness of it by buying Ramblers in ever increasing numbers! tom station wagon... and the only station wagon that offers 
design distinction, with stepped roofline and Travel Rack. 


HOW ABOUT IT? WOULDN’T YOU LIKE TO SELL AMERICA’S 
FASTEST-GROWING MAKE OF CAR—THE ALL-NEW, ALL- 
AMERICAN RAMBLER? CALL OR WRITE DEALER DEVELOP- 
MENT DEPT., NASH MOTORS DIVISION, AMERICAN MOTORS 
CORP., DETROIT 32, MICH., FOR COMPLETE INFORMATION 
ON THE LIBERAL NASH FRANCHISE! 


Rambler 4-door Sedan—the “common sense” family sedan, 

d der for “Ameri th ” ... priced with the lowest 

#2 We eee PA CR THAN EWwEeR eee a eae pages a aie aa a fun. = 
iT PAYS TO BE A 


Rambler 4-door Hardtop—America's newest body style, 
refined by Rambler. New fashion safety arch adds even more 
style to this new open design... adds greater safety, too. 


DEALER AND STILL TO COME... 
A Hardtop" Station Wagon / 


AMERICAN MOTORS Sy: MEANS MORE FOR AMERICANS 














Hydra-Matic Courses for Mechanics— 


It is estimated that during 1956 more than 50,000 mechanics will take advantage 
of free Hydra-Matic transmission courses being sponsored by United Motors Service 
and Kent-Moore Organization, Inc., of Detroit. Pictured above is a class held at 
Wilcox Bros. Co., UMS distributor, Pittsburgh. The session was attended by 140 in- 
dependent garage owners and mechanics. 
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Chances are you’ve seen a Snap-on man during 
F the past few weeks. If you’ve been in the shop 
during one of his regular visits, you’ve watched 
him in action. More than likely you’ve heard 
some of the kidding he takes from your mechan- 
ics. But, you’ve seen them buy Snap-on tools. 


A mechanic doesn’t kid about the tools he 
uses — he depends on them for a living. That’s 
why he welcomes the Snap-on man whenever this 
tool expert calls. The tools he sells, his wide ex- 
perience, and his training in tool use often break 





*Snap-on is the trademark of Snap-on Tools Corporation. 





SNAP-ON TOOLS CORPORATION 


8082-A 28th Avenue, Kenosha, Wisconsin 
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Weekly Clinic Pays Off 


Free Sessions Boost Service Business 
For New Buick Dealership 


(Continued from Page 17) 


would assume the purpose was to 

promote business for us. He | 

would feel he had been duped. | 

He’d probably leave before we | 
got a chance to get acquainted. 

Our purpose is first to instill con- | 
fidence, and secondly to encour- | 
age the use of our facilities for 
the cure. 

“We hand the written recom-| 
mendations to the owner and advise | 
him that his automobile needs at- 
tention at the points listed,” said | 
Lombardie. 

“We then suggest that if he will| 
have his mechanic do the work, | 
we are confident his problems will 
disappear. If the owner asks for a 
price, as most do, we explain that 
it is impossible for us to make a 
quotation at this time, but if he 
cares to stop by our shop later we 
will give an estimate. Sometimes 
we find they will shop around, but} 
invariably return to us. Thus we 





get the opportunity to make a new 


customer.” 
* + * 
OMBARDI said that several cus- 
tomers have insisted on know- 
ing the price before leaving that 
night. This he handles in two 





One Denver Tax Upset, 


Another Is Proposed 


DENVER.—District Judge Wil- 
liam A. Black has ruled that the 
City cannot levy a sales tax on 
motor vehicles purchased outside 
Denver for use in Denver. 

To recoup lost revenue, City 
officials have agreed to enact a 
use tax on motor vehicles, trail- 
ers and semitrailers bought out- 
side the city by Denver residents 
for use in the city. 








Ever think of Snap-on as your 


employee at no extra cost? 





work bottlenecks, make “beating the rate” a 
cinch. It’s like having an extra man on the payroll 


--. at no extra cost to you. 


The more timesaving, money-making Snap- 
on tools there are in your shop, the easier 
it is for.your mechanics to turn out the kind 
of work that means more customers, more 
profits. The next time your Snap-on man calls, 
ask him about the plan by which you can help 
more of your employees own and use Snap-on 


tools. 













| 

| out of hearing into a private office, 
|the second is to ask the owner to 
wait until all the automobiles have 


been inspected. The latter hap- 
| pened in several cases, Lombardi 
said. 


He estimated that 60 to 65 per- 
cent of those attending the clin- 
ics have been sold. Several took 
the opportunity to inspect the 
dealership premises. Consequent- 
ly, the clinics have led to new 
and used-car sales. 

Where possible, Lombardi said, 
he makes a minor adjustment on 
each automobile in clinic with the 


| ways. One is to take the customer owner’s permission. The effect upon 


an owner, whose automobile sud- 
denly performs better is tremen- 


dous, Lombardi said. 


“In many cases a minor adjust- 
ment can pep up a sick car con- 
siderably,” he added. 


Developing return business is a 
continuing program. Lombardi has 
several approaches to it. One of 
the most successful is the “recom- 
mendation” box which appears on 
every customer’s repair order. 


“Every automobile can use a lit- 
tle more work, no matter what its 
condition. Work which appears to 
|require attention for preventive 
maintenance is listed in the ‘rec- 
ommendation’ box,” Lombardi said. 


Ten days later, a letter reminds 
|the customer of the recommenda- 
|tions and suggests an early re- 
turn to preserve the condition of 
his automobile. 
| A paper bag containing worn out 
parts of each automobile is left in 
the car. This provides the customer 
|with a check and gives positive 
proof of defects to skeptical cus- 
tomers. 


Warehouse Parley 
Opens Doors 


To Manufacturers 


CHICAGO.—For the first time 
since the organization was formed, 
manufacturers were among the 
members at the convention of the 
Automotive Warehouse Distribu- 
tors Assn. The group’s bylaws 
were amended last May to provide 
| affiliate memberships for manufac- 
turers. 

Speaking for the affiliates was 
Ralph Doherty, sales manager, 
Wilkening Mfg. Co., Philadelphia. 
He told the convention that ware- 
house distribution now is recog- 


lished step in distribution. 


“There are some 13,000 automo- 
tive wholesalers and it is almost 
impossible for the manufacturer 
to contact all these jobber out- 
lets. So we are turning to you, 
the warehouse distributor, to sup- 
plement our sales forces.” 


Another speaker, Dr. C. L. Lapp, 
marketing -professor, Washington 
University (St. Louis), observed: 
“There can be said to exist four 
kinds of jobber salesmen. These 
are the expiring (dead on his feet 
and doesn’t know it), the pers- 
piring (working hard but getting 
nowhere very fast), the aspiring 
(he’s on the right track) and the 
inspiring (the ideal we all hope 
to get hold of). 


Officers, reelected for a second 
term, are: A. P. Walter, Chicago, 
president; Walter Devine, Boston, 
vice-president; Thomas S. Perry, 
Atlanta, vice-president; E. A. Tapp, 
Kansas City, secretary, and Robert 
S. Weber, Milwaukee, treasurer. 

The board of governors includes 
Bernard Bock, Irvin Cook, Balti- 
more; Robert A. Farris, San Fran- 
cisco, and J. S. Connell, Dallas, 
AWDA membership chairman. 
Martin Fromm, Kansas City, is 
executive secretary. 


Atlantic Show 
Stresses Profit 


PHILADELPHIA. — The Middle 
Atlantic Regional Automotive Show 
(Apr. 11-14) has opened its cam- 
paign with a circus touch with the 
slogan of “Announcing the Gur- 
reatest Profit Show on Earth.” 

Over 350 manufacturers are ex- 
pected to exhibit in the show, the 
only one to be held in the east in 
1956, according to the officials. Mike 
| Shapiro, president, said that more 
than 250 wholesalers have been in« 
vited to sponsor the event. Show 
hours will be from 2 to 11 p.m. 
daily. 
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Add New Facilities .. . 





| ‘ i 


Gas Stations Stiffen 


Repair Competition 


(Continued from Page 17) 


increase. The building was con-| 

structed so that cars can park on| 

all four sides and never be more 

than 15 feet from a door. 
* * * 

MONG the other advantages of | 
+% a building designed for a job- | 
bing business, Churchill said, are} 
increased bin space and counter} 
(75 feet), proper illumination and | 
ease of locating merchandise. 

About 60 percent of the custom- 
ers are located within a five minute | 
drive, Churchill said, which enables 
them to drop in and pick up parts) 
and supplies as needed which frees | 
capital for other uses. 


The only way to get efficient opera- 
tion, according to Churchill, is to 
design and build a new building. 

“The ease of operation and the 
increased volume makes it worth 
all the headaches of construc- 
tion,” said Churchill. 

In common with others in the 
automotive industry, the shortage 
of good mechanics is vexing to 
him. The firm has offered the serv- 
ices of its key personnel to assist 
in evening classes in Ypsilanti as 
well as trying to attract young men 
to the business. 

“We try to make it attractive to 
youngsters to enter the auto service | 
field,” said Churchill, “and one way | 





Prepsters Attend Buick Service School— 


Forty San Francisco Bay area high school students attended a four-day automotive 


Educators Told 
Auto Shops Need 
100,000 Men 


ATLANTIC CITY.—There is a 
shortage of 100,000 auto mechanics 
in this country, state supervisors 
of trade and industrial education 
were told at a convention of the 
American Vocational Assn. 

A panel discussion on the prob- 
lem was sponsored by the National 
Standard Parts Assn. in an effort to 
stimulate interest in automotive 
instruction in schools. 

Studies are being made and steps 
taken to alleviate the mechanic 
shortage, it was said, but the situ- 
ation grows ever more critical. 

Speakers included Dr. W. J. 
Micheels, chairman of industrial ed- 
ucation at the University of Min- 
nesota; Robert M. Reese, director 
of trade and industrial service at 
Ohio State University; Edward 
Claude, Ill, supervisor of 


Churchill keeps coffee brewing | we here at Wayne Motor Supply| mechanics class conducted by Buick at the General Motors Training Center, San|trade and industrial education; 
at all times for nis aa 'can help is to offer them tools on| Leandro, Calif. The sessions were a condensed version of courses planned for high| Robert Phelps, of Phelps-Roberts 
which they can enjoy w filled. terms they can afford as well as| schools in Northern California. The class was arranged by A. D. Billigmeier, extreme |Corp., Washington, and J. L. Wig- 
ing for their orders to ec’. explaining the advantages of the/ right, Buick San Francisco zone service manager, and P. W. McCulley, vocational | gins, executive vice-president of 





A He stocks approximately 12,000 : ” : , 
items, including parts and acces- business to them. | counsellor, Marin County board of education. NSPA. 
: sories as well as other supplies 
' such as cleaning materials. 
In the rear is the engine rebuild- ~ 


i ing department and machine shop 
' which is kept in almost a spotless 
condition. “It’s dirty work,” com- 
mented Ira Cheeseman, Churchill's 
shop foreman, “but we try to keep| 
it as clean as possible.” He has 
been with Wayne Motor Supply for 


one “See For Yourself How 


Another line which Churchill re- 
Me ine f E> aati 


ports is growing in importance is 
small gasoline engines for such 


units as lawnmowers and cultiva- 
Vv Sprays on Quicker 


v Saves Time, : 
Trouble, Money!” 


poem 























* * * 


“TT’S developing into a pretty big 
business,” said Churchill. 

The other outlet, Stewart’s in 

Ypsilanti, is in an old, narrow 

ws building, although the firm is work- 

ing on a modernization program. 


Russell Heads | 
Auto Affiliated 


Representatives 


NEW YORK.—W. Frank Russell, 
Dallas, has been elected president 
of Automotive Affiliated Represent- | 
atives, it was announced by Ed L. 
Lee, executive secretary. George 
F. Siemers, Minneapolis, has been | 
named board chairman, and Ben 

' M. Asch, New York, is chairman 
i emeritus. | 
Other newly elected officers are| 

| Claude E. Sharp, Detroit, first vice- 
i president; J. Austin Elliott, Van- 
i couver, B. C., second vice-presi- 
dent; Lou S. Cohen, Chicago, treas- 


urer, and J. McEwen Cherry, Nash- 50% More Undercoating 


ville, secretary. 

Carl W. Sharp, Cleveland; G. Jobs from Every Drum 
Walter Klier, Atlanta, and Charles : 7 
Spivack, New York, were named | Check these facts, and you'll quickly see 


trustees. how Lion Nokorode Undercar Sealer and 


New directors for 1956 are a 
George Bennett, Boston; J. L. Shea, Silencer can build extra profits for you. 








New York; Ben S. Rogers, Phila- Nokorode... 

delphia; Sidney Butz, Charlotte, N. | ? “0 » 

C.; John T. Jolly, Memphis; H. R. | @ Is sprayed on thinner (c”) 

Hartley, Indianapolis; Don Ayd, St. | . 

Louis; Edward E. Ross, Chicago. | @ Dries faster 

Also, Ralph E. Pirnie, Minneapo- 

lis; John W. Earl, Kansas City; | @ Lasts longer 

John D. Harvey, Dallas; Gene O. @ Goes farther 

Smith, Denver; Harry C. Younger, 

Los Angeles; James B. Golden, Se-| @ Is concentrated 

eee Seas a Wee @ Is preferred by spray men, because 

Western Canada. : Z both application and clean-up are 
i fae easier 
Hetrick Acquires Deal @ Is guaranteed by Lion Oil Company 


Al Hetrick, Inc., has taken over! 
the Oldsmobile dealership in Fre- 
mont, O. 


Made under the process of U. S. Patent No. 2393774, 
and made from start to finish by Lion Oil Company. 
Send for complete details NOW! 
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Manufactared by 


Lion Oil Company 
Dept. AN-L 
El Dorado, Arkansas 


Please send me complete information about Lion 
Nokorode, and how it can increase underbody 
coating profits. No obligation, of course. 


LION OIL COMPANY 


A DIVISION OF MONSANTO CHEMICAL COMPANY 
EL. DORADO, ARKANSAS 


Name_ ; candi ree 


& 

Co. 
Stemford 2, 
Coan. 


en i a 


i icictittiieennen ___State 





ie poet 


I RR EMP DS Oe ey GP AE Liat PRE EE CPN, 


eee breeder BE AE NE. AI OND e Galylaes eae yt AE dahl GTN PPR ES HEN AIT ses er NTE Sinn Ser, 8 


AUTOMOTIVE NEWS, JANUARY 16, 1956 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
For Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of the 
monthly Service Section of Avro- 
MoTIVE News: 


FOR “MAKE” SERVICEMEN 


CADILLAC — 1956 Hydra-Matic 
(4-day)—Boston, Jan. 30; Charlotte, 
N. C., Jan. 16, 23; Dallas, Jan. 16; 
Houston, Jan. 30, Feb. 6; Memphis, 
Feb. 20; New Orleans, Jan. 16, 23; 
Pittsburgh, Feb. 6, 13, 20; Owner 
Relations (3-day)—El Paso, Jan. 
23; Memphis, Feb. 13; 1956 Power 
Brake (3-day)—Atlanta, Feb. 6, 13, 
20; Boston, Feb. 6, 13, 20; Cincin- 
nati, Feb. 13, 20; Denver, Feb. 20; 
Detroit, Jan. 30, Feb. 6, 13; El Paso, 
Tex., Jan. 30; Houston, Feb. 20; 
Los Angeles, Jan. 23, 30, Feb. 6, 13, 
20; Memphis, Jan. 30; Milwaukee, 
Jan. 30, Feb. 6; Minneapolis, Feb. 
16, 20; Philadelphia, Jan. 30, Feb. 
6, 13, 20; Portland, Ore. Jan. 30, 
Feb. 6, 13, 20; St. Louis, Jan. 23, 
30; San Francisco, Jan. 30, Feb. 6, 
13, 20; 1956 Power Steering (3-day) 








—Atlanta, Jan. 16, 23, 30; Boston, 
Jan. 16, 23; Buffalo, Jan. 16, 23, 30; 
Chicago, Jan. 16, 23, 30, Feb. 6, 13, 
20; Cincinnati, Jan. 16, 23, 30, Feb. 
6; Denver, Feb. 6, 12; Detroit, Jan. 
16, 23; El Paso, Tex., Jan. 16; Hous- 
ton, Feb. 13; Kansas City, Jan. 16, 
23; Los Angeles, Jan. 16; Memphis, 
Feb. 6; Milwaukee, Jan. 23; Minne- 
apolis, Jan. 16; Union, Pa., Jan. 23, 
Feb. 6; Tarrytown, N. Y., Jan. 16, 
20, Feb. 13, 20; Oklahoma City, Jan. 
30, Feb. 6, 13, 20. 


CHRYSLER CORP. — Master 
technicians conference, which con- 
sists of a kit containing a film, 
record, charts, reference booklets 
and other like material supplied 
monthly for the training of me- 
chanics in the dealer’s place of 
business. 


FORD — New model car and 
truck service courses in all district 
service schools, plus 40-hour Fordo- 
matic and Fordomatic recondition- 
ing courses. Southern districts will 
hold an air conditioning course and 





an eight-hour carburetor course 
will be held on a regional level. 


GMC TRUCK & COACH—Stand- 
ard transmission—Charlotte, N. C., 
Jan. 16-Feb. 3; Denver, Jan. 16- 
Feb. 3; V-8 Engine Tuneup—Hins- 
dale, Ill, Jan. 16-20; Evendale, O., 
Jan. 16-23; Shawnee, Kans., Jan. 
16-Feb. 3; Hydra-Matic—Hinsdale, 
Ill., Jan. 23-Feb. 3; Evendale, O., 
Jan. 20-Feb. 3; Parts Dept. Man- 
agement—Evendale, O., Jan. 23-27; 
Twin Hydra-Matic—Garland, Tex., 
Jan. 16-27; Cleveland, Jan. 23-27; 
Burbank, Calif., Jan. 16-20; Diesel— 
Burbank, Calif., Jan. 23-Feb. 10; 
Pittsburgh, Jan. 16-27; Clarence, 
N. Y., Feb. 6-17; Kirkwood, Mo., 
Jan. 16-Feb. 3; Service Dept. Man- 
agement—Tarrytown, N. Y., Jan. 
16-20; Golden Valley, Minn., Jan. 
16-27. 

HUDSON — Instruction to the 
dealer body on the 1956 Rambler. 
Held in zone office locations and 
larger dealerships, bringing other 


dealer representation into these | 


central points for instruction. 
School will be conducted by zone 
office school instructors. 
PLYMOUTH—Schools in dealer- 
ships on selected subjects by dis- 
trict field service engineers. Con- 
tact Plymouth regional service 
manager. Master technicians serv- 


ice conference meetings in dealer- 
ships on subject of door and win- 
dow adjustments—1956 models. 


PONTIAC—All training centers 
are conducting a course in the 
theory of operation, construction, 
and diagnosis on the new Pontiac 
Strato-Flight transmission, a five- 
day course. 


STUDEBAKER - PACKARD 
CORP.—Refresher courses in V-8 
engine, torsion-level and twin- 
ultramatic transmission, also, 1956 
model training. Contact zone parts 
and service manager regarding 
meeting date. 


UNITED MOTORS SERVICE, 
Detroit—Continuous instruction on 
various phases of automotive serv- 
ice. Instruction in factory approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco- Remy), 
(2) carburetion (Rochester), (3) 
electronics (Delco auto radio and 
guide autronic-eye), (4) transmis- 
sion (Hydra-Matic).-. Classes are 
held continuously at 30 United Mo- 
tors classrooms at GM training 
centers throughout the country. 
|Contact United Motors Service dis- 
|tributor for training center loca- 
| tions and classroom schedules. 

WHITE —Classes in engines and 
transmissions, cooling systems, car- 














Ohio Turnpike. 


Saving time in lube service—produc- 
ing top profits with ARO efficiency 
dependability—explain why AROLUBE 
equipment gets the call in more and 


Yes, it’s ARO lube equipment in 
12 of the 16 modern service stations 
along the newly opened 241 mile 


it’s 


ice stations! 
It will pay you 


more of the leading garages and serv- 


also to look into the 


beautiful new AROLUBE Reels for 


and 


See your automotive wholesaler. 
THE ARO EQUIPMENT CORPORATION, BRYAN AND CLEVELAND, OHIO 


Aro Equipment of les 


laf np heyy em 5 Outerto 
Offices in All Principal Cities A 


more profits in your operations. Choice 
of reels for chassis, gear, motor oil, air, 
water, automatic transmission... easily 
installed in any combination of units. 


® 
ARO LUBE EQUIPMENT 
Alse ... Air Tools . . . Aircraft 


Preducis . .. Grease Fittings 











buretors, fuels, preventive mainte- 
nance, shop equipment and tools, 


fleet safety. Frank A. Novak, in- , 


structor in charge. 


FOR ALL SERVICEMEN 


ALLEN ELECTRIC & EQUIP- 
MENT CO., Kalamazoo, Mich.— 
Course includes the following sub- 
jects: Regulators, generators and 
starters; automotive batteries and 
ignition circuit; distributors; fuel 
systems and carburetion; power- 
tune procedure. The new Allen 
Power-Tune course for modern en- 
gine servicing will be held at West- 
ern Michigan College starting Jan. 
19, commencing at 7:00 p.m. and 
running for five consecutive Mon- 
day nights. Herbert Ellinger, in- 
structor. 


AMMCO TOOLS, INC., North 
Chicago—Instruction on engine re- 
pair and ‘brake service. No set 
school s¢hedule but three to five 
day classes. started whenever 
needed. N6 instruction charge. Con- 
tact Richard D. Stevenson. Ammco 
Tools, Inc., 2128 Commonwealth 
Ave., North Chicago. 


AUTO EQUIPMENT & SERV- 
ICE CO., Philadelphia—Carter pre- 
cision instrument 12 weeks course 
starting Jan. 30 on Monday nights. 
Contact Albert P. Costella or Jack 
Kersky. 


BEAR MFG. CO., Rock Island, 
Iil.—Courses will be given in align- 
ment, frame straightening, wheel 
balancing, safety service equip- 
ment and the comfort ride pro- 
gram. Contact Mrs. Mildred T. 
Clark, registrar. 


BENDIX PRODUCTS, South 
Bend—(Power brakes and Strom- 
berg carburetors). Specialized serv- 
ice schools in both of the above 
products are available through 
Bendix central and service distribu- 
tors. Special instructor’s technical 
schools are available at the Bendix 
factory for all qualified distributor 
personnel. No definite schedule and 
no tuition expense. C. E. Hirsch, 
director of education. 


BINKS MFG. CO., Chicago 12, 
Ill.—Classes are held for a period 
of one week once a month. Anyone 
interested in spray painting and 
spray painting equipment may at- 
tend. Next class will be held Feb. 
6-10. No tuition. Contact W. 
Beachan, instructor. 


CARTER CARBURETOR CORP., 
St. Louis—Classes of 12 men in car- 
buretion starting each Monday for 
three week duration. Classes will 
begin on Jan. 16, 23, 30, Feb. 6, 13. 
Contact nearest Carter distributor. 


ELECTRIC AUTO-LITE, Toledo 
—Courses open to anyone in the 
automotive trade. No fee for tui- 
tion or materials. Students learn 
basic information and fundamentals 
of electricity, magnetism and test- 
ing equipment; the battery as it is 
related to the electrical system; 
the component parts of the elec- 
trical system, circuit by circuit, and 
wiring. Write William B. Selb, in- 
structor in charge, 511 Hamilton 
St., Toledo, O. 

INLAND MFG. CO., Omaha— 
Through individual training in ra- 
diator servicing. Classes start each 
Monday, six days a week for two 
weeks. No tuition cost to owners 
of Inland radiator servicing equip- 
ment. Write James V. Grasso, 1108 
Jackson St., Omaha, Neb., for res- 
ervation or further information. 

THERMOID CO., Trenton, N.J.— 
Instructions in brake service. No 
definite school scheduled and no 
tuition expense. Write John Mc- 
Laine, supervisor, for further in- 
formation. 

STEWART -WARNER (Alemite 
Div.) school is for the training of 
Alemite Depot Servicemen and is 
held in factory service training 
school at 1826 W. Diversey Park- 
way, Chicago. Depots represented 
are from all distributors’ territories 
throughout the U. S. and normal 
classes include a maximum of 14 
trainees. 

SUN ELECTRIC CORP., Chicago 
—Classes in modern tune-up pro- 
cedures, Jan. 16-20; service mer- 
chandising, Jan. 23-27; test equip- 
ment operation, Feb. 5-10; automo- 
tive electricity, Feb. 13-17 will be 
held at Chicago technical training 
center. 


Square D Reveals 


Expansion Plans 


MILWAUKEE. — A $2.5 million 
expansion of its plant here has been 
announced by Square D Co. 

Ground will be broken in the 
spring. 
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This dealer sold at an ordinary auction... 






Mr. Auto Dealer: 








This dealer sold at a Fidelity-Insured Auction! 





More buyers, more action, more sales 
at Fidelity-Insured Auctions. 


IF YOU HAVE CARS TO SELL AT AUCTION, you'll show 
them to more buyers, you'll get more action, you'll make more 
sales at Fidelity-Insured Auctions. One trip to a Fidelity-Insured 


Auction proves it. 


AND THAT’S ONLY THE BEGINNING of a long list of 
advantages, including these: (2) transportation costs go down, 


because you do all your selling at one auction, (3) you get 


accurate market prices by watching the bidding, and (4) every 


check you accept is insured by Fidelity against loss because of 


insufficient funds, improper or unauthorized signature, closed 


account, no such account, or forgery. 


Pick out the Fidelity-Insured Auction nearest you and give it a try. You'll find more buyers, more action, and more sales . .. and more profit. 


APTCO AUTO AUCTION Wed. & Fri. 
19241 Dix-Toledo Hwy., (U.S. #25), Melvindale, Mich. 


BEREA AUTO AUCTION, INC. Tuesday 
799 Front Street, Berea, Ohio 


CAPITAL AUTO AUCTION, INC.* 
Ohio State Fairgrounds, Columbus, Ohio 


CENTRAL STATES AUTO AUCTION* Wednesday 
211 South Delaware, Mason City, lowa 


CHATTANOOGA AUTO AUCTION* Wednesday 
35th & 36th St., Rossville Bivd., Chattanooga, Tenn. 


COFIELD AUTO AUCTION* Monday 
Boaz, Alabama 

COLUMBIANA AUTO AUCTION Friday 

R. D. #2, Columbiana, Ohio 

COLUMBUS AUTO ACTION* Thursday 


2603 Cusseta Road, Columbus, Georgia 


CONCORD AUTO AUCTION, INC.* 
Hosmer Street, Acton, Mass. 


DAYTON DIXIE AUTO AUCTION, INC. 
5300 North Dixie Drive, Dayton, Ohio 


DECATUR AUTO AUCTION* 
Highway 48, N., Decatur, Illinois 


DIXIE MOTORS AUTO AUCTION* 
718 Angier Ave., Atlanta, Ga. 


Mon. & Fri. 


Monday 


Monday 


Tues. & Fri. 


GREATER SHREVEPORT AUTO AUCTION Thursday 


1310 N. Market St., Shreveport, La. 


LEBANON AUTO AUCTION, INC. 
Highway 22, N. Plainfield, N. J. 
LEITCH MOTOR SALES, INC.* 

1450 E. Main St., Owosso, Michigan 


JOHNSON AUTO AUCTION* 
Jordan Lane, Huntsville, Alabama 


*auctions offering both check and title insurance. 


**fitle insurance only. 


Wednesday 


Thursday 


Friday 


MIDDLE GEORGIA AUTO AUCTION* Wednesday 
Eastside Highway, Macon, Georgia 

MONTPELIER AUTO AUCTION CO. Monday 

R. F. D. #1, Montpelier, Ohio* 

MUNCIE AUTO AUCTION Friday 

3344 So. Madison St., Muncie, Ind. 

ORANGE COUNTY AUTO AUCTION* Thursday 
Rt. 207, Campbell Hall, New York 

PITTSBURGH AUTO AUCTION CO.* Thursday 


5901 Centre Avenue, Pittsburgh, Pennsylvania 


QUINCY AUTO AUCTION Friday 

3220 Broadway, Quincy, Illinois 

SOUTHERN AUTO SALES, INC.* Wednesday 
Route 5, E. Windsor, Conn. 

SYRACUSE AUTO AUCTION* Wednesday 


R. D. #1, La Fayette, New York 


THOMASVILLE AUTO AUCTION* 
U. S. Air Base, Thomasville, Georgia 


THRUWAY AUTO AUCTION, INC.* 
2224 Union Road, Buffalo 25, New York 


TOLEDO AUTO AUCTION CO. 
5902 Telegraph Rd., Toledo, Ohio 


TRI-STATE AUCTION CO. 
3021 W. Front St., Fargo, North Dakota 


TRI-STATE AUTO AUCTION, INC, 
Valley Springs, $. Dakota 


TULSA AUTOMOBILE DEALER AUCTION** Thursday 
Tulsa State Fairgrounds, Tulsa, Okla. 


WESTCHESTER AUTO DEALERS AUCTION, INC.* 
Albany Post Road, Croton-On-Hudson, New York 
Wednesday 


Thursday 


Monday 


Thursday 


Friday 


FIDELITY INSURANCE COMPANY OF TENNESSEE 


Stahlman Bldg., 


Nashville, Tenn. 
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AUTOMATIC FLUSHER—Attached to the 
radiator and motor block, the Choldun 
power flusher automatically flushes the 
cooling system in 18 minutes, it is claimed. 
The unit is said to feature an uninter- 
rupted cycle for positive agitation to 
loosen foreign materials. Each flushing 
cycle is said to be automatically timed 
and controlled. Other features include two 
immersion-type heating elements that pre- 
heat the solution, heat-resistant glass cyl- 
inders, and twin safety blow-off air valves 
for protecting the cooling system. Choldun 
Mfg. Corp., 331 East St., New Haven, 
Conn. 





PISTONS—A piston, which the manu- 
facturers assert effectively ends the prob- 
lem of “head burning" in diesel engines 
using direct injection of fuel, has been 
marketed. A button or “hot-spot’’ molecu- 
larly bonded to the aluminum body of the 
piston by the Al-fin process is said to 
solve the problem. Having a much higher 
melting point than the aluminum, the iron 
button does not erode under heat as does 
the aluminum, it is claimed. United Engine 
& Machine Co., San Leandro, Calif. 

oe: oe 
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BRAKE BLEEDER—A brake bleeder that 
employs air pressure. from tire for faster 
bleeding has been introduced. Called 
Zip-O, the unit weighs 3% pounds when 
filled with 40 ounces of brake fluid. Dia- 
phragm is said to keep air out of system 
even when ball is empty, eliminating 
foamy mixture and preventing water con- 
densation from getting into fivid. The 
unit comes complete with instant push-on, 
pull-off coupler and fittings for cars and 
most trucks, it is claimed. Ammco Tools, 
Inc., 2100 Commonwealth Ave., N. Chi- 


* § 
cago, Ill % 2 


Purg-Master Uses Heated Oil 
To Desludge Car Engine 


A service unit that features power | in six sizes to fit most cars. Parker Prod- | 








keted by Standard Mfg. Corp., 106|* 
N. Second St., Oklahoma City, Okla. | 


Called the Purg-Master, the unit 
uses a special neutral oil, heated to 
220 degrees Fahrenheit and pumped 
into the engine under 50 pounds 
pressure, to desludge the engine. 
Suction developed by the unit pulls 
the old oil out through the filler or 


P| 
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NEW PRODUCTS 


oxide film from old point surfaces, | 
has been developed by the Curran | 
Ordnance Chemical Laboratory, 
| Lawrence, Mass. 

Called Tooth, the solvent is in-| 
tended as a professional use product | 
to soften and bite the old paint} 
surfaces to give new paint coats| 














|to sound and 
| inates, Inc., Meyersdale, Pa. 








dipstick opening in seconds, it is 
claimed. It also handles canned oil 
(1 to 5 quarts) or bulk. 


+ x * 





BUMPER JACK—Capacity of the Caster 
Sr. tripod bumper jack is rated at 3,000 
pounds, lifting height is from 7 to 34%, 
inches. Designed with swivel feet to assure 
firm footing, the tripod legs are held by 
a galvanized chain that is said to keep 
them securely in place. The unit is de- 
signed with steel ball action that elim- 
inates all stress on the conventional screw, 
it is claimed. Caster Mold & Machine Co., 
1171 Wooster Rd., North, Barberton, O. 
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MEVERIDALE, Pa, 
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PLASTIC TRUCK COVER—A one-piece 
molded plastic cover for Y or % open- 
bed pick-up trucks is available in several 
models. One has windows and a rear lift 
door, another is windowless and omits 
rear lift door. The glass fiber Plaskon 
polyster resin cover is said to be light in 
weight, weatherproof and highly resistant 
shock. Eastern Glas Lam- 


* * * 


Power-Steering Pump 


For use with power-steering in- 
stallations in industrial tractors, lift 
trucks, road-building machinery and 
other heavy-duty equipment, Web- 
ster Electric Co., 1909 Clark St., Ra- 
cine, Wis., is introducing a new 
tandem pump incorporating two 
pump units in one assembly. 


* * * 





BATTERY COVER—The Parker insulated 
battery Life-Jacket is made of fire, acid 
and grease resistant material. A battery 
enclosed in the jacket is said to deliver 72 
percent more starting power at 20 degrees 
below zero than an unprotected battery 
at the same temperature. Designed to be 
left on the battery all year, it is available 


engine desludging, an oil changer | ucts, Inc., 1415 Washington Ave. S., Min- 
and an oil dispenser has been mar-! neapolis 4, Minn. 





TOOL KIT—A special service tool 
on Fordomatic and Merc-O-Matic trans- 
missions has been marketed. Packaged on 
a 2 by 4-foot tool board, the kit consists 
of 16 tools and gauges. Along with the 
tools, the purchaser receives an_ instruc- 


tion manual, direct mail pieces, an outdoor 
metal sign, posters and wall board, all 
designed to promote the sale of automatic 
transmission service. Kent-Moore Organiza- 
tion, Inc., 5-105 General Motors Bidg., De- 
troit 2, Mich. 





WIPER BLADES—Gay Blades are wind- 


it is claimed. Said to fit any standard 
holder, the blades come in a variety of 
colors. Colorwiper Co., 3322 Sunset Bivd., 
Los Angeles 26, Calif. 

a aa 


CAR-TOP CARRIERS—The Miller car-top 
| carriers for station wagons are available 
in two or three-bar models. Available in 
chrome only, the carriers are said to be 
18 inches longer than the standard No. 
3450 carrier. Miller Mfg. Co., 5919 Tire- 


man Ave., Detroit 4, Mich. 
“er oe 








| REAR VIEW MIRROR—The Nelmor rear 
‘view mirror can be positioned for daytime 
| vision or glare-free nighttime driving, it 
|is claimed. The hood of the mirror pro- 
tects the prismatic glass from outside ele- 
ments and its “camera black"’ inside finish 
protects the driver against glare, it is said. 
The unit is die cast throughout. Nelmore 
Corp., 1410 Fisher Bidg., Detroit, Mich. 
,  e- 2 


‘Tooth’ Prepares Surface 
For Spray Paint Coat 
A synergistic volatile solvent, 


said to cut, dissolve and rip off all 
traces of tar, silicone, wax and loose 





kit 
designed for making external adjustments 


shield wiper blades made of a material | 
(not rubber) guaranteed for three years, | 





proper .and perfect adhesion, it is} 


claimed. 


| WHITEWALLS—Made of rubber, Custom 
| Wall Snap-Ons are locked in place by tire 
bead and wheel rim. Available in two 
widths, standard and extra wide, they fit 
all 15-inch tires, including tubeless and 
safety rim tires. In addition to white, they 
are also available in pastel shades of 
blue, green, yellow and pink. Kraco Prod- 
ucts, Inc., Los Angeles 8, Calif. 
* . -® 














RADIAL BALL BEARING—Schatz Mfg. 
Co., Poughkeepsie, N. Y., is making its 
line of radial and clutch release beor- 
ings available to the automotive replace- 
ment ports industry. Every size of radial 
bearing required to service cars and light 
| trucks from 1932 to 1956 models is in- 
| cluded in the line. The clutch release 
line includes 56 clutch release bearing 
assemblies and a range of basic bearing 
sizes for all automotive, farm and off- 
the-highway equipment built in the last 
30 years. 





DISPLAY RACK—A ‘“Supermarket"’ dis- 





play rack for battery chargers, testers and Mot 
accessories is being offered to jobbers. Ass: 
The rack is 54 inches high, 56 inches wide Grif 
and 12 inches deep. Fox Products Co., oO 
4720 N. 18th St., Philadelphia 41, Pa. H. 
* * * de 
° en8 ° ° k Del. 
Air-Conditioning Unit Me. 
Ellis & Watts Products, Inc., Cin- trea 
cinnati, has announced the develop- Mfg 
ment of a commercial air-condition- B 
AIR CONDITIONER—The exclusive Mag- | ing unit designed especially for use cluc 
neTouch control has been added to the|/in display vans. bookmobiles and . Soh 
1956 line of Frigiking, the refrigerative|mobile stores. The units are com- Du 
air conditioner said to fit virtually all late pletely self-contained and require ' Co., 
model cars, station wagons and converti- | Only electricity to operate, the com- | of 
bles. The MagneTouch feature eliminates | pany said. Complete information is } Phi 
the by-pass valve currently used on most | available from Ellis & Watts Prod- Dol 
car air conditioners, to solve the freezing | ucts, Inc., P. O. Box 33, Cincinnati We 
problem which heretofore has prevented | 36, O. ' Yor 
full efficiency, it is claimed. It also per- a | of 
| mits the individual to self-select the in-car Wil 
temperature for the level of cooling that Ma 
| best suits his comfort, it is said. Frigikar Zin 
| Corp., 1602 Cochran, Dallas 1, Tex. A 
age 


™ al * 


|Chrome-Plated Antenna Base 
National Electronic Mfg. Corp., 


| has announced the production of an 








|86 Granite St., Manchester, N. H.,| 


antenna base for use as a com-| 





panion piece to any auto antenna. | me 
The teardrop shaped Tenna Base tise 
(NV 120) is finished in chrome plate MERCHANDISER—Econ-O-Fiex 71KS is 25 
}and is designed for adaptability to | said to provide 583%, square feet of sell- Va 
any aerial mount, it is claimed. ing space in 183%, square feet of floor der 
i ae al space. A full 90 inches in length, the unit ma 
has 24 metal shelves. The frame is double bes 
| slotted on both sides at one inch inter- Pa. 
| vals, allowing individual 30-inch shelf c 
| adjustability and merchandise change- are 
overs. All shelves are corner-holed for Co! 
glass binning splicers. Reflector-Hardware de 
Corp., 2235 S. Western Ave., Chicago 8, Mc 
| Ht M. 
> * = Pr 
|Lacquer Thinner Additive — 
|For Auto Refinishers Cle 
Potter Paint Co., Inc., Cortland, ] 
N. Y., has developed a unique addi- cil 
tive for lacquer enamels. Called Hi- Ge 
Sol Concentrate, it is recommended ; 
for use with low cost thinners in W 
| all proportions to give any working Fe 
BONDING CEMENT—The one-ounce size | properties desired. 

of Armstrong Instant bonding cement, feo- In addition to its use as a blush 
turing a brush applicator attached to the | preventative, the concentrate is so fre 
cap and complete instructions for use, is| formulated that a lower cost, supe- cu 
| being merchandised in the combination | rior type “high-low” thinner can be ne: 
shipping-display carton shown above. Said |made simply by mixing equal parts \ Wi 

to grip almost any clean, dry surface, the With any low cost thinner, it is 
cement requires no clamps or presses. The claimed. This mixture, when added 20 
bond does not deteriorate with age and| to lacquer in about equal parts, is ame Fr 
resists water, heat, soaps, oil, gasoline said to produce a double thick film : 
and alcohol, it is claimed. Armstrong Cork havin h st maximum gloss, tlow \ th 
Co., Lancaster, Po. anc tiush resistance. Jo 








+---~ - 


coe 


a eee ee 





- Solvents Corp., 


AUTOMOTIVE NEWS, JANUARY 16, 1956 





News to Note... 





Service World in Brief 


NEW CASTLE, Ind. — Ten auto-| Equipment Co., 
motive jobbers in the United States| Purolator Products, 
and one in Canada have been | 
named winners in the Annual Ad-| Whitaker Cable Corp. and Wix 
vertising Awards sponsored by Job- | Corp. 
ber Topics and the Automotive | 
Advertisers Council. | riel Distributing Co., the AWDA is 

The winners were selected by a| composed of warehouse distributors 
committee of 
AAC, National Standard Parts|facturer members. 
Assn. and the Motor and Equip-| 2 = s 


ment Wholesalers Assn. Receiving | 4rkansas Garage Owners 


the awards were: | —. 

Under $500,000 volume: First—|Change Association Name 
Richard G. Pfeiffer, Richard G.| LITTLE ROCK.—The Arkansas 
Pfeiffer, Inc., Orange, N. J. Second | Auto Service Assn. has changed its 
—G. Norman Herberg, Herberg| name to Independent Garage Own- 
Auto Service, Inc., Burlington, Vt.| ers of Arkansas. 
Third—Saul Ganz, Maplecrest Bat- Officers of the organization are 
tery & Ignition Co, Maplewood, preq Walloch Little Rock, presi- 
N. J. Honorable mention — Etta dent: Porrest Wilson ’ 
Miller, Nyack Auto Parts, Inc., Ny- ’ ’ 
ack, N. Y. 

$500,000 to $1 million volume: 
First — William Schwartz, Unit! 
Parts Corp., Buffalo. 

$1 million to $2 million volume: 
First—Norman Cohen, Cohen Auto 
Parts Co., Erie, Pa. Second—O. M. 
Anderson, Northern Supply Co., 
Bay City, Mich. Third—Paul D. 
Shaw, Womwell Automotive Parts 
Co., Lexington, Ky. 

$2 million and over volume: First 
—Troy Jones, Keenan Auto Parts 
Co., Albany, Ga. Second—William 
Matley, Myers Motor Supply Co., 
Joplin, Mo. Third—R. M. Olson, 
Service Station Supply, Los Ange- 
les. 
Canada—C. W. Wilson, St. Clair 
Automotive Supply Co., Toronto. | 

7 * * | 


Griffin to Direct 
Slate of MEMA 
Officers for 756 


NEW YORK. — President of the 
Motor & Equipment Manufacturers 
Assn. for 1956 is H. F. Griffin, of 
Griffin Lamp Co., Hamilton, O. 

Other officers are: Vice-president, | 
H. R. LaTowsky, of E. I. duPont 
de Nemours & Co., Wilmington, 
Del.; secretary, C. H. McAleer, of 
McAleer Mfg. Co., Detroit, and| 
treasurer, C. P. Brewster, of K-D| 
Mfg. Co., Lancaster, Pa. 

Besides the officers, directors in- 
clude A. J. Bradley, of Commercial 
New York; H. J. 
Dunne, of Black & Decker Mfg. 
Co., Towson, Md.; J. A. Kennedy, 
of Electric Storage Battery Co., 
Philadelphia; S. G. Phillips, of 
Dole Valve Co., Chicago; J. M. 
Wells, of Ingersoll-Rand Cs., New 
York; J. H. White, of Triplex Corp. 
of America, Pueblo, Colo.; R. H. 
Wilbur, of Kendall Co., Walpole, 
Mass., and C. W. Zimmerman, of 
Zim Mfg. Co., Chicago. 

A. H. Ejichholz is general man- 
ager. 


Auto Ad Council 
To Meet in May 


NEW CASTLE, Ind. — The 16th 
meeting of the Automotive Adver- 
tisers Council will be held May 22- 
25 at The Homestead, Hot Springs, 
Va., according to the council presi- 
dent, Sam R. Robinson, advertising 
manager Grey-Rock division, Ray- 
bestos-Manhattan, Inc., Manheim, 
Pa. 

Other AAC officers for 1955-56 
are Herman Teetor, Perfect Circle 
Corp., Hagerstown, Ind., vice-presi- 
dent; R. K. McConnell, Federal 
Mogul Corp., Detroit, treasurer; 
M. Robert Wolfson, Maremont Auto 
Products, Inc., Chicago, recording 
secretary, and Frank F. Schuhle, 
lamp division, General Electric Co., 
Cleveland, corresponding secretary. 

Executive secretary of the coun- 
cil is George W. Stout, president, 
George W. Stout, Inc., New Castle. 

7 = ” 


Moog Industries, 
Rich Mfg. 


ond vice-president, and William R. 


North Little Rock. Members of the 
board will be Lonnie W. Reed and 
Herman Turnage, Little Rock, and 


air or surface. 








Warehouse Group Schedule 


For Feb. in San Francisco 


KANSAS CIT Y.—An executive 
from the Bank of America will dis- 
cuss long-range planning at the 
next meeting of the Automotive 
Warehouse Distributors Assn. 

The meeting will be held Feb. 
20 at the Hotel Californian in San 
Francisco. 

Highlighting the meeting will be 
the introduction of these members: 
Johnson Bronze Co., Monroe Auto 


Corp., W. J. Voit Rubber Corp., | 
Headed by A. P. Walter, of Gab- | 


executives of the/| who sell only to jobbers and manu-| ; : 
|and machine shop equipment have 


first vice-| 
president; William W. Blatter, sec- | 





Lawrence O. Kittie, North Little 
Rock. 


* * * 
Elco Handles Goodal 

CHICAGO. — Eleo Products Co., 
2603 S. Halsted St., Chicago, has 
been named jobber-distributor for 
Goodal fabrics in the Midwest, spe- 
cializing in sales to the auto trim 
shop trade. 


a * * 
Engine Rebuliders Pick 
Chicago for June Parley 


INDIANAPOLIS. — Manufactur- 
ers of automotive replacement parts 


been invited to take part in the 
34th annual convention of the Au- 
tomotive Engine Rebuilders Assn. 


}in Chicago, June 3-6 at the Sher- 
man Hotel. 


Registrations will begin June 3 


|} and continue through June 4 and 5 


while business sessions and manu- 
facturer conference periods will be 
held June 4, 5 and 6. 

Hotel reservations and advance 
registration forms will be mailed 
from the association headquarters 


|here shortly after Jan. 1. 


Mayfield, secretary-treasurer, all of | 


| 


The officials of the convention 
said conference booths will be lo- 
cated on one floor which 
conditioned. More booth space will 


Watever you ship, wherever you ship, here’s an 
important fact to keep in mind. United Air Lines links 
more domestic markets in the East, the Midwest, along 
the Pacific Coast and Hawaii than any other carrier, 


In fact, to enjoy the shipping coverage provided 
alone by United’s Main Line route, you would have 
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be available this year. However, a| chairman; L. W. Klein, vice-presi- 
complete sellout is expected since} dent, Gabriel Co., and G. P. Robers, 
the AERA will be the only national | general sales manager, Weather- 


is air-| 


midwestern convention in 1956. 
x * + 


Parts Group to Hear 


Its ‘Youngsters’ 

CHICAGO. — Members of the 
Young Executives Club of the Na- 
tional Standard Parts Assn. will 
take a prominent part in the NSPA 
convention in San Francisco Feb. 
21-22, according to Howard A. Mc- 
Murchie, secretary. 

Among the young speakers will 
be Robert E. McNally, president, 
Young Executives, and Edmond T. 
Duffy, Weatherhead Co., Ft. Wayne, 
Ind. The Young Executives will 
hold its third annual dinner meet- 
ing in the Mark Hopkins Hotel, 
| Feb. 22. 

j o cs r 
Warehouse Assn. Forms 


3-Member Advisory Council 
KANSAS CITY. — A. P. Walter, 
| president, Automotive Warehouse 
| Distributors Assn., has announced 
| formation of a standing committee 


|advisory council of AWDA. 
Members are Ralph Doherty, 





ONLY UNITED AIR LINES Air Freight 
links the East, the Midwest and all the Pacific 
Coast—serves 82 cities 


| to be known as the manufacturers’ | 


sales manager, Wilkening Mfg. Co., | 


| head Co.’s distributor division. 


The council was formed to meet 
|with products and liaison commit- 
tees with the purpose of improving 
| the automotive jobber’s profit pic- 
|ture through better distribution, 
| Walter said. 

Walter also announced appoint- 
ment of Goldenberg & Weber, Mil- 
waukee, as legal counsel for the 
| association. 


* ~ * 
Warehouse Distributors 


| Set Up Maker Council 


KANSAS CITY. A manufac- 
turers’ advisory council has been 
formed within the Automotive 
| Warehouse Distributors Assn. 

Members are Ralph Doherty, 
sales manager of Wilkening Mfg. 
Co., chairman; L. W. Klein, vice- 
president of Gabriel Co., and G. P. 
Robers, general sales manager of 
the distributor division of Weather- 
head Co. 


Hudeoon Picks Miller 


Miller & Co., Dragoon Trail, 
Mishawaka, Ind., has been ap- 
pointed a Hudson dealer. 














to call on 2 or 3 other major transportation systems. 


Remember, too, United gives you fast, convenient 
connections at any one of these 82 cities on its Main 
Line Airway to speed your shipments to any other part 
of the nation or world. In coverage, convenience and 
all-out air freight service, United Air Lines is first 


among all domestic carriers. 


Call the nearest United Representative or 

write for free booklet, “Industry's Flying Partner.” 
Cargo Sales Div., Dept. AN-1, 

United Air Lines, 5959 S, Cicero Ave., Chicago. 








AIR LINES 
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Make 


Light Work 
of 


Heavy 
Lifting 


Combine hydraulic lift and can- 
tilever boom to make light, safe, 
fast work of removing and re- 
placing engines, loading and 
unloading trucks, raising auto- 
mobiles, and many other heavy 
lifting jobs. Available in one 
or two-ton capacities. Four-point 


ai 


suspension prevents tipping. 
Sturdy combination handles 
provides accurate steering and 
smooth, fast pumping to raise 
load. Faster, easier to operate, 
more versatile, and less costly 
than other types of lifting equip- 
ment. 
Write today for Complete information 
Jobber Inquiries Welcome 


DIVISION OF 
HOUDAILLE INDUSTRIES, INC. 
341 Babcock Street, Buffalo 10, New York 











QUIET-TON 


DUAL HEADER 


EXHAUST 
HEADERS 


Ye 2 


Cadillac V-8 
Chevrolet 6 
Chevrolet V-8 
Chrysler V-8 
De Soto V-8 
Dodge V-8 
Ford V-8 
Hudson V-8 
Lincoln V-8 
Mercury V-8 
Wash V-8 
Oldsmobile V-8 


DUAL SIDE 
) ge HEAD PIPE 


ORIGINAL 
EXHAUST PIPE 


Two 
GRAND 
MUFFLE! 


ORIGINAL 
TAIL PIPE WK, DUAL SIDE 


TAIL PIPE 


ORIGINAL 
TAIL PIPE 


DUAL SIDE 
TAIL PIPE 





2055 Ruby Street ° 











Vand W\IGH-EFFICIENCY 
FIBERGLASS PACKED MUFFLERS 


Attention All Dealers! 


In most instances, factory-in- 
stalled optional duals are not 
available as an accessory kit. 
The demand from your cus- 
tomers whose cars are not 
equippe 
dous. 
for their cars means additional 

profits for you. 
Grand manufactures 
ting duals for all V-8 installa- 
tions. 

Order Grand duals from your 
Guaranteed To Fit All V-8 Cars and 6Cyl.Chevrolets Grand jobber today! 


GRAND AUTOMOTIVE PRODUCTS 


Melrose Park, Illinois 





fa apiece beginning to line up at 
the post for the ’56 presidential | 
race. Some hopefuls may be 
scratched; a dark horse may appear 
before the starting bell. But here’s 
some dope to help figure the odds) 
on your favorite—facts about our! 
33 presidents: 

Thirteen were Republicans and | 
ten were Democrats, since those 
two party labels emerged with | 
the election of Andrew Jackson, | 
Democrat (1828) and _ Lincoln, 
Republican (1860). 


Before that, four were Whigs, 
two were Federalists—fathers of the| 
Republican Party—and four were 
Democrat-Republicans — fathers of 
the Democratic party. 

The ten Democrats chalked up a 
total of sixty-three years in the 
White House, the thirteen Republi-| 
cans only 56. Roosevelt’s unprece-| 
dented 12-year tenure and the four 
Republicans who died in office —| 
three by assassination—account for 
that. 


* 2 x 


Presidents Live Longer 


| gi of our 33 presidents took 
office in their forties, 20 in 
their fifties and the rest in their 
sixties. Contrary to general belief, 
all 33 lived longer than the average 
man of their era. 
Nine didn’t go to college. Those | 
who did stacked up collegiately 
like this: Harvard, 4; William and 





| 


| 





d with duals is tremen- 
Additional horsepower 


perfect fit- 





| received all but one electoral vote. 


| while in office. A woman, Victoria 
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Mary 3; West Point, 2, and 
Princeton, 2. One each attended 
the following: Stanford, Yale, 
Bowdoin, Kenyon, Williams, Am- 
herst, North Carolina, Union, 
Miami, Allegheny, Ohio Central 
and Hampden-Sidney. 

Twenty-two were lawyers, three 


| farmers—lumping in the “father of 
|our country” who is referred to as 
|a planter—three soldiers, an engi-| 


neer, an editor, a tailor, an educator | 
and a publicist. Eleven had been 
governors—three of New York, and 
one each of the following: New! 
Jersey, Massachusetts, Tennessee, | 
Virginia and Indiana Territory. One| 
was the first civil governor of the 
Philippines. 

Seven vice-presidents succeeded 


| presidents who died in office, but 


only three of them—Teddy Roose- 
velt, Coolidge and Truman were 
reelected. Three former vice- 
presidents were initially elected 
without any help from the man 
with the scythe. | 

David R. Atchison, Senate Presi- 
dent, became acting president for 
a day, when Zachary Taylor refused 
to be inaugurated on a Sunday. 

* * * 


Virginia, the Cradle 
IRGINIA, called the cradle of! 
presidents, contributed eight 
first executives; Ohio, seven; New 
York, 4, and Massachusetts, Ver- 
mont, and North Carolina, two 
each. New Jersey, New Hampshire, 


| Pennsylvania, South Carolina, Ken- 


tucky, Missouri and Kansas each 
supplied one. Six secretaries of 
state, three of war, one of com- 
merce, and two Army generals 
became president. 

Looks as if the odds would be 
in favor of a lawyer in his fifties, 
who is an Ivy leaguer, a former 
governor or a former vice- 
president or holder of high 
government office and a Republi- 
can, though the Democrats’ long 


| terms and ability to dodge bullets 


may cancel out that advantage. 

Virginia, Ohio and New York| 
sound like the best places for him| 
to come from, but there seems to 
be a westward trend. If so, will he 
be from Illinois? Tennessee? Min- 
nesota? Kansas? California? Or 
where? 

Perhaps it helps to be related to 
a former president. John Quincy 
Adams was the son of John Adams. 
Benjamin Harrison the grandson of 
W. H. Harrison. FDR was a distant 
cousin of TR’s—his wife, Eleanor, 
TR's niece. 

Some odd facts about presidents 
that don’t affect the odds: Monroe 


FDR received the most electoral 
votes —523 (1936). Cleveland was 
the only president to lose by the 
electoral vote and to serve two 
non-consecutive terms. His vice- 
president: bore the same name as 
one of today’s most hopeful of 
hopefuls. Jefferson added the most 
territory —the Louisian Purchase. 
Van Buren (1836) was the first not 
born a British subject. Tyler had 
the most children (14). Buchanan 
was the only bachelor. Johnson the 
only one to be impeached, but was 
later acquitted. Wilson, Truman and 
FDR the only ones to go to Europe 


Woodhull Clafflin, was nominated 
by the Equal Rights party in 1872. 


Most presidential conventions are 
held in Chicago—18 in all. 


P.S. Well, it’s going to be tough 


| to figure the odds. A lot of facts fit 


a lot of the hopefuls. But one of 
these days, while the boys are 
gassing away and patting each 


|other on the back at $100-a-plate 
| dinners, a dark horse might come 


galloping into the home stretch, 
way out ahead of the field ... and 


|it might turn out to be a filly. 


Perhaps named Victoria after that 
intrepid lady of 1872. 


Southwest Show 


Sets Space Bids 


HOUSTON. — The final plans for | 
exhibitor’s space drawing are being 
made here for the Southwest Auto- 
motive Show which will be held 
May 10-13 in Sam Houston Coli- 
seum here. 


The number of sponsoring job- 
bers has reached a new record, ac- 
cording to the show committee. 
Show offices are located in 617) 
Fidelity Building, Dalls 2, Tex. 
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NOW AVAILABLE FOR ALL CARS! DEALERS 


DISGUSTED WITH TOUCH-UP 
| GADGETS? Try TRU-MATCH 
in the time-tested, customer- 
approved One Ounce Bottle. 


EA. TO 


| WE FEATURE ... 
7, IMMEDIATE DELIVERY . . NO WAIT. 


LEAK PROOF, EVAPORATION PROOF 
¢ SEAL ON EVERY BOTTLE. 


wN 


NEW, HIGH SOLIDS FORMULA. 
GUARANTEED ORIGINAL COLOR 
MATCH. 

NO MINIMUM ORDER REQUIRED. 
WILL SHIP 1 BOTTLE. 


POSTAGE PREPAID ON ORDERS OF 
30 BOTTLES OR MORE. 


nS 


6. 


Send us your order TODAY! 
AUTOMOTIVE SOLVENTS & 


SPECIALTIES CO. Box 346 
ST. CLAIR SHORES, MICHIGAN 











FLORIDA'S PREMIER 
COOPERATIVE APARTMENTS 
Ready For Occupancy 


Located on 302 feet of Fort Lauderdale’'s 
ocean the 
Apartments, “1200 North Atlantic Boule- 
vard,” are evailable in 1, 2, 3 or 4 bed- 


rooms, with private patios, swimming pool 


famous front, Cooperative 


and large recreation area. Reinforced 
concrete construction for durability, air 
conditioned and heated for your comfort 
—all the warmth and graciousness of a 
lovely home without maintenance respon- 
$24,950 to $69,500. Write for 


oN”. 


sibilities. 


illustrated brochure 


1200 


NORTH ATLANTIC BOULEVARD 
FORT LAUDERDALE, FLORIDA 


- a ‘ 

No Pit—No Holes—No Anchor Bolts. As- 
semble it yourself in 30 minutes. Plug in 
and run—anywhere. All steel turntable, 
scientifically balanced to take all cars. 


For indoor or outdoor display. Write for 
free literature. 


| Also 
avail 
able 
POSTS 
and 
VELVET 
ROPE 
RAILINGS 
Write 
for 
prices. 


AMERICAN STAGE EQUIPMENT 
805 East 134 St., Bronx 54, N. Y. 








= WANTED! 
(DEALERS — AGENTS) 
NEW WATERLESS 
HAND CLEANER 
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Top-quality ingredients, 


GRIME-GO compounded  scientifi- 
cally, top selling item for all shops, Gas 
Stations, Offices, Homes. etc. 

Especially attractive arrangements, fast de- 
livery, abundant point-of-sale material, 
Complete information Write: 


For 
The KELVIN Corp. 
1101 Connecticut Ave. N. W. Washington D.C. 
Immediate Response Guaranteed. 
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DESOTO 


PICKED TO PACE 
500 MILE RACE 


INDIANAPOLIS MEMORIAL DAY SPEEDWAY CLASSIC 


$--- anes 


i 
| 
| 


RACE MAY ISS 
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$2 pecan ces q : fs et ae ns 
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Standing and seated left to right, Tony Hulman, President and General Manager, 
Indianapolis Motor Speedway; J. B. Wagstaff, Vice President and General Man- 
ager, De Soto Division; L. 1. Woolson, President, De Soto Division. 


ANOTHER REASON WHY IT PAYS TO BE A DESOTO DEALER 
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NEW BUMPA-TEL SIGNS 





“ANNOUNCING BUMPA-TEL PETITE" 


We are now offering a Bumpa-Tel sign with a panel 12x 40 inches for those adver- 
tisers who do not need as much space as is provided on our regular Bumpa-Tel Signs. 
The new Bumpa-Tel Petite is lower and blends into the body lines of most cars 
producing a very neat appearance. It is offered at the same price. In ordering be sure 
and state Bumpa-Te! Petite. 


“Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car." 


® Mounted or Dismounted in Seconds* 
® Polished Aluminum Frames * Sheet Steel Face 


® Sign Legs Telescope Into Non-Visible Brackets Mounted 
Behind Bumper Guards 


® Does Not Interfere with Operation of Trunk Lid 
* After original Installation. State Make and Model When Ordering. 


Now Offered in Four (4) Options, Unlettered at $12.50, 
Lettered at $16.50, Lettered and Reflectorized at $21.50, 
Lettered on Full Scotchlite Background, the Top Sign for 
Night Use at $26.50. 


F.0.8., MOUNDS, ILLINOIS 
2% Discount For Check In Full With Order. 


Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, 
Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile. 


We will accept telephone calls collect on orders 
for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 
103 NORTH BLANCHE MOUNDS, ILLINOIS 
DEPT. 102 Phone 461 


Ammerman's 


CarirXpeler 


= a 


Interchangeable 
TWIST LOCK 


TAILPIPE 
ADAPTERS 


For All Cars 
& Trucks 


UNIVERSAL 
CONNECTORS 


Designed for quick change of 
adapters when used with 2”, 
2%” or 3” hose. 


No—crush NEOPRENE hose (illustrated) will not 
crack, rust, break, stiffen or kink. 

Overhead and Underfloor 
Power Roof 


products. 


exhaust systems, 
exhausters ‘are other Aijrxpeler 


Sold Through Automotive Jobbers 
Cc. L. AMMERMAN CO., Manufacturers 


110 North 2nd Street Minneapolis 1, Minn. 


WRITE FOR BULLETIN 110 A 


HOW TO SELL MORE CARS IN 1956 


Have your salesmen send to a select list of prospects a 
box of Temple Oranges direct from Florida. Mail us list, together 
with salesmen's cards. We will make shipments by prepaid 
express and bill you. If you care to remit with order, deduct 
2%. Results guaranteed. See our ad on Page 43. 


CHARLIE D. VARNER 





4 publicity activities. 





Auto 
Advertising 


By Martin L. Whitmyer 
Staff Writer 
Appointment of T. L. Guarniere 
as merchandising manager of the 
Detroit Diesel Engine division of 


»| General Motors has been an- 


| nounced by Robert E. Hunter, di- 
vision general sales manager. 
Guarniere joined Detroit Diesel 
in 1943 as a field service represen- 
tative. He later became director 
|of service training and established 


|the division’s factory training | 


school for distributors, diesel en- 


| gine owners and operators. Using 


|mobile units he later provided “on 
|the job” training in the operation 
;}and maintenance of diesel units 
| throughout the United States, Can- 
|ada and Mexico and in various 
| points in South America. 

Prior to his most recent appoint- 
ment, Guarniere was sales promo- 
|tion manager. In his new capacity 
he is in charge of the division’s 
advertising, sales promotion and 


+ * 


BK&L Opens in Detroit 


Burke, Kuipers & Maloney, na- 
tional publishers representatives, 
have opened an office in the Book 
Bldg., Detroit. Roy Patterson jr. 
is manager of the new office. 

* ES K 


WJR Expands Auto Coverage 

“Automotive Report,’ a pro- 
gram presenting the latest devel- 
opments in the automobile 
industry, is being broadcast over 
Detroit Radio Station WJR Mon- 
days through Fridays. 


“Automotive Report” is the 
most recent manifestation of 
WJR’s recognition of the 
important role the automotive in- 
dustry plays in the industrial 
and economical progress of the 
Detroit area and the nation. Jack 
White, who broadcast the news 
program, also announces the Sta- 
tion’s “News of Industry” pro- 
gram now in its 11th year. 

.. * 


D. P. Brother Names 3 


Appointment of three vice-presi- 
dents by D. P. Brother & Co., De- 
troit, New York and Hollywood 
advertising angency, has been an- 
nounced by D. P. Brother, founder 
and president. 


The three new company offi- 
cers are Walker Graham, Shel- 
don Moyer and Val Corradi. 
Graham and Moyer recently 
joined the organization after 
holding similar posts in other 
agencies, while Corradi has been 
with the company for eight 
years. 


Graham recently returned to De2- 
troit from the New York office 
of McCann-Erickson, and Moyer 
was account executive in the De- 
troit office of Kenyon & Eckhardt. 


* * = 


Dodge Dodges Welk 


Dodge, which sponsors the week- 
ly Lawrence Welk program over 
the ABC-TV network, has given 
the band leader and each member 
of his 23-man organization a new 
car. 

And they added a pleasant after- 
thought—as long as the band stays 
with them, they'll make it a new 
car every year. 

- * + 


Dallas Paper Plugs Show 


The Dallas Times Herald will 
publish a special edition Sunday, 
Feb. 5, observing the Dallas Au- 
tomo Show opening that day 
at the Fair Ground. The show, 
sponsored by the Dallas New-Car 
Dealers Assn., will run through 
Feb. 12. 


Charles Cates, automobile edi- 
tor, and Lynn Britton, automo- 
bile advertising manager, are 
planning as a feature of the sec- 
tion a multi-color cut of every 
1956 car. 





* * + 


A, L & G in New Home 

Applestein, Léevinstein & Golnick 
Advertising Agency, Inc., has 
moved from 1101 N. Calvert to new 
quarters at 342 N. Charlies St. in 
Baltimore. 
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TOUGH JOBS MADE EASY 


SAVE WINDSHIELDS-Removes scratches, rubs, 
and “frost” quickly from auto glass without 
removing from the car. Unique action develops 
only mild surface heat even at speeds to 6000 
R.P.M. Simple to use. SAFE. 
FIBERGLASS-Every job from patches to final 
finish. NO DUST. 


SAVE UP TO 80%-On all sanding, rubbing, 









polishing, ‘“‘feather-edging", scuffings jobs. 

FAST. 

AN &aag FOR EVERY JOB. DUAL. ae 

ACTION OR STRAIGHT LINE. OR WRITE 
FOR LIT- 


ERATURE 


1229 E. EIGHT MILE RD., DETROIT 20, MICH. 


CLEVELAND CORPORATION 


Station “A" Bex 1037 «+ 
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Used-Car Dealer News... 
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‘Fly-by-Nights’ Hit 
At Florida Meeting 


MIAMI. — A five-point program 
has been outlined by Wendell Jar- 
rard, Pensacola, new president of 
the Florida Independent Automo- 
bile Dealers Assn. Jarrard said he 
would strive for these objectives: 

1—A membership of 400 this 
year. 

2.—A monthly association maga- 
zine. 

3—A sound financial policy. 

4.—Permanent legal counsel. 

5.—Enrollment of salesmen as as- 
sociate members. 

The association went on record 
against “fly-by-night” dealers and 
those with police records. A reso- 





lution was forwarded to Mrs. Ina 
S. Thompson, state motor vehicle 
commissioner, urging her to 
screen carefully all applicants for 
licenses as used-car dealers, and 
also those seeking renewals. 


Mrs. Thompson attended the con- 
vention, accompanied by Inglis 
Love, chief of field operations, and 
John Milton, South Florida’s com- 
mission representative. 

Stacey Rowell, Miami, national 
president, announced that Miles 
Elliott, field representative, would 
assist Arch Livingston, executive- 
secretary, conduct a membership 
drive. | 


A proposal for a sliding scale of 
dues was turned over to the new) 
board of directors for considera- | 
tion. Directors by districts were 
elected as follows: 

Miami — Rowell, L. P. Evans, | 
Harry Ablon, F. J. Schultz, William | 








April Week Set 
For Promotion 


Of Brand Names 


NEW YORK.—The annual Brand | 
Names Day activities sponsored by | 
Brand Names Foundation, Inc., will | 
be extended into a nationwide | 
Brand Names Week in 1956, to be) 
observed Apr. 15-21. 


This was announced by Palmer 
Hoyt, publisher of the Desver Post, | 
chairman of the 17-man planning | 
committee for the event. 


Hoyt said that the week-long 
promotion on brand names would | 
be highlighted by the observance 
of Brand Names Day on Wednes- 
day, Apr. 18. The annual member | 
meeting of the Foundation and/| 
awards dinner are scheduled for} 
this day at the Waldorf-Astoria | 
Hotel here. 


Ford Announces 


Dealer Courses 


DEARBORN.—Ford merchandis- 
ing school will open a new series of 
two-week seminar courses for} 
dealers only, beginning in Febru- 
ary, according to L. W. Smead, 
Ford division general sales mana- | 
ger. 

The merchandising school at| 
Fairlane here, is in its ninth year.| 
More than 3,200 senior salesmen, 
sons of dealers and Ford Motor} 
Co. sales personnel have been grad- | 


uated. | 

John F. Heflin, dean of the | 
school, said the courses are de-| 
signed for both newly appointed | 
and older Ford dealers. 


Auto Leaders Help Stage 
Jr. Achievement Parley | 


WASHINGTON.—Leaders in the) 
automotive industry are among 
sponsors of a Washington Confer- 
ence of Business, Education and 
Government for Junior Achieve- 
ment, to be held Feb. 1. 

The conference was called by 
M. J. Rathbone, president of Stand-| 
ard Oil Co. (New Jersey). 


Members of the sponsors commit-| 
tee include Henry Ford II, president | 
of Ford Motor Co.; L. L. (Tex)! 
Colbert, president of Chrysler Corp.; 
Harlow H. Curtice, president of | 
General Motors, and George Rom-| 
ney, president of American Motors'| 
Corp. 


Lehman, Ed Griffin, Tom Fletcher 
and James Rich. 

Or_tanno—W. J. Rodgers, George 
Leis, N. G. Filley, Dick Bennett, 
Ferris Ward and Fred Cumbie. 

Tampa—A. N. Kelly, Jay Bragg, 
W. K. Roberts, Hubert Hawke, Joe 
Creamons, J. E. Mims, K. E. Brown 
and Dick Hornbuckle. 

JACKSONVILLE—Jerry Carter, Carl 
Cannon, Ed Murray and C. H. 
Thompson. 

Pensacota — Jack Fideash and 
Tom Guice. 


Dealers Battle 
L. A. Ordinances 


LOS ANGELES.—Suit to declare 
unconstitutional two City ordi-| 
nances were filed here by Warren 





H. Gilliam and Emmett Stocker, 
operators of a used-car lot at 1101 
S. Vermont Ave. 

The ordinances, in effect since 
July, require used-car dealers to 
post bonds of $10,000, instead of 
$2,500 previously required, and to 
pay $200 for investigation costs on 
permit applications. 

Also required are periodic reports 
to the police chief, permission to 
any police officer to examine dealer 
books, posting the total price on 
each car and showing on the lot 
any advertised car at the time the 
ad is published. 

* 


* 
Kokomo Independents Unite, 


Elect Hight as President 


KOKOMO, Ind. — Twelve Ko- 
komo dealers and their salesmen 
have organized an Independent 
Auto Dealers Assn. and elected E. 
J. Hight as president; Lanny Coon- 
rod as vice-president and Richard 
Rasure as secretary-treasurer. 

The stated purpose of the organi- 
zation is to establish quality dealer 
representation and to combat un- 
fair advertising practices. 

Charter members are Lanny 


'Coonrod Motors, Friendly Motors, 


Poor gas mileage can 
customer bellow like a bull 


Be sure to specify 


High HP Purelube 


—the high-horsepower motor oil that stretches gas 
mileage in today's new cars 


Douglass Motor Sales, Alexander 
Motors, Hight Motor Sales, Paul 
Coonrod Motors, Young Motor Sales, 
Harris Motor Sales, Square Deal 
Auto Sales, Smith Motor Co., Sci- 
ortino Motor Sales and Paul Coon- 
rod Motor Sales. 


Ceterado Coon P 
Fights Gimmicks 


DENVER.—The Independent Au- 
tomobile Dealers Assn. of Colorado 
has launched a campaign against 
“gimmick” advertising. 

The organization, formerly oper- 
ating under the name of the Used 
Car Dealers Assn., has appointed 
a committee of three members to 
study the problems and make 
recommendations. 

On this committee are Howard 
Stark, chairman, Harry Moll and 
Jimmy Fennell. 

* * * 


Spokane Independents 
Apply for Incorporation 


SPOKANE, Wash.—T he Inde-| 


pendent Used Car Dealers Assn. of 
Spokane County has applied for 


make any new 





You can’t blame a new car customer for bellowing like a bull if he 
finds his high-horsepower car is poor on gas mileage. 


So make sure your customers get top mileage, specify High HP 


Purelube for every car you sell and service. 


High HP is a superior multigrade oil with the greatest tempera- 
ture range protection. Its resistance to thickening at low and warm- 
up temperatures increases gasoline mileage by reducing fluid friction 

. yet its resistance to thinning out at high temperatures assures 
maximum protection against wear and cuts oil consumption when 
compared to normal SAE 10W, 20W or 20 oils. 


Keep your customers happy with High HP Purelube. It saves 
. saves horsepower. And it might save you some 


gas.. 


. saves oil . . 


repeat customers. 


And for extra power, recommend they use PURE-PREMIUM— 


the High HP Gasoline, too. 


Be sure with Pure 


Sales offices focated in more than 
SOO cities in Pure's marketing area. 
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articles of incorporation, it has 
been announced by Douglas Eller, 
president. 

Incorporation of the group, 
which was formed Apr. 12, 1954, 
was urged recently by Earl Jones, 
Tacoma, a representative of the 
Pierce County dealer association, 
in discussing formation of a state- 
wide group. The Spokane group 
has pledged to support the pro- 
posed state unit. 

+ a * 


Louisville Dealers Seek 


To Stay Open on Sunday 

LOUISVILLE, Ky. — Sid Ferree, 
president of the Kentucky Used 
Car Dealers Assn., has asked Mayor 
Andrew Broaddus to exclude Louis- 
ville members of the association 
from his plan to enforce a State law 
requiring Sunday closing of certain 
businesses. 

In a letter, Ferree asked that 
used-car dealers be allowed to open 
at 1 p.m. Sunday. Broaddus declined 
to comment immediately. 

Earlier, the City ordered 24 firms 
—most of them used-car dealers— 
to stop doing business on Sunday. 
The action followed a warning to 
the companies. 


Car 
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Hot-Air Pits Defrost 


AUTOMOTIVE NEWS, JANUARY 16, 1956 


uto Letters from Euro 





Current Prices on New Cars 


The following advertised-delivered prices 
include the suggested base factory list 


man hardtop, $2,907.75; conv., $3,035.75; 
4-dr. stat. wag., $3,325.25. Fireflite—4-dr. 


conv., $1,469 (both prices at coastal ports 
of entry). 


















wae 


a 


prices, Federal excise tax amounts and | sed., $3,073.50; 2-dr. hardtop, $3,300.50; NASH—Statesman @—4- 
e suggested dealer delivery-and-handling | 4-dr. hardtop, $3,385.59; conv., $3,498.50. $2,345 Foe en a = me, 
rozen epa ir oO S charges. Not included are variable items | (PowerFlite standard on Firefiite.) $2,644. Ambassador Super V-8—4-dr. sed 
passed on to the retail buyer, such &5 | DODGE — Coronet 6—4-dr. sed., $2,-| $2,956. Ambassador Custom V-8 — 4-dr. 
State and local taxes, aoa so 228.50; 2-dr. rhea toes Coronet V-8 sed. $3,195; 2-dr. hardtop, $3,338 . 
charges and optional equipment. —4-dr. sed., 336.25; 2-dr. sed., $2,- : ae c Sa a 
ences, Germany.—DKW, Auto|order for 50 buses equipped with BUICK—Special—4-dr. sed., $2,372; 2-| 263; 4-dr. hardtop, $2,512.50; 2-dr. hard-| OLDSMOBILE — Series 88 — 4-dr. sed., 
Union’s car division, has opened | automatics. dr. sed., $2,313; 4-dr. hardtop, $2,484; 2-dr.| tOP, $2,398.50; conv., $2638.50. Royal—| $2,443; 2-dr. sed., $2,378; 4-dr. hardtop, 
a@ new super-garage here which has Fm. e | hardtop, $2,413; conv., $2,696; 4-dr. stat. ins: on” neta ‘Sunt tee $2,627; 2-dr. hardtop, $2,555. Super 88— 
more hot air than yours truly. Car ‘Silos’ Spread re See tle bn Joi; | Royal—4-dr. sed., $2/583.75; 4-dr. hard- nee aden a ‘Secaen GA 
Cars taken into the service area HE first car “silo,” or automatic | 4-0, stat. wag., $3,211, Super—s-dr. sed, ee TSS Station Wes ene 0: | conv., $2,906. Series S8—4-dr. 20d, $3,258; 
during the winter will pass over garage, has been opened in| top, $3,159: conv., $3,499. Roadmaster—| Suburban 6, $2,452.25; 2-dr. Suburban|4-dr. hardtop, $3,506; 2-dr. hardtop, $3,- 
a grated pit. From the pit, hot | Karisruhe in southwestern Ger-|4-dr. sed., $3,458; 4-dr. hardtop, $3,647; | V-8, $2,560; 2-dr. Custom Suburban V-8,/ 435; conv., $3,695. (Hydra-Matie and | 
air will be blown against the car | many. | 2-dr. hardtop, $3,546; conv., $3,659. (Dyna-| $2,689; 4-dr. 6-pass. Sierra V-8, §2,677.25;| power steering standard on Series 98.) : 
from all angles. | flow standard on Century, Super and Road- — —_—. ae > Clan: 4-dr. PACKARD—Patrician — 4-dr. sed., $4,- 
The elevator travels vertically | master.) ann Quan Pay ya" geen ab 4-dr- | 160. 400—2-dr, hardtop, $4,190. Caribbean 
a all pend = ice ere and sideways, the cars being moved | CADILLAC—Series 62—4-dr. sed., $4,- voae idiclian daw do an oo an | pee. ae: conv., $5,995. 
Ww ore car reacnes .| 241; cl. cpe., $4,146; 4-dr. hardtop, $4,698; an -cyl. 8; r | Jitramatic standard. 
melted = a, : on . - into and out of open spaces by mo-| 31; orate, $4,069; conv. $4,711; Bido.| V-88, add §$99.98)—Malnline—4-r. sed... mow 
the mechanics’ stalls. torized sleighs. |rado 2-dr. hardtop’ and ‘conv., $6,501, | $1,835.38; 2-dr. sed., $1,800.20; business| PLYMOUTH -— (Prices are for 6-cyl. 
* * * ae oe | Series 60 Special—4-dr. sed., $4,992. Series 2-dr., $1,698.12. Customline—4-dr. sed.,| ™odels; for V-8s, add $103.25)—Plaza— 


$1,950.75; 2-dr. sed., $1,905.57. Fairlane—| 4-dr. sed., $1,892.50; 2-dr. sed., $1,849.50; 
4-dr. sed., $2,043.54; 2-dr. sed., $1,998.36;| bus. cpe., $1,750.50. Savoy — 4-dr. sed., 
4-dr. hardtop, $2,198.70; 2-dr. hardtop, | $1,991.50; 2-dr. sed., $1,948.50; 2-dr. hard- 
$2,143.88; Crown Victoria cl. cpe., $2,287.65; | tOP, $2,095.75. Belvedere — 4-dr. sed., $2,- 
conv., $2, 309.97. Station Wagon—(2- dr, 2-| 075.50; 2-dr. sed., $2,032.50; 4-dr. hardtop, 


e 75—8-pass. sed., $6,558; limousine, $6,773. | 
Milestones Celebrated (Hydra-Matic and power steering stand- 


ard.) 
. 500,000th export car van CHEVROLET — (Prices are for 


produced recently by Opel a leae' a for V-8s, 


Progress at Renault 


N FRANCE, Renault’s program 
for 1956 is one of sober appraisal 





6-cyl. 
add $99)—One-Fifty— 





sak s $2,247.50; 2-dr. hardtop, $2, 179.75; conv. 
of conditions and is confined to|Russelsheim and a big celebtation | 4-dr. sed., $1,835; 2-dr. sed., $1,792; bus. | Frat), Neneh Wagan, $2,134-95; Custom | (oye only), $2,443.50. Suburban — Deluxe 
evolution of the present models. took place. | gpe., Pe en Gn, Ele see. "2. 378.95; (4-dr. 2-seat)—Country Sedan, $3,-| 2dr, $2,162. ie Save teat’ fa a 
” —4-aPr, “+ , ; -ar. ” | 9 : a " os | -dr., > . 75; -dr., = 
Renault’s “Quatre Chevaux, Volkswagen also staged a festi-| 878; 4-ar. hardtop, '$2,083; 2-dr. hardtop, $5°s7n'g5\" Guay ‘ my Seo so’ | 449.75. “ 
presently produced at the rate (yaj when the millionth unit was | erat, Adee Sseat slat wae. go 250; | Thunderbird—2-dr. hardtop, $3,101:50. | pPoNTIAC — Chieftain 860 —4-dr. sed 
of 600 units daily, has received | turned out. I wonder if Mustachio, | ¢-dr. 3-seat stat. wag, $2,314. Bel Air HUDSON — Wasp 6 Super — 4-ar. sed.,| $2,259; 2-dr. sed., $2,201; 4-dr. hardtop, 
a new aos ae a who had something to do with the | 4-dr. sed., $2,034; 2-dr. sed., $1,991; 4-dr. | $2,380. _— 6 Super—4-dr. sed., $2,729. | $2,404; aS —— =a — 
choke and other refinements. j ‘ | hardtop, $2,196; 2-dr. hardtop, $2,142; Hornet 6 Custom—4-dr. sed., $2,978; 2-dr. | wag., , ; 4&-dr. stat. wag., 612, 
e promotion of this car, got a day conv., $2,310; 4-dr. 3-seat stat. wag., hardtop, $3,095. Hornet V-8 Custom —4-dr. | Chieftain 870—4-dr. sed., $2,374; 4-dr. 
Available at extra cost is an elec- | off, too—from Satan, that is. $2,448; 2-dr. Nomad stat. wag., $2,574. sed, $3,245; 2-dr. hardtop, $3,388. | hardtop, $2,491; 2-dr. hardtop, $2,441; 4-dr. 
tro-magnetic clutch. As soon as the ree CHRYSLER—Windsor—4-dr. sed., $2,- IMPERIAL — 4-dr. sed., $4,780; 2-dr. py ge Mg te Bay Bre — 
shift lever is touched, the clutch is| Room at Body School 824.75; 2-dr. Nassau hardtop, $2,859.25; hardtop, $5,042.25; 4-dr. hardtop, $5,173.50. | to. g0696: conv P52 818: 2-dr. Safari 
disengaged and shifting is possible 4-dr. Newport hardtop, $3,082.75; 2-dr.| Crown Imperial—4-dr. 8-pass. sed., $7,- stat wa " $3 039. , 7 A 
: he f dal HE school for master body Newport hardtop, $2,995.75; conv., $3,- 550.50; 8-pass. limousine, $7,684.50. (Pow- . =) wees 
without using the foot pedal. kk hnicd 3, | 290.25; 4-dr. stat. wag., $3,552.50. New) erFlite and power steering standard.) RAMBLER—Deluxe—4-dr., sed., $1,795. 
‘ i workers and technicians in| yorer—4-dr. sed., $3,727.50; 2-dr. New- s 4-dr. sed., $1,905. Custom — 4 
Production of the Fregate, in| Kaiserlautern, Germany now will) port hardtop, $3,899.50: | 4dr, Newport | , LINCOLN — Capri — 4-dr. sed., $4,157; | Super = A-dr. sed., $1.005. Custom — 4-dr. 
four models, is running at 185 units | accept foreign students. hardtop, $4,050; 2-dr. St. Regis hardtop, 2-4". hardtop, | $4,064.50. Pre adr. | stat. wag., $2,295. oe 
a day. One version is “La Do- The sch l h li- | $3.943.50; conv., $4,190.75; 4-dr. stat. wag., Sed and 2dr. ardtop, $4,546; conv., $4,- | 
i “ tation wagon with e school also may ave quaii- $4.471.50. 300B—2-dr. hardtop, $4,367.25. 691. (Turbo-Drive and power steering STUDEBAKER — Champion 6 — 4-dr. 
maine, a new statio 8 | fied tradesmen available for ex- | (PowerFlite standard on New Yorker.) standard.) | Sedan, $1,993; 2-dr. sedanet, $1,841; 2-dr. 
a 77-horsepower engine. port to those who need them. CLIPPER—Deluxe — 4-dr. sed., $2,731. | MERCURY—Medallist—2-dr. sed., $2,214. | Sedan, os as aaieeiae’ “ans a 
In the big-truck class, Renault; It is a government school. De- Super—4-dr. sed., $2,866; 2-dr. hardtop, | Custom—4-cr. sed., $2,370; 2-dr. sed., $2,- | PaSS. Cpe. $1,982. Commander V-8—4-dr. 
te t ission | tai , ; $2,916. Custom—4-dr. sed., $3,069; 2-dr. 310.50; 2-dr. hardtop, $2,445; 4-dr. 6-pass. | S¢dan, $2,121; 2-dr. sedanet, $1,970; 2-dr. 
offers an automatic transmission | tails are available from Meister- | jovatop $3164. . Stat. wag.. $2,682; 4-dr. 6-pass. stat, wag.,| 8¢44n, $2,072. President V-8—4-dr. ‘sedan, 


which has been tested for three|schule fuer Handwerker, Abtlg. CONTINENTAL MARK II —2-dr. sed. 82-779. Monterey—4-dr. sed., $2,515; 4-dr. | $2231; 2-dr. sedan, $2,184. President Cias- 





‘ ‘ 3 : . .| sle—4-dr. an, $2,485. Hawk V-8— 

years. Renault has just received an| Wagen-Karosserie Bau, Kaiserlau-| $9,507. (Turbo-Drive and power steering Pt. Sed., $2,611.50; 2-dr. hardtop, $2,590; | He ear. Sedan, $2,489. Hawk ¥ 8 Lower 
4-dr, 8-pass. stat. wag., $2,937. Montclair | fe , ’ ; 
| tern, Germany. standard. ) —4-dr. spt. sed.. $2,746; 4-dr, hardtop, | 2-4r. hardtop, $2,473; Golden Hawk 2-dr. 
* * %* ' DeSOTO — Firedome — 4-dr. sed., $2,- $2,794.50: 2-dr. hardtop, '$2,724.50: conv., | hardtop, $3,057. Station Wagons—Pelham 
C l ndar 632.25; 2-dr. Seville hardtop, $2,688.25; | $0's59 50. 6-cyl. 2-dr., $2,229: Parkview V-8 2-dr., 
aie Reds Return to Autos |4-dr. ‘Seville hardtop, $2,787.25; 2-dr. ~~” $2,350; Pinehurst V-8 2-dr., $2,525. (Over- 
Sportsman hardtop; $2, 808. 15; 4-dr. Sports- METROPOLITAN — Hardtop, $1,445; | drive standard on Golden Hawk.) 


N ZWICKAU, Saxonia—the Soviet | ° 
| zone—before the war the Auto| 
Union's: big-car division, Horch, 
used to produce luxury cars. The 


(Continued from Page 12) 





General 


New Commercial Car Registrations, 


All States for November, 1955-1954. 


Feb. 6-9 — Automotive Accessories Manu- 


facturers of America Exposition, Navy V-8 motor was at home there, long 
Pier, Chicago, Ill. before it became a household item. 
Feb. 12-26—NASCAR Speed Weeks, Day- Since then, the plant has been 


tona Beach, Fla. 


turned into what the Reds cail a 
Feb. 21-22 —MEMA, NSPA and MEWA 


“people’s own factory” (for those 


ti San _ Francisco, ‘ 
a Conventions, who wish to believe that) and no Truck registrations by states lien, later | | 
March 3-I11—General Motors Motorama, cars have been produced. are released here weekly, a8 | Brock-| Chev-| mond . nation-| | Stude- | To. 


| 
Pan Pacific Auditorium, Los Angeles, Now, this Soviet zone enterprise | —— 7 = —” | Mack | Reo | baker | White | Willys | Misc. | TAL 
has announced the creation of a 


way | rolet | Dodge 
Calif. 





















































March 6-8—Society of Automotive Engi- -70, States P. 1 ‘55 31| 19071| 207; 3082| 14158) 5195! 4623) 592 167; 462! «789; «1700! Ss Sit} 50588 
nears, Passenger Car, Body, and Mate- “ho hae cee gee aa ee be Reported tor Hoveeier 54 18} 15193; 148} 3231, 11783) 3356; 4736 331; 112) 565) 578) ~—1474! ~—294| 41819 
rials Meeting, Hotel Statler, Detroit inal: tele ; linder motor | Celifornia a 2748 24; -432)—«-2239; 867) 402 24 28 69; 43,216, 103)—7.95 
Mich, 5. ee ee oe eR eaer Sree | ‘54 13) 1896| —21,_— 484, 1470) 478) 378 7; S| 4} 42} ~— 293] 89,5238 

March 19-2I—Society of Automotive Engi- | of about 75 horsepower and a four- | aes oo 494 55 417 144 a 3 3 28 ai CU ee 
neers, Production Meeting and Forum, speed transmission. | ‘54 485 5} _-82}_— 273} _—s8 or a ee oS Sab 1232 
Hotel Statler, Cleveland, O. > \ Saaine 55 14) 28; 124 48, 47 T 2 a 4% io. 452 

March 24-April |—General Motors Motor- } 54 122 2 23 82 % 3% 11 8 3 38 | 362 

Ch let Dealer G 
= Civic Auditorium, San Francisco, evro 7 sel a4 roup papers ~ 55 260° a a ae a!) hm en 8) 32,12) 692 
alif. 249 79; 277 65 «148 4 5 14 2 25 6) 875 
Cho eselo carer ik aN cas rN A ad a ge aie 

awe gg peat Riga vor he om age in 55 929,10, ~-88)~«+520,~«219, ~~*185) ~~—-20 3) 13) 2) 2034 

hone vou N. RPOEIOR, Fe Se SAN DIEGO.—Charles B. Wes-| 54 766 1 86 475 174 155 3 4 26 16 13) 2; 1721 
: ; _ : ‘ 2 ge ogee oe 

eloh, owner of Weseloh Chevrolet | Saw Wack 55 66) «1316 15 533' 1074 424 495 183 37 28; «133 219 90; 4613 

Tietional Geard ral_MatorsMotorame, Co., Escondido and Oceanside, 54) 47} 985] 23) 401) 741} 357472] 72; 8] 28} 137] 3418 

i i |P Ivani "55 31) 1169 19| 278, 948) 345, 425) 127 16 27 84; «143 33) 3645 

at 2h; Mev = International Motor Calif. a Dieee fe | ar ee ‘54 44, 805! —3|_—«301|,——702|_—s183|_—386 49 1 3% 70 51 19 2630 

April Per Fertil ee Noe Dealers Assn. He succeeds Roy J.| South Carolina a a | a a Z 7 ; S| ai * 7 ie 
——s Miller, president of City Chevrolet | -~=-———— 55 2134) 9) +185) 1331) 423) 286) 22) ~~ 4)~—~S~S«S |S) SSS) 0) 

j ac Societe ef. Aatamaties Snql- Co., San Diego. ‘54 2841 14} 421|_—«1674) 443609 m2 91} 83) % 6| 6315 
anade Summer Meeting. Spaitente- Had- Newly elected vice-president is! ~ Ail States Reported ‘55 128; 28577 297; + 4738| 21183) 7786; 6683} 992) 262) 653) 1154) 2522) 781| 75756 
don Hall, Atlantic City, Lou Kornik, president of Guaranty| _ To Date for November ‘54 122) 2379! 219| 5173) (17831) 5294) +7200) ~—$34| ~—s175 856/ —920|_—2168| ~—-452| 64735 

Exposit? : i oboe "55 1010] 295090|  3353| 60803| 267520| 75004; 92860/ 9831; 2835, 10016) 13073| 24251|  7622| 863268 

Se ost PO SE Se I ET a Laks ‘54 1232) 270660) _2433| _§5182| 245753 61807| 77378| 5591! 2124) 9249| 10565| 15558| 4684) 762216 


treasurer is Art Coltrain, president 
of La Jolla Chevrolet Co., 





“The information contained in this report has been compiled ‘from official state documents. Every reasonable precaution has been 


Jan, Parts R sb ilders 
Peete Cupemene Pare Revver exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


Association Convention and Trade Show, 


La Jolla, 

































































































Edgewater Beach Hotel, Chicago, Ill. Calif. R. L. Polk & Co. cannot assume any liability by.reason of inaccuracies or omissions.’’—R. L. Polk & Co. 
a e 
New Passenger Car Registrations, tates tor November, - 
Car veuieeiee by _ states 
are released — Te as Plym- 
compiled by R ‘olk rep- Soto |Dodge| outh 
resentatives in "dete capitals. 
i "55| 1453; 3550| 5003| 6825! 5349) 13116] 25751| 51041) 980978 17443| 100535} 19543; 7380) 74479| 22301| 23265) 146968; 3} 149/152! -2329| 3059/5388] 2336) 311296 
cents ter tovumber 4 2119, 3946] 6065| 4662} +3577 td 12335| 28041} 55035 1466! 10520 67021; 18134| 3520} 64410| 14880| 23973, 124917| 474, +796] +~—«1270| ~—«*14699) | 7543| 1019] 235876 
oa. 5, 37 73; 110] 150) 272; —-749|—=«*N251| «2314 31, 452, «2799, ~=«652,—Ss«NG| = 2462| 532/603) 4365 l | ee en 
oe ‘5432 56] 88) 8 20 209; 384) 741 i668 26| (178) ~—:1872| ~—«354 72| 1945} 220) ~—— 483) ~—-3074 4| 8 12 9| 76! 85 | 12| 5884 
woe. 55, 238) 669) 907) 1045) 722) 1769) 3300; 6836) 11150)  581| 3562) 15316) 5092, 1584) 10388) 4037) 4171; 25272 6| 19 25; 357/554) 911; = :1930) 51174 
—- 54] 114] 492} ~——«606| +652) ~—«535| 1006} +1602] +—3795| +8475 aa 1538} 10525| 2763 792) 8487, 2286, 3058| 17386| 98; 116; 214; 1431 ~=—«885| —«1028|-—«1013| 34567 
—— ”~—<C=i‘“sSC CC a S| 8172 1132) 6179) “1397 (380) 3) 1499/1687; «9816 | 8) 8) 129/306) 435/60) 20010 
54) 108] ~=—206| = 314] 263] ~—s175| = 406| += 756] ~—«1600| +2703 3 402} 3154) 953 182; 3214] —-757|_—=«*t' 536259 14 31} 45 72| 628] ~—-700| 9| 1208! 
| j 
a « és 74 66] 206) + +396) +742) ~=«1623 19) 324) 1966) 327) - 89) 1925) 422) 487) 3250) i i 7; 4 68) 5) 6097 
Kentucky Sie] at} 68]—3]— S61 430; or} aa] gaa] ta] a0] tar 3601 «S61 _t807| 24383] eto} 2l a} Z| 164) 1861 |_—4230 
Ee 79 «| 166] 434 +724) ~«1725)~=Ssia22| S24) «= 2012) 21 98, 1816; 414) 503; na) 7-90) i 
‘Sait 30} 4 78 54{ 143] ~—264| ~—«539| ~—*1800/ ~—S 27; ~—s189| ~— 2016) ~— 288 59| 1931} 264) + —-496| ~—-3038 \4 5 19 i \47| 166) 
; 2. he 38 ai; 63)~=S«3N)~—S—«a273) S460 89, «558 84 2i; 414 78; 10l|—s98 27 2 3) 1646 
afatee 54) 8] 50) 78 35 33] 37 118{ 273 it 59 . 9| 21} — 459] 68} 225] B69 A 25| n7| | Hl | It] 1780 
: 5, 43 70; 113) ~=—=«30)S—'*=—=«<STY:Ss«Ci]SSC|S«C«7O]SCéd HS | 372 502 98) 1323) 539) «382 1a2| 25) 6236 
ee S4l a 136] OL sv] taal tel seri tal oat gee] tas 163 Sool sve] (7i8] 823] S80] 299 121 24} 31 a i 
Missouri "55 4) 176 220; —«1él|—«s235|=S«438) ~=—«1422) «2256 a | “i = a 3625 1196) 6e9i i] 12 63) —«80| S243] - 14194 
‘54! Ls 138} 147) ~—-262)~——27|_—=*:N74 40; 389 31 602 3115| 601| 819} +530! 13 20} 33 4i| 198; S239) Ss 20 = 
New York 5) ‘172 re) 1401 | 4101 oa) ae 12189|—«321| ~—«-2664| +(15192| 2795| 1156| 8757 a 19174 és) a ml 428; ——-907| 4 
54) 278 = 366 983} 612 1942 = 239| 1630} +7505) +2198) += 38) +7314, +2122) ~—«3773| 15945 57| 126} ~—183) = 276}~—s817 1093! 301 
—..  :sti‘“<“‘C SSS 2 a 40; «1N6) 7m “IT 9 +147| %7| 264) 16 | 207; ‘1531 | a | aI “| 13] = 
‘54| 32 “s 78 74, *133) = 240 1310 19}, 138] 1467) _——«393) 68) 1363 364) 2465 9 19 is 88) 104) 9| 4648 
as si i 157) 235 so aie va? 2210 a we 216) 2153) 11292) 2466; G46] (10298 ma 3019) 19209! fi val) 265| (366 73| 35239 
7) ee a 2475| 7580 at 1192) 8961| 2324) 371; sail} 2288] 2910) 16704| —22/ “| 545; 624 43| 29137 
All States Re 7 2229| “5683, 7912 — = ea a8 | al te 29568) 163586, 34271| 11761| 121205) S| 30815| 243060! —«6| S217) 2 | 5109) 8734 509155 
To Date for November ‘54| 2910] 5745) 8655 11903 1918 Hi 16570| 109270]. 28715| 5961| 104274| 24520) 38197| 201667| _721| +(+1236| +~—«*1957| +2426) ~=—«9679| 12105) +2460) 38108) 
‘5. —I7| =| —103) =i an —1198) = —458| —123|  —62i| —1506, +8) ~—747| ~—221|  —185| —2621) = 2; = —7| SSC a at —m| —5089 
ear "55| 40578| 87603| 12818! a ae 597410 nr [Seat ree 679717| 125726) 1479529| 538433) 486873) 3310278 onl On| 70i7 aa 97177 | 6545054 
To Date ‘54! 32644) 77170] 109814 135486 336815 1234358 Ss 251934] 1520057| 464474) 96908|1225395| 368318| 318019| 2473114 16748) 25504 173803 26091 | 4907137 
in report Scnaptied Fic ei@ciel state dencment, reason- ee ee ee Se ee St ee RL. PO ee eS ee 
able precaution has been exercised to 


insure accuracy of this report to the extent of the by reason of inaccuracies or omissions.""——-R. L. Co. 


LAER LMES MRE TY 5 1 


Fae Silas 


DEN PRN LRT ES RAT NET ARNE th ETD RR OLED NI RIOR AONE PTE, I 





eet ee ~ 


— 


Pe eas 


oo 


ed 


Bsa 


ee 


2th 














AUTOMOTIVE WASHINGTON 








About Taxes, Congress 
Is Loudly Noncommittal 


By William Ullman 


Washington Correspondent 


UMORIST Stephen Leacock once described a gentleman 
who leaped on his horse and rode off furiously in all 


directions. 


That may turn out to be an accurate description of this 
second session of the 84th Congress. In the eyes of voters 


back home, at any rate, many 


congressmen would like to) 


be both for and against every 
national issue. 


The issues have been laid 
squarely in their laps by President 
Eisenhower. In his annual State of 
the Union message, the President 
recommendéd action on 32 pro- 
posals. Fifteen were carryovers 
from last year, when Congress did 
nothing about them. 

Of the President’s recommenda- 
tions, the tax question is likely to 
be the most controversial. 





ecutive stated 
clearly that he 
was against any 
cut in taxes this 
year. A tax de- 


The Chief Ex 






low, first, a bal- 
anced budget and, 
second, payments 
on the $280 bil- 
lion national debt. 
The President 
therefore aasked 
William Ullman Congress to ex- 
tend the 52 percent corporation 


6 and 1 


Most motorists have their cars tuned twice 
a year .. . some of them more often than 
that. A tune-up is sure profit for you... 
in addition to your usual rate charge, it 
usually leads to profitable sales of spark 
plugs, points, other parts and additional 
service sales. 


The handy-sized portable low-cost Allen 
Uni-Tuner opens the door for you to all 
the profit potential in this huge—and still 
growing—market. With this single piece of 
equipment, no bigger than a portable 
radio, you can check the complete ignition, 


MANUFACTURERS OF | 


crease should fol-| 





e-Saver for bot 


tax rate and current excise taxes 
at their present levels. In _ this 
stand, he had the backing of Treas- 
ury Secretary George Humphrey 
and Budget Director Rowland 
Hughes. 

Although few congressmen 
doubt that paying off a part of 
the national debt in good times 
would be sound fiscal policy, our 
representatives are not always 
sure that sound theories will get 
them reelected. 

They listen to the Administra- 
tion with some respect, but they 
give their most careful attention to 
the feelings of the voters back 
home. After all, this is the year that 
their contract comes up for re- 


newal. 
* * aa 


Caution and Conflict 
OR this reason, neither Repub- 
licans nor Democrats have pre- 
dicted anything very definite about 
tax cuts. 

The most commonly used word 
in the daily press to describe GOP 
reactions is “cautious,” which really 
means that Republican lawmakers 
haven’t made up their minds yet. 
On the Democratic side, it would 
not be correct to say party ranks 


2-volt Systems 
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are split on the tax question. Splin- 
tered would be a better word. 


Senator Harry Byrd, Virginia 
Democrat and chairman of the 
Senate Finance Committee, stur- 
dily supports the Administration 
position. He wants a balanced 
budget and he wants any surplus 
to be used to pay off the debt. 


In this view, Byrd has the con- 
currence of several ranking Re- 
publicans, including Senator Wil- 
liam F. Knowland, of California, 
GOP floor leader. But Byrd doesn’t 
have so much support in his own 
party. 

Senator Paul Douglas, Illinois 
Democrat and member of a joint 
congressional subcommittee on 
tax policy, would like to see the 
tax rate on the first $1,000 of in- 
dividual taxable income cut from 
20 percent to 15 percent. He 
thinks the resulting tax loss to 
the Government could be made 
up by closing major “loopholes” 
in revenue laws. 

Two other Senate Democratic 
chieftains are flatly in favor of 
reducing individual income taxes, 
loopholes or not. Majority Leader 
Lyndon B. Johnson, of Texas, in- 





cluded a tax drop in his recently | 


announced “13 points,” and Georgia 
Democrat Walter George also 


generating, starting and compression sys- 
tems in only 10 minutes—both 6 and 12- 
volt cars of all makes and models. And, 
you do it faster, easier and more accurate- 
ly than ever before! It’s time you called 
your Allen distributor to get the complete 
story on the easy-to-use, dependable Allen 
Uni-Tuner. And, get the details on his 
deferred payment program. Call him 


right now! 


ALLEN 


ELECTRIC AND EQUIPMENT COMPANY Kelamazee, Michigen 


Uni-Tuners * Syncrograph Distributor Testers * Regulator-Generator Servicers 
Motor Analyzers * Spot Welders * Dyna-Chargers * Unitron Slow Chargers 








wants a lower tax rate for low- 
income families. 


Their opposite numbers on the 
House side don’t agree. Speaker 
Sam Rayburn, of Texas, and Rep. 
Wilbur Mills, of Arkansas, a senior 
member of the Ways and Means 
Committee, believe the Government 
may have to pay more for defense 
than expected, and both men are 
cautious about talking tax cuts un- 
til the future is a bit clearer. 


The best bet on taxes this year? 
That corporation and excise levies 
will not be rolled back Apr. 1, but 
that there will be a small reduction 
in individual rates. 

* * * 


Squabble over Security 
ANOTHER big legislative quarrel 
is shaping up over Social Se- 
curity. The bill passed by the 
House last session lowers the re- 
tirement age for women from 65 
to 60 years and sets 50 as the age 
at which total and permanent dis- 
ability benefits can be acquired. 


The Administration opposes 
these age reductions, for it fears 
that additional contributions might 
have to be required to meet pay- 
ments. 


The President stressed in his 
message to Congress that the fis- 
cal position of Social Security 
must be kept sound. His stand 
will be reaffirmed soon when the 
Social Security Administration 
testifies before the Senate Fi- 
| nance Committee. Chairman Byrd 
| has placed social security near 
| the top of his packed agenda. 


Social Security benefits, like 
taxes, bring an immediate emo- 
tional response from most voters 
|in the old home town. 


As the House demonstrated last 
year, few elected representatives 
like to be on the record as 
“against” extension of old-age and 
disability payments. Whether or 
not they have strong reasons for 
opposing additional benefits, it 
sounds hard-hearted to vote against 
the old and lame. 


It will sound even worse when 
the opposition candidate describes 
it. The one-third of the Senate up 
for reelection in 1956 is likely to 
give this matter some thought. 

* * * 


Rundown on Roads 
RESIDENT EISENHOWER is 
still for more and better roads. 

So are individual congressmen. So 

are the press, the automotive as- 

sociations, the auto makers and 
the millions of drivers in America. 


Last year, it seemed incredible 
to many that Congress did not take 
steps to see that America got the 
new interstate system it needs so 
badly. 


But highway legislation was 
wrecked in two bitter battles. First, 
backers of bond financing had it 
out with proponents of pay-as- 
you-go. Later, the fight was between 
those who wanted higher excises 
and the spokesmen for interests 
that didn’t. 

This year, one of these conflicts 
has evaporated. The Administra- 
tion has dropped its support of 
bond financing, and even Senator 
|Edward Martin, Pennsylvania Re- 
publican, who introduced the Ad- 
ministration road bill, now says he 
was for pay-as-you-go all along. 

The big question that remains 
is what to tax to pay for the 
roads we need. A subsidiary prob- 
lem is how funds will be allo- 
cated among states. 

The tax problem will be handled 
by the Ways and Means Commit- 
tee this year, with that group’s 
proposal going to the floor as an 
amendment to the House highway 
measure. 





Several new financing bills al- 
ready have been introduced, this 
year, but most follow last year’s 
pattern. The big revenue recom- 
mendation is one-cent-a-gallon in- 
crease in the Federal gasoline tax 
and a one-cent jump on the tax on 
diesel fuel. 

Some congressmen would raise 
the tax on all tires and tubes, but 
others would limit increases to 
truck and bus tires. Most measures 
call for a 2 percent hike in excises 
on new trucks, buses and trailers. 

There already is indication that 
some oil and gas interests have 
accepted the fact that a gas tax 
increase is necessary if the nation’s 
roads are to be improved, and will 
put up no more than token resist- 
ance. The pressure from other 
trade groups, however, is apt to be 
much more severe. 


re 








Used-Car Auction Prices 





Market Trend 


A further decline was noted last week in the price of used cars sold 
at wholesale auction, with the overall average on Automotive News’ 
index dropping $14. 

aa one model—’51s, which went up $7—escaped the downward 
tre 

Price setbacks included: ’52s, ’50s and ’49s, down $3 each; ’56s, down 
$12; °54s, down $14; '53s, down $22, and ’55s, down $63. 

All averages except the price for ’51s represented new low levels. 

At a group of representative auctions last week the average con- 
signment was 116 units, the lowest in 51 weeks. It had been 138 in the 
previous week. Some 70.5 percent of all units offered were actually 
sold. The sales ratio had been 60.7 percent a week earlier. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive and (ps) indicates power steering. 


DYER IND $295; FL Deluxe 4-dr., $285, $275*. '50 
9 ° | SL Deluxe 4-dr., $245*, $170*. 
(Dyer Auto Auction. Sale every Friday. | CHRYSLER—’55 Windsor 4-dr., $1,935* 
Prices are for sale of Dec. 30.) (ps). '52 Windsor club coupe, $495. ’51 
(Market steady and very active. | NY 4-dr., $400*; Windsor 4-dr., $325*, 
Weather clear and cold, Sold 159 cars $300*, $100*. '49 Royal 4-dr., $250. 
out of 239 offerings.) DeSOTO—'52 Custom 4-dr., $225. 


BUICK — '54 Super Riviera, $1,425*. 


Super Riviera, $1,090*; 4-dr., $625*;| %-ton pickup, $110. 
Special 2-dr., $690. °51 Super 4-dr.,|; FORD — ‘55 Thunderbird, $2,555* (ps); 
$455*, $395*, $295*; Special 4-dr., $225;| Fairlane (8) 4-dr., $1,495, $1,475; Vic- 
RM 4-dr., $175*. '50 Super Riviera, $370; toria, $1,300*; Custom (8) 4-dr., $1,325*, 
Special 4-dr., $205. $1,240. °'54 Custom (8) 2-dr., $980*, 
CADILLAC—’55 (62) coupe, $3,575* (ps). $965*, $775. ’°53 Custom (8) 4-dr., $780, 
’53 (62) conv., $2,010* (ps); (60) Spe-| $540*, $500. ’52 Crest (8) Country sedan, 
cial 4-dr., $1,895* (ps). °51 (62) coupe, $700*, $620*; Custom (8) 2-dr., $490*, 
$1,350", $1,300*; 4-dr., $1,045*; (60) $380*. '51 Custom (8) 2-dr., $315, $310. 


$135*. 
$500*. 


Special 4-dr., $1,095*. | °50 Custom (8) 2-dr., $220, 
CHEVROLET— 55 Bel Air (8) Sport coupe, | HUDSON —'55 Hornet 4-dr., 


$1,675*; Bel Air (6) 4-dr., $1,530*; Two- | Commodore 4-dr., $210; Hornet conv., 
ten (6) 2-dr., $1,295. °54 Bel Air 2-dr., $200*. 

$950; Two-ten 2-dr., $930, $875, $835,, MERCURY—’55 Montclair coupe, $1,900*; 
$805. ‘53 Two-ten 4-dr., $675, $370*;| 2-dr., $1,475*. '54 2-dr., $1,285*, $1,190. 
One-fifty 4-dr., $565. ‘52 SL Deluxe 4-| '53 4-dr., $830*, $775*. '51 2-dr., $320*, 
dr., $450. "51 SL Deluxe 4-dr., $425,|  $300*, $280*. '49 4-dr., $205. 

$310*; conv., $200; SL Special 4-dr.,| NASH—’53 Statesman 2-dr., $690, $645*: 








The Dodge Hotl— you'r convenient 
, D.C. 


Nashington. 


HEADQUARTERS FOR 
National Automobile Dealers 

Ass’n. Convention 
Jan. 30 to Feb. 1 






At the Capitol Plaza—a hotel of unusual 
charm located opposite the Union Station 
Plaza. Noted for its genuine hospitality, 
comfortable accommodations, and for its 
unusual food. Parking Lots and near by 
Garage facilities. Radio in every room. 
Air-conditioned guest rooms available. 





300 modern rooms from $3 


oe DODGE HOTEL 


WASHINGTON, D.C. 


E. J. HARRIS, Managing Director 
HENRY J. LEMANSKI, General Manager 
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Build Family Goodwill 


Buying a car is usually a family decision. 


- Dealers all over the country will agree a 
woman can make or break the sale. 


SEE OUR DISPLAY AD PAGE 43 


Charlie D. Varner 





’53 | DODGE—’52 Coronet 4-dr., $365, $305. °49 


"52 


| MERCURY—’51 Monterey 2-dr., 


| PLYMOUTH—’54 Cambridge 2-dr., 























Ambassador 4-dr., $570*. '52 Ambassa- 


dor 4-dr., $565*. 


OLDSMOBILE—’56 (88) Holiday, $2,590°*, 


$2,575*, $2,550*, $2,540°, $2,470°; 4-dr., 
$2,595*, $2,300*. '55 (98) 4-dr., $2,035°. 
’54 (88) Super 4-dr., $1,600*. '53 (98) 
4-dr., $1,065* (ps). '50 (88)-2-dr., $210*, 
$190*. "49 (98) 4-dr., $100*. 

PACKARD—’52 4-dr., $240*. °49 Clipper 
4-dr., $125. 

PLYMOUTH—’54 Savoy 4-dr., $860, $825, 
$820; Plaza 2-dr., $655. '53 Cambridge 
Suburban, $660. ‘51 Cranbrook 4-dr., 
$110. 

PONTIAC—’55 Star Chief (8) Catalina, 
$1,825*. °51 Chieftain (8) 4-dr., $305, 
$285. 

STUDEBAKER — '54 Commander coupe, 
$900*. ’52 Champion coupe, $240*. ’50 
Champion 4-dr., $165. °49 Champion 
coupe, $145*. 


JENISON, MICH. 


(Grand Rapids Auctions, Inc. Sale every 

Tuesday. Prices are for sale of Jan. 3.) 
(Market has steadied somewhat after 
the December dip. It’s still too soon after 
the Holiday for out-of-state men to be 
in attendance. Sold 50 cars out of 86 
offerings.) 

BUICK—’55 Century Riviera, $2,150*, $2,- 
100*; Special Riviera, $1,975*, $1,915"; 
2-dr., $1,700*. °54 RM 2-dr., $1,505* 
(ps), $1,375* (ps); Super Riviera, $1,- 
455*. °53 RM Riviera, $1,050* (ps); 
Super Riviera, $895* (ps). °51 Special 
2-dr., $325. 

CHEVROLET—’'55 Bel Air (6) 2-dr., $1,- 
385*, $1,300*; club coupe, $1,325; 
ten (6) 2-dr., $1,145. °54 Bel Air 
$875, $840. '53 Bel Air 4-dr., $725; 
ten 4-dr., $670*; One-fifty 2-dr., 
"51 SL Deluxe 4-dr., $380*; 2-dr., 
"50 SL Deluxe 4-dr., $265, $235, $155. 

FORD — ’'55 Fairlane (8) conv., $1,680*; 
Custom (8) 2-dr., $1,365*; Main (6) 2- 
dr., $1,115. '54 Main (8) Ranch Wagon, 
$1,065. ’°50 Custom (6) 2-dr., $130; Cus- 
tom (8) 2-dr., $115. °49 Deluxe (6) 2-dr., 
$105. 

KAISER—’51 2-dr., $135. 

MERCURY—’56 Monterey station wagon, 
$2,515". '54 Monterey 4-dr., $1,290*. °50 
4-dr., $300. 

NASH—’52 Rambler club coupe, $300. 

OLDSMOBILE—’56 (88) Holiday. $2,600*. 
’55 (88) Super Holiday, $2,350* 
"53 (88) 4-dr., $885*. ‘52 (88) 
$625*. "51 (98) 4-dr., $315*. 

PACKARD—’50 (200) 4-dr., $185*. 

PLYMOUTH—'54 Savoy 4-dr., $765. °53 
Cranbrook club coupe, $450. 

PONTIAC—’54 Chieftain (6) 2-dr., 
"50 Silver Streak (8) 2-dr., $200. 

STUDEBAKER — °54 Champion 
wagon, $910*. ’50 Champion 4-dr., 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Jan. 3.) 

(Prices were good, although consign- 
ments were very low due to the Holiday. 
Bidding was brisk. Sold 36 cars out of 
44 offerings.) 


2-dr., 


$550. 


4-dr., 


$750. 


station 
$100. 


| BUICK—’51 RM 2-dr., $400*; Super 4-dr., 


$385*. °50 RM 2-dr., $245*; Special 2-dr., 
$245. °49 Super 2-dr., $135. 


CHEVROLET—’54 Two-ten 4-dr., $850. 

CHRYSLER—-’52 Windsor 4-dr., $560. °49 
NY 4-dr., $165. 

DeSOTO — '50 Custom 4-dr., $250. °49 
Custom 2-dr., $105. '47 Custom 4-dr., 
$135. 

DODGE—’53 Coronet 2-dr., $750. ’50 2-dr., 
$215. 

FORD — '55 Thunderbird, $2,495* (ps); 


Fairlane (8) 2-dr., $1,680*, $1,550*; Cus- 
tom (8) station wagon, $1,565*. ’53 Crest 
(8) 2-dr., $500. °51 Deluxe (8) 2-dr., 
$360; Custom (8) 2-dr., $265. '50 Cus- 
tom (8) 4-dr., $205. 
LINCOLN—’54 Capri 2-dr., $1,890* (ps). 
$280. 
OLDSMOBILE—’50 (98) Holiday, $235*; 
(88) Holiday, $350*. 
PACKARD—'53 Clipper 2-dr., $700*, $600. 
$640. 
’52 Cranbrook 4-dr., $300. '50 Deluxe 
station wagon, $315. 
PONTIAC—’50 Silver Streak (8) Catalina, 
$355*, $315*; 2-dr., $190. 
STUDEBAKER—’50 Champion 2-dr., $135, 


$100 
FLINT 

(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Jan. 4.) 

(The market was very active today 
and prices were up slightly on good, 
clean merchandise. Sold 47 cars out 
of 72 offerings.) 
BUICK—’ 54 Special 
Special 2-dr., $645. 
$220*; Special 4-dr., 
RM 4-dr., $125*. 
CHEVROLET — ’55 Two-ten (8) station 
wagon, $1,625*;. Bel Air (8) club coupe, 


"53 
4-dr., 
"49 


2-dr., $1,310. 
‘50 Super 
$205", $120. 


$1,580* (ps); el Air (6) club coupe, 
$1,350. °54 Bel Air 4-dr., $880; One- 
fifty 2-dr., $475, $385. 53 Bel Air 
club coupe, $730%, $710*; 4-dr., $660; 
Two-ten 2-dr., $620, 2 at $585; One- 
fifty 2-dr., $470, $460. °51 SL Deluxe 
4-dr., $355, $290; conv., $300; FL De- 


luxe 2-dr., $345; SL Special club coupe, 
$235. 50 SL Deluxe 2-dr., $175. 
CHRYSLER—’49 Windsor club coupe, $135. 


DeSOTO—'55 Fire Flite (8) club coupe, 
$1,625*. 

FORD—’53 Custom (6) 2-dr., $675; 4-dr., 
$565; Main (6) 2-dr., $575. °51 Cus- 
tom (8) Victoria, $275; 2-dr., $170. 
Custom (8) 4-dr., $100. 


1955 


* 
$888 $875 $868) gg 


Jan. Feb. March Apr. 





Two-| 


Two- | 


$325. | 


(ps). | 








$827 


May 
* Prices of 1955 models added; prices of ‘47s dropped. 
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Model Breakdown 
Of Auction Averages 














Jan., 1956 Dec., Nov., 

Model To Date 1955 1955 
es pcsesvcieees $2,276 $2,372 $2,354 
1,644 1,743 1,868 
1,078 1,133 1,157 
723 715 806 
452 510 529 
332 355 373 
230 251 262 
171 180 195 
Average $ 863 $ 915 $ 943 
HUDSON—’52 club coupe, $215*. '51 club 


coupe, $175*. 
MERCURY—’53 Custom club coupe, $880. 
"50 Custom club coupe, $115. 


OLDSMOBILE—’50 (88) club sedan, $155*. 
"49 (98) sedan, $145*; (76) 4-dr., $100*. 


PACKARD—’51 Clipper 4-dr., $355*. 


PLYMOUTH—'52 Cambridge club coupe, 
$260. °51 Concord 2-dr., $110. 

PONTIAC—’54 Chieftain (8) 4-dr. 
"52 Chieftain (8) 4-dr., $305*. 

WILLYS—’53 Lark 2-dr., $290. 


FARGO, N. D. 


(Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Jan. 5.) 
(Sharp autos bringing top money. 
Definite increase in prices over the past 
few weeks. Sold 70 cars out of 115 offer- | 
ings.) 
BUICK—’55 Century Riviera, $2,250* (ps). 
"53 Super Riviera, $935*; Special 4-dr., 





$835. 


$720. '52 Special 2-dr., $495. ‘51 RM 
Riviera, $500*. "50 RM Riviera, $390*; | 
Special sedanet, $170. 
CADILLAC—’'50 (62) 4-dr., $775*. 
CHEVROLET—’55 Two-ten 4-dr., $1,290*. 
‘54 Bel Air 4-dr., $975*; Two-ten 4-dr., 
$950. ‘53 One-fifty Handyman, $835; 


Two-ten 4-dr., $765, $755; Bel Air 4-dr., 
$745. '51 SL Deluxe 4-dr., $385*, 2 at 
$330*, $300*; 2-dr., $350. "50 SL Deluxe 
Bel Air, $350*. "49 SL Deluxe club coupe, | 
$155. 

CHRYSLER—'53 Windsor 4-dr., $700*. °52/ 
NY 4-dr., $565*; Windsor 4-dr., $515*. 
’51 Windsor club coupe, $365*. '50 NY 
4-dr.. $315*; Windsor 4-dr., $260*. 

DeSOTO—'53- Powermaster 4-dr., $735*. 

DODGE—’52 Meadowbrook 4-dr., $290. 

FORD—'54 Crest ¢8) Victoria, $1.250*; 
4-dr., $1,025*; Main (8) 4-dr., $855. °53 
Crest (8) Victoria, $945; Custom (8) 
2-dr., $710; 4-dr., $665; %-ton pickup, 
$590. '52 Crest (8) Victoria, $680*; Main 
(8) 2-dr.. $515. °51 Custom (8) 4-dr., 
$390, $385; 2-dr., $375*. °49 Custom 
®-dr.. $175, $155. 

HUDSON—’54 Hornet Hollywood, $1,030*. 
’53 Jet 4-dr. $250. 

MERCURY—’55 station wagon, $2,100*; 
Montclair 4-dr., $2,250* (ps). '53 Custom 
4-dr., $656. 

NASH—’55 Ambassador 4-dr., $1,750 (ps). 
’51 Statesman 4-dr., $310*. "50 Ambas- 
sador 4-dr., $175. 

OLDSMOBILE—’55 





(98) Holiday, $2,500* 


(ps); 4-dr., 82,195* (ps): (88) Super 
Holiday, $2.300* (ps); 4-dr., $1,900* 
(ps). °52 (88) Super 4-dr., $675*. °51 
(98) 4-dr., $550*; (88) 4-dr., $480*. 
PACKARD—’54 Clipper 4-dr., $1,050*. ’51 
4-dr., $275*. 
PLYMOUTH—’53 Cranbrook 4-dr., $580*; 


Cambridge 4-dr.. $540. °52 Cranbrook 
Belvedere, $405. '49 Special Deluxe 4-dr., 
8150. 
STUDEBAKER—’50 Champion 4-dr., $125. 
WILLYS—’53 Aero 2-dr., $375. °49 Jeep- 
ster, $370. 


CHICAGO 


Chicago Auto Auction. Sale 
Prices are for sale of 


(Greater 
every Thursday. 
Jan. 5.) 

(Market strong generally, with prices 
up an average of $100 or more on all 
autos. Buying very spirited with °54s 
through ’56s especially good, Sold 241 
ears out of 323 offerings.) 

BUICK—’55 Special Riviera, $1,790*. °54 
Super Riviera, $1,480*; 4-dr., $1,420* 
(ps). °53 Super Riviera, $950* (ps), 
$915*, $900*; conv., $770*; Special Rivi- 
era, $865; 2-dr., $695. "51 RM Riviera, 
$365*; Super Riviera, $365; Special 4-dr., 
$300*, $280. 

CADILLAC—’56 (62) coupe de Ville, $5,- 
000* (ps); coupe, $4,610* (ps), $4,565* 
(ps). °55 Eldorado conv., $4,350* (ps); 
(60) Special 4-dr., $4,075* (ps); (62) 
coupe de Ville, $3,875* (ps), $3,800* 
(ps); 4-dr., $3,550* (ps), $3,425* (ps); 
coupe, $3,425* (ps). °54 (62) coupe de 
Ville, $3,225* (ps), $3,100* (ps); conv., 
$3,200* (ps), $3,080* (ps); 4-dr.. $2,- 
900* (ps), $2,715" (ps), $2,690* (ps); 
coupe, $2,950* (ps); (60) Special 4-dr., 
$3,075* (ps), $2,950* (ps), $2,850* (ps). 
’53 (62) coupe, $1,975* (ps); conv., $1,- 
950* (ps); coupe de Ville, $1,900* (ps), 
$1,880* (ps); 4-dr., $1,850*, $1,695* 
(ps); (60) Special 4-dr., $1,900* (ps). 
’52 (60) Special 4-dr., $1,525* (ps); (62) 
4-dr., $1,190* (ps), $1,155* (ps), $975*. 
’51 (61) coupe, $950*%; (62) coupe de 
Ville, $940*; 4-dr., $855*, $785*. °50 
(62) 4-dr., $615*. "49 (62) 4-dr., $475*. 





49 | CHEVROLET—’55 Bel Air (8) coupe, $1,- 


635*; 2-dr., $1,520; Two-ten (8) 2-dr., 


Average Used-Car Auction Prices 


(Compiled by Automotive News from auction reports.) 


$310 


$789 $769 $747 


June duly Aug. Sept. 


t Prices of * 





| MISCELLANEOUS- 


$1,300, $1,250; 4-dr., $1,170. '54 Bel Air 
Sport coupe, $1,185*; coupe, $1,070; Two- 
ten 2-dr., $820, S800. '53 Bel Air conv., 
$855; Two-ten 4-dr., $645; One-fifty 2-) 


dr., $575. "52 SL Deluxe 4-dr., $500*, 
$405*; 2-dr., $455; SL Special 2-dr., 
$390. '51 SL Deluxe 4-dr., $360; 2-dr., 
$310; Bel Air, $350; SL Special 2-dr., 
$300. '50 SL Deluxe 4-dr., $385; station 
wagon, $230. 

CHRYSLER — '53 NY 2-dr., S$850*° (ps); 
club coupe, $795* (ps). ‘52 NY 2-dr., 
$400*. 

CONTINENTAL—’'56 Mark II 2-dr., $8,- 
000* (ps). 

DeSOTO—'53 Fire Dome (8) sedan, $710°*. 
’52 Custom 2-dr., $480*. °51 Custom 
2-dr., $250. °50 Deluxe 4-dr., $200. 

DODGE—'55 Royal Hardtop, $1,725*. °53 
Coronet (8) sedan, $700*; Meadowbrook 
4-dr., $490, $445, $300*. °52 Coronet 4- 
dr., $385. 

FORD —'’'55 Fairlane (8) 4-dr., $1,670*° 
(ps), $1,525*, $1,400; Main (8) Ranch 
Wagon, $1,550; Custom (6) 4-dr., $1,- 
390*. °54 Main (8) Ranch Wagon, 2 at 
$1,025; Custom (S) 4-dr., $885; 2-dr., 
$840; Main (8) 4-dr., $810. "53 Main (8) 
4-dr., $645; Custom (6) 4-dr., $590. °52 
Custom (8) 4-dr., $685; 2-dr., $490*; 
Main (8) 4-dr., $510. 

HUDSON—’54 Wasp 2-dr., $695. ‘53 Hor- 
net Hollywood, $500*. 

KAISER—’53 Deluxe 2-dr., $390. 
LINCOLN — '56 Premiere 4-dr., $3,770* 
(ps). °53 Cosmopolitan 4-dr., $1,075* 
MERCURY—’'55 Monterey 4-dr., $2,255* 


(ps); coupe, $1,650*. °54 Monterey coupe, 
$1,470* (ps); Custom 2-dr., $780. °'53 
Custom coupe, $905; .2-dr., $705. °52 
Monterey coupe, $715; 4-dr., $490*, $490; 
Sport coupe, $280. °51 Monterey 2-dr., 
$430*:; club coupe, $400. '50 4-dr., $265. 
NASH—'55 Rambler station wagon, $1,- 
400*. °53 Hardtop, $1,060*; Statesman 
4-dr., $690, $670. °52 Statesman 2-dr., 
$450, $445. °51 Super 4-dr., $225. 
OLDSMOBILE—’56 (88) Holiday, 
$2.570*. °'55 (88) Super 2-dr., $2,105*° 
(ps). °54 (98) Holiday, $1,880* (ps); 
4-dr., $1,775* (ps); (88) 4-dr., $1,560*, 
$1.330*. °53 (98) Holiday, $1,250* (ps); 
4-dr., $1,055* (ps), $895*; (88) 4-dr., 
$1,005* (ps), $780. °52 (98) Holiday, 
$950* (ps). '51 (98) 4-dr., $600*, $400, 
$365*; (88) 2-dr., $555*; Super 2-dr., 
$370*. ’50 (88) 2-dr., $400°; 4-dr., $285*. 


$2,585°*, 





PACKARD—’53 Deluxe 4-dr., $700*; Clip- 
per 4-dr., $435*. 

PLYMOUTH—’55 Belvedere (8) Hardtop, 
$1,670*; Savoy (8) sedan, $1,200; Plaza 
(8) 2-dr., $1,200; 4-dr., $1,115. °53 
Cranbrook 4-dr., $640, $590*, $525; 2- 
dr., $465, 2 at $450; club coupe, $445. 
’52 Cambridge club coupe, 2 at $360, 
$305. °51 Cranbrook Belvedere, $405; 
4-dr., $275. 

PONTIAC—’55 Star Chief (8) conv., $1,- 
980*; Chieftain (8S) 2-dr., $1,600*, "54 
Chieftain (8) conv., $1,525* (ps), $1.- 
255*. °53 Star Chief (8) conv., $735*. 
"52 Chieftain (8) 4-dr., $540*. °51 Silver 


Streak (8) 4-dr., $440*. '50 Silver Streak 
(8) 4-dr., $435*, $265*. 

STUDEBAKER 54 Commander club 
coupe, $805*. °51 Commander 4-dr., $260, 
$235. 


‘55 International %- 


ton pickup, $750. 


DETROIT 


(Wes Coon Auto Auction. Sale every 
Thursday. Prices are for sale of Jan. 5.) 
(Weather good, but prices were down 
and buying not too brisk, Sold 51 cars 
out of 85 offerings.) 
BUICK—’55 Super sedan, $2,075". '53 RM 


2-dr., $990* (ps); Super club coupe, 
$960; Special 2-dr., $755. °52 Special 
2-dr., $575. °50 Special sedan, $250. 


CADILLAC—’48 (62) sedan, $275. 
CHEVROLET—'53 Two-ten 2-dr., $675; 4- 
dr., $650; One-fifty club coupe, $375. "52 


SL Deluxe sedan, $405. ‘51 SL Deluxe 
2-dr., $315. 

CHRYSLER—’55 Windsor sedan, $1,825. 
"53 Windsor sedan, $690, $610. 

DODGE—’53 Coronet 4-dr., $500. 

FORD —’55 Fairlane (8) sedan, $1,370; 
Custom (8) 2-dr., $1,305. "54 Crest (8) 
conv., $1,045*; Custom (8) sedan, $810; 
Main (6) sedan, $810. '53 Main (8) 2-dr., 
$585; Main (6) 2-dr., $500. '52 Custom 
(8) sedan, $510. "51 Deluxe (8) 2-dr., 
$275. 

HUDSON—’52 Wasp 2-dr., $280. 

KAISER—’51 Special sedan, $110. 


MERCURY—’55 Montclair sedan, $1,945*. 
"54 Monterey Sun Valley, $1,260*; sta- 
tion wagon, $1,145. "53 Monterey 4-dr., 
$810. °52 Monterey sedan, $595, $550; 
club coupe, $525. 

NASH—’51 Ambassador 2-dr., 2 

OLDSMOBILE — '55 (S88) sedan, 
"54 (88) 4-dr., 2 at $1,320°. 
2-dr., $950*, $870. 

PACKARD—’53 Clipper 4-dr., $835*, $645. 
’49 sedan, $140. 

PLYMOUTH—’'52 Cranbrook sedan, $325. 
’50 Cranbrook Suburban, $225. 

PONTIAC-~—'53 Chieftain (8) sedan, $725, 
$690. °51 Silver Streak (8) station wag- 
on, $425. °50 Silver Streak (6) 2-dr., 


at $150. 
$1,855*. 
"53 (88) 


$135. 
STUDEBAKER—’52 Champion 4-dr., $225. 


MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday, Prices are for sale of Jan. 4.) 
(Leads of action in our ring today. 
’55s and ’56s still slow. Sold 86 cars out 
of 131 offerings.) 
BUICK—’55 Century Hardtop, $2,070*. '54 


(Continued on Page 39, Col. 2) 
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Air but prices were firm and demand good. "52 Super Riviera, $700*. ‘51 Special 
70- Sold 48 cars out of 73 offerings.) Riviera, $410*; Super 4-dr., $390*. 
> BUICK—’54 Super conv., $1,550*; Special | CADILLAC—’54 (62) 4-dr., $2,750* (ps). 
Rs | 2-dr., $1,490*; 4-dr., $1,375*. '53 Special "53 (62) conv., $1,850*; coupe de Ville, 
a | Riviera, $1,025*, $950. °52 Super 4-dr., $1,780* (ps). ’51 (62) 4-dr., $930*, °50 
=" $695*. °51 Special 4-dr., $400. ’50 Super | (62) club coupe, $1,300* (ps). 
~p 4-dr., $355*. | CHEVROLET—’56 Bel Air (8) 4-dr., $1,- 
aon CADILLAC—’50 (61) 2-dr., $875*. 930, $1,890. ’55 Bel Air (8) conv., $],- 
(Continued from Page 38) CHEVROLET—’55 Two-ten (6) 2-dr., $1,-| 570°; Hardtop, $1,570%; 4-dr., $1,460°%; 
- 210, $1,205, $1,200, $1,130. °'54 Two-ten Two-ten (8) 4-dr., 2 at $1,300; Two-ten 
» Super 4-dr., $1,540* (ps). °53 Super 4-| 350%, $1,260*, $1,250*.> °54 Crest (8)| 4-dr., $840, $830, $805; 2-dr., $655; One-| ‘8? oh oon eee: oo) ee oa 
, dr., $990*. °51 Super 2-dr., $440*. | Victoria, $950; 4-dr., $825; Custom (8)| fifty 4-dr., $725; 2-dr., $715, $710, "53/ uaken. Sl). Sn ) $825; Bel Air 2-dr., 
CADILLAC—_’55 (62) coupe de Ville, $3,-| 4:4T., $910. '53 Custom (8) 2-dr., $655.| Two-ten station wagon, $740; 4-dr., $645, | 77,09” oon yey $925, $860; Two-ten 
8, 745° (ps). ’51 (62) 4-dr., $1,010*. | "52 Custom (8) 2-dr., $455. $625; One-fifty 2-dr., $505. '52 SL Deluxe| $205 per Rie Sear. $665; Onechfty adr, 
. CHEVROLET—'56 Bel Air (8) Sport coupe, | MERCURY—'55 Monterey 4-dr., $1,780*. | p Act, $395. (49 SL Deluxe 4-dr-. $130.) $579’ +52 SL Deluxe 4-dr., $485, 
“ $2,240*. ‘55 Bel Air (8) 2-dr., $1,490*;| 54 Custom 4-dr., $1,110*, '52 Custom| Ga, me: (SS) Sedan, $1," | CHRYSLER — °51 Imperial 4-dr., $350 
Two-t (8) 4-dr., $1,300*, $1,245. °5 4-dr. , . : a - 
Two-ten +-4r.., “geos*;" One-Afty 2-ar. | $330¢ $525. "51 Custom 4-dr., $360°, | noDGE —'53 Meadowbrook 2-dr., $525*. om , . 
53 745*, $690. ’53 Two-ten station wagon. | s 52 Meadowbrook 4-dr., $400. ’51 Coro- | DeSOTO—'54 Powermaster 4-dr., $1,040*, 
om $800 ' g-dr., $560 $550. °52° Tw ten 4. | LDSMOBILE —’56 (88) 4-dr., $2,900*| net 4-dr., $125 $960. ‘SS Fire Dome (8) 4-dr., $910"; 
-¢ 8: 5E 52 - - . ; 2 shee ° 
4- | roe sa30 SSL, Deluse iear,| (PS); Super 4-dr., $2,750* (ps); Holi- | FORD—'56 Fairlane (8) Victoria, $2,250°. | | S830). “49 4-dr., $120, 
~ | S35, Sar0, $300. "00 SL Delune icdr| ay, $2,610°. °S5 (88) Super 4-dr., $1,-| ‘54 Custom (6) 4-dr., $885. '52 Custom | DODGE 55 Royal (@) 4-dr.. $1,400%. (64 
a | $325, $310, $% ‘50 SL »| 325%, "54 (88) Super 4-dr., $1,525* (ps).| (8) 2-dr., $540*; Hardtop, $460. ’50 Cus-| 4:4T-, $895. 52 4-dr., $400, '51 4-dr., 
a | $ a aan’ esas $200. "49 SL Deluxe/ 53 (88) Super 4-d#., $1,060*. ’51 (88)| tom (8) 4-dr., $205; 2-dr., $140 $340. '50 2-dr., $280. 
2-dr., 75, § i , ns be F * "§ i 
fa | camer sgS27S. $165. ssor aqdr., gosse, |. 27th $965. "GO (88) 2-dr., $150. MERCURY — '55 Monterey 4-dr., $1,850* | FORD—'55 Fairlane (8) Victoria, $1,735*; 
ws | DeSOTO—'51 Custom 4-dr., $260* ‘ | PACKARD—’54 Patrician 4-dr., $1,360. (ps). ’51 2-dr., $375. $1,410; ‘Gustota (6) adn pete:” haaae 
™ DODGE —’52 C coupe. $275*. | PLYMOU ae ; ; OLDSMOBILE—’51 (98) 4-dr., $275*. ’50| $1,410; Custom (8) 4-dr., $970; Main 
3} ODGE 52 Coronet club coupe, $275*. 4¥I TH - '54 Savoy station wagon, (88) 4-dr., $260". °49 (88) 4-dr., $125 (8) 4-dr., $1,110. ’54 Crest (8) Victoria, 
52 i 51 Coronet 4-dr., $295 : ee $1,000. "SS Cambridge 4-dr., $500; Cran- PLYMOUTH—’55 Savoy Suburban, $1,405. | $1,170*, $1,040; Custom (8) 2-dr., $890. 
3 FORD—’'56 Custom (6) 4-dr., $1,805. ’55| brook 2-dr., $490; club coupe, $480. ’51 ’ ; "563 Custom (8) station wagon, $840; 
: rn oY 540°: Cus | Cambridge 2-2 150.’ “ 54 Savoy station wagon, $950; 4-dr., F & ied 
Fairlane (8) 4-dr., $1,540*; Custom (8) ambridge r., $ . ’50 Deluxe 2-dr., $805. ’51 Cranbrook club $230 |} Custom (6) station wagon, $820*; 2-dr., 
os | 4-dr., $1,310*; Main (6) coupe, $1,035.| $360. ’49 Special Deluxe 4-dr., $240 , age sy c $640, $610, $600. 
aaa a ore Ae : . PONTIAC—’54 Chieftain (8) 2-dr., $950*. 
54 — ° . — ig Custom | PONTIAC —’55 Star Chief (8) Catalina, HUDSON ’53 Hornet Hardtop, $700*; 
(8) 4-dr., $5 5*, $970; D ain (6) 2-dr., $1,965* (ps); 4-dr., $1,825* (ps) 1.600. Wasp 4-dr., $620*. '51 4-dr., $135. 
»* graphited A Alig o. station aeons | (54 Star Chief (8) Catalina,’ $1'320; PHILADELPHIA LINCOLN—’'40_ Continental, $220. 
| eee eee ooo ie eee Soae: cer | Chieftain (8) 4-dr., $1,090°. °53 Chief-| (H. B. Robinson Auto Sales Auction. | MERCURY "55, Monterey Acar. a1 Sar 
:* sus 2-dF., ,, $565", $430. 5) tain (8) 4-dr., $800. ’51 Silver Streak| Sales every Tuesday and Thursday. Prices 52 Custom Hardtop, $640. ‘50 4-dr., 
e. LOCK FLUID | TE al, Sein aa (8) 2-dr., $395. are for sales of Dec. 29-Jan. 3.) $225. 
53 | $325*, $300°, 2 at $250. 50 Custom (8) | WILLYS—’53 Lark sedan, $515, $475. ’49 (Prices slightly off and percentage of NASH 54 Statesman 4-dr., $810. ’52 
32 4-dr., $240*, 2 at $220*. '49 Deluxe (8) Jeepster, $300. sales somewhat lower. All in all, it was Statesman 2-dr., $440. ‘51 Statesman 
): mentees _ 7 nse @ good week over the Holiday season 4-dr., $190, $115; station wagon, $190. 
, (1 so* 5 eluxe 4-dr., $130*. . fi OLDSMOBILE—’53 (88) Holiday, $1,200*. 
: AS : SREOURY-"68 Cestom cdr, $800°. °62 NEW YORK CITY guscl te mone Gaemen anibe® $1,-| 52 (88) 2-dr., $580. "50 (88) d-ar., $115. 
me Custom 2-dr., $340*. '50 Deluxe 4-dr., | (Skyline Auto Auction, Sale every Tues- 830; Special 4-dr., $1,750*. '54 ‘Super | PLYMOUTH—'55S Belvedere (6) 4-dr., $1,- 
n _$200°. | day. Prices are for sale of Jan, 3.) Riviera, $1,625*; RM 4-dr., $1,450,.$1,-| 320°; Plaza (6) 4-dr., $1,100, $1,070, 
: ee, oe, ane (Despite Holiday and icy roads, we had 420*, 53 RM 4-dr., $900* (ps); Special] $1,035, $970. °54 Belvedere 4-dr., $880; 
4DS) = — 9 ‘ -ar., 210-1 @ t sale. The consign - ° . . 
. Vile 4] [e sa94i, (6 ‘55 (88) Super 4-dr., $1,695°. °54. (88) msignment was light 4-dr., $900*, $850*, $825*, $790, $760. | (Continued on Page 40, Col. 2) 
. , ’ | Super 4-dr., $1,540*, $1,525*. °53 (88) 
¥ Super 2-dr., $970°. "52 (88) Super 2-dr., 
| BGR ee oe es 
: Uj . 2-dr., $295*. 
. PLYMOUTH—’ 54 Savoy 4-dr., $685*, $670. 
. fs "pa ail To 
. The average motorist locks and [| 125, °"2) "295, "$290." °51. Cranbrook 
~ unlocks his car over 2,000 times a 4-dr., $300, $235. ’50 Deluxe 4-dr., 2 at 
' y a s $200, $170. '49 Deluxe 4-dr., $145. 
: year. Moreover, with push-button | ponTiac—'55 Chieftain (8) | 4-dr., $1,- 
' door ha 1 510*. '53 Chieftain (8) Catalina, $960*; 
. - 7 ndles, the car lock gets | j-ar., $740. '51 Silver Streak (8) 2-dr., 
2 play everytime the door is opened. $395*, 50 Silver Streak (8) 2-dr., $140*, 
3 . ' | $120*. ’49 Silver Streak (8) 2-dr., $120°. 
z This constant wear demands STUDEBAKER ’51 Commander Land 
. LOCK-EASE graphited protec- Cruiser, $225*. °56 Commander 4-dr., 
), ° $150*, $140". 
3: tion! LOCK -EASE penetrates 
« deep into the working mechanism OMAHA 
4 ... flushes out all dust and dirt... (Richard Abel Auto Auction. Sale every 
° ] i . Thursday. Prices are for sale of Jan. 5.) 
i ; eaves an extremely light graphit- (A good consignment today as we had 
r ed film t . four new buyers plus several new con- 
K } hat seals out moisture, signors in attendance. Cleaner cars were 
prevents rust, sticking, and freez- offered with good buying power.) 
b 5 . re BUICK "55 RM Riviera, 2,075* (ps); 
F ing all year round. Will not run, Super Riviera, $1,985* (ps); Century 
um or harden at any tem - Riviera, $1,935*; Special Riviera, $1,- 
. B - ie |} 590. '54 RM 4-dr., $1,455* (ps); Special 
| ture. | 4-dr., $1,350*. °53 Super Riviera, $775*; 
| 4-dr., $760. °51 Super 2-dr., $500*; RM . 
USE IT! .... SELL AT! |." 2" 
eeeee e | CADILLAC—’53 (62) 2-dr., $1,775* (ps). 
y For better service, use LOCK- 51 (60) Special 4-dr., $1,025*. 
— CHEVROLET—'56 Bel Air (8) 4-dr., $2,- 
EASE as part of lube job. For | 25 Sport coupe, $2,185*, $2,090*. "55 
tt i id | Bel Air Sport coupe, $1,600; 4-dr., $1,- 
better profits, sell LOCK-EASE | 425*; Two-ten (8) station wagon, $1,535; 
: for car and home use. Handy 4- | Two-ten (6) 4-dr., $1,335. ‘53 Bel Air 
2 ; 7 | 4-dr., $995*, $780*; Two-ten 4-dr., $835*, 
i | oz. drop or stream dispenser. Ideal $830*, "52 SL Deluxe 2-dr., $435; 1-ton 
for panel, $690. '51 SL Deluxe 2-dr., $415, 
f door and trunk locks, padlocks, $325, °50 SL Deluxe 4-dr., $325. '49 SL 
t and all fine lock mechanisms in Deluxe 4-dr., $210; 2-dr., $180. 
e DeSOTO—’'52 Powermaster sedan, $245*. 
, . car and homes. DODGE—’54 Coronet (8) 4-dr., $650. °53 
3 Coronet 2-dr., $565*; Meadowbrook se- 
¢ dan, $430. 
FORD—’55 Fairlane (8) 4-dr., $1,535, $1,- 
See your supplier or write 510* (ps); Custom (6) 2-dr., $1,295. ’54 
8 wet Custom (8) 2-dr., $1,115; 4-dr., $1,000, 
f | $950. °53 Custom (8) 4-dr., $790*, $760*; 
Y conv. $790*; 2-dr., $745*, 735°. °52 
AMERICAN GREASE STICK CO Guntcme (8) Sede. On70*. Si Canmemn (0) 
' Muskegon, Michigan | Victoria, $425*; Custom (8) 4-dr., $370*, 
' | §$350*; 2-dr., $360*, $330*. °49 %-ton 
; pickup, $385. °48 %%-ton pickup, $245. 
’ MERCURY '55 Monterey Hardtop, $1,- 
: ——s ——— — 920* 54 Monterey 4-dr., $1,455*. °53 
Monterey 4-dr., $1,100*; Custom 4-dr., 
$865*. "52 Monterey Hardtop, $790*. ’51 
Custom sedan, $405. 
NASH 52 Rambler station wagon, $515. 
51 Rambler 4-dr., $210*. 
OLDSMOBILE—’55 (88) Holiday, $1,950*. 
’52 (88) Holiday, $850*,. "51 (88) 4-dr., 
$480*: 2-dr., $405. 50 (88) 4-dr., $210*. 
PACKARD—’51 4-dr., $200*, 
PLYMOUTH 53 Cranbrook 4-dr., $700*, 
$550*. °52 Cranbrook Belvedere, $320*. 
51 Cranbrook Belvedere, $335. 
PONTIAC '52 Chieftain (8) Catalina, 
$700*; 4-dr., $450*, $260*. "50 Silver | 
Streak (8) Catalina, $230*. °49 Silver 
Streak (8) 2-dr., $145*; 4-dr., $135*. 
| STUDEBAKER—’'52 Commander Hardtop, 


$475*, $430*; 4-dr., $265. ‘51 Com- 
mander 4-dr., $275*. 
MISCELLANEOUS — ’'53 Henry J 2-dr., 


$275. 


THE BENMATT Write for name | VALDOSTA, GA. 
| 


ee ee 
| (Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Jan. 6.) 
FACTORY: Z : 
7 (There seems to be an increase in de- 
SO ee re ge LUA Oe Cragin WZ, 


areas SALES OFFICE:. New cars are still bringing slightly over 
962. Milwaukee Ave.,.Chicago 72, 11.96 co. cost, We have a very active market in 
this area, and retail business also seems 


se a) te ey Ce Cle le ee ee CREATES CUSTOMER CONFIDENCE...BUILDS YOUR BUSINESS 


207 offerings.) 
BUICK—’' 56 Century Riviera, $3,000* (ps), 

$2,800* (ps). °55 Century Riviera, 2,- BECAUSE iT: 
5* (ps); Special Riviera, $2,000*, $1,- 
750°. ‘54 Super 4-dr., $1,600* (ps); 
Special 4-dr., $1,125, $1,100. '53 RM 
| 4-dr., $950*° (ps), $800*. '51 Super Rivi- 
| hae 
Pe ‘55 (62) 4-dr., $3,300° (ps) some combustion chamber deposits. cases of valve lifter sticking 
'52 (60) Special 4-dr., $1,335*, $1,250*; 


ORGANIZATION, inc, | Jou nears’ 









Prevents knock" due to trouble- Eliminates even the most persistent 


” } (62) coupe, $1,050*. '48 (75) 4-dr., $260. z E i 
18 PENNETTE | CHEVROLET—'56 Bel Air (8) 4-dr., $2,- Assures lower oil consumption All-Weather SAE 10W-20W-30 
125*; 2-dr., $1,900%; Two-ten (8) 4-dr., 
$1,780. '55 Bel Air (8) Sport coupe, §$1,- F = . . 
100 feet only $4.00 pptd. | 725°, $1,600: 4-dr., $1,645*, $1,425; Keeps entire engine clean ete ois Fi iar tte lial ee Tetelalelaak 


Two-ten (8) Delray, $1,550. '54 Two-ten 
124 PENNETTES Delray, $925; 4-dr., $900, $835; %-ton 


; | pickup, $610. °53 Bel Air 2-dr., $850; 
6 Bright Colors Two-ten 4-dr., $745. 
Setisfection Guranateed | DeSOTO '51 Custom 4-dr., $350. '50 4-dr., 
$175. 
Discount on 3 or more DODGE—'53 Coronet conv., $530; 2-dr., 
$475; 4-dr., $450. '52 Coronet Diplomat, 
MYRLO COMPANY | $410. °51 Goronet coupe, $225. ; 
2168 W. 25th, Clevelend 13, Ohie FORD — '56 Fairlane (8) 2-dr., $2,100*; KENDALL REFINING COMPANY « BRADFORD, PENNSYLVANIA 


Custom (8) 4-dr., $1,900. ‘55 Fairlane 
|. (8) Country sedan, $1,700*, $1,650*; 
4-dr $1,605*, $1,585*, $1,555*; club 
sedan, $1,450*; Custom (8) 4-dr., $1,- 
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(Clean autos moved well and brought ’51 Silver Streak (8) 4-dr., $425*. ‘50 
prices slightly higher. Demand dropping Silver Streak (8) coupe, $360. '49 Silver 
i e for new and tate model units. 50s Streak (8) 4-dr., $250, $145*. '48 Tor- 
through °54s going very strong. Sold pedo (8) 4-dr., $100. 
se = ar uc ion rices 78 cars out of 91 offerings.) STUDEBAKER — °52 Commander 4-dr., 
. 
BUICK — ‘55 Century 4-dr., $1,830*. '51| $350°. - <6 
Super station wagon, $495*; Riviera, . 
$490; Special 2-dr., $490*; 4-dr., $410*. on ° ° et i 
(Continued. trem Page 28) '50 ‘Special 4-dr.,’ $330, $190*; 2-dr., Auctions in Brief 
: $215; Super 4-dr., $300*. WINDSOR, VA 
. . . a . . 
Savoy 4-dr., $870, $770, $720; Suburban, | $2,405; Custom (8) 2-dr., $1,740. °55 “Saas aaa, 53 (60) Special 4-dr., $1, Windsor Auto Auction, Sale every Thurs- 
760; Plaza 2-dr., $590, $580; taxi, $200. Fairlane (8) Victoria, $1,800; Custom | pagegse, a , 6 om da (Jan. 5). Things were pretty much 
‘33, Cranbrook 2-dr. $610, $580, $505,| (8) 4-dr.,. $1,380"; 3-dr., $1,450, °54 | CHEVROLET —'54 Two-ten 2-dr., $930. °53 | D2%, “O"normal today after the holidays 
$450 “3. are , ; mat Custom (8) 2-dr "$955 453 Crest (8) Two-ten 4-dr., $775; Carryall, $550. *52 We had a good sale eith about 80 oaresat 
NTI wae Chieftai (8) 4-d ot. conv., $800* ; Custom (8) “2-dr., $780*, SL, Deluxe O°: 2. a — of the cars registered, sold. 
rMGI5", $1,160, 54 Chieftain (8) Catalina,| $690; 4-dr., $755*; Main (8) 2-dr., $510.| Be! 401 $8800; 8  gapor; | o-dr.” $205", * * * 
ine. . ¢ ° 52 Crest (8) Victoria, $785*, $755"; . ; , = — 
30* ; .290* ,180*; 4-dr., | > , 50 § J . FL 
$1,060": $1,050%, "53 Chieftain (8) Cata:| Main (8) seaes’ eae Gees, "te Ouutem Deluxe 4dr. $250, $210; 2-dr., $300, HARRODSBURG, KY. 
lina, $980*; 4-dr., $710. in ae s eoeb; ane s: $230 “$180, "49 $245; Carryall, $260, 49 FL Special 2- Blue Grass Auto Auction. Sale every | 
TUDEB — '54 Commander club . ae a non G26n: Sse. dr., $225, $210; SL Deluxe conv., $140. | Thursday (Jan. 5). A red hot sale with 85 | 
STUDEBAKER ; Custom (8) 4-dr., $265, $190; 2-dr., percent of cars selling 
coupe, $780. °53 Commander Hardtop, | $145. $115. ’40 Deluxe Business coupe, | ‘47 Vy, ¢-ton pickup, $140. § : 
$600, °52 Champion 2-dr., $270. | $335, $320. '| DODGE — '51 Coronet 4-dr., $270, $230; * * #* 
| eae”. . one on, | Wayfarer 2-dr., $195. ’50 %-ton pickup, MASON CITY, IA 
DANVILLE. VA | MERCURY—’54 Custom 4-dr., $1,205*. '50| $310; Wayfarer 2-dr., $230. '49 Deluxe a ’ . 
49 . Custom 4-dr., $240, $180. '49 Custom 4-dr., $170, $130*. Central States Auto Auction, Sale every 
(Danville Auto Auction, Sale every Wed-| Club coupe, $355; 2-dr., $275; 4-dr., $260. | FORD—'54 Main (8) Ranch Wagon, : Wednesday (Jan. 4). Sold 81 percent of | 
nesday. Prices are for sale of Jan. 4.) | NASH—’50 Statesman 4-dr., $105. 140*; Custom (8) 2-dr., $1,025", $§ consignments. | 
(Very good market—better than ex- | OLDSMOBILE "52 (88) Holiday, $910*. 4-dr., $980, $960. ’53 Crest (8) Victor a, & * * 








<ted for the first sale of the year. Sold "50 (88) 4-dr., $435*; 2-dr., $330*; (98)! $825*; Custom (8) 4-dr., $750* (ps); | 
76 cars out of 113 offerimgs.) 4-dr., $330*. | Main’ (8) 2-dr., $615; Main (6) 2-dr., | MANHEIM, PA 
BUICK — '51 RM Riviera, $450*; Special| PLYMOUTH - ’48 Special Deluxe 2-dr. $460. '52 Custom (6) 2-dr., $500*, $465. Manheim Auto Auction. Sale every Fri- | 
2-dr., $445. '50 Super 4-dr., $450*, $430*,| $185. | °51 Custom (8) 2-dr., $415*; Victoria, | day (Jan, 6). If the sale today is an indi- 
$355*; Special 4-dr., $365*, $170. PONTIAC—’56 Chieftain (8) eee $2,-| $400. 50 Deluxe (6) 2-dr., $180; Cus-/| cation for the balance of the year, it will 
CHEVROLET — '53 One-fifty 4-dr., $730. | 275*. '55 Chieftain (8) C atalina, 520*. tom (8) 4-dr., $165; Deluxe (8) 2-dr.,| be an excellent year for dealers. There were 
'52 SL Deluxe 2-dr., $675*, $560; Bel/| "52 Chieftain (6) 4-dr., $280. ‘so giver | $175. °49 Custom (6) 2-dr., $155. 293 cars listed for the block and prices 
Air, $570; 4-dr., $450, $415. '51 %-ton Streak (8) 2-dr., $305*. ’49 Silver Streak | MERCURY—’49 4-dr., $300*. were up. Selling was very good with per- 
pickup, $395; %-ton pickup, $365. °50 (8) 4-dr., $195. OLDSMOBILE—’52 (98) 4-dr., $575*. °51)| centage of autos sold, 228 out of 293, at 
SL Deluxe 2-dr., $325, $315, $310; 4-dr.,| STUDEBAKER—’50 Champion 4-dr., $180. (98) conv., $310*. '50 (98) 4-dr., $200*; | a high point. 
$170*. °49 SL Deluxe club coupe, $240;| MISCELLANEOUS—’53 GMC %-ton pick- (88) 4-dr., $270*; 2-dr., $340*. * * * 
y 
FL 2-dr., $190, '40 4-dr., $145, $110. ’51 Cranbrook Belvedere, $490; coupe, | N. PLAINFIELD, N. J. 


| 
4-dr., $295, $150; 2-dr., $185, $140. sy up, $560. '51 Henry J 2-dr., $205. PLYMOUTH—’52 Cranbrook 4-dr., $395*. 
| 


CHRYSLER—'50 Windsor 4-dr., $470. , $235. *50 Deluxe 2-dr., $200. °49 Deluxe Lebanon Auto Auction. Sale every Wed- 
DeSOTO—'53 Fire Dome (8) 2-dr., $650*. | EBENSBURG, PA. 2-dr., $150. nesday (Jan. 4). Market confused, with 
DODGE-~-’50 Cvuronet 4-dr., $275*. | (Ebensburg Auto Auction. Sale every | PONTIAC—'52 Chieftain (8) 2-dr., $600*; | registrations off due to weather and turn- 
FORD — ‘56 Fairlane (8) station wagon, ' Thursday. Prices are for sale of Jan. 5.)| 4-dr., $575*; Chieftain (6) 2-dr., $475*. | of-year holidays. Sold 41 out of 73. 








If all cars with Rochester Carburetors were painted orange... 
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Rochester gives ’em the gas! Nearly half the new cars 
on the road today are “‘fed’’ by Rochester Carburetors. 
These modern high-compression engines are assured 
of the right mixture of gas and air to deliver top 
performance in every driving situation. Rochester 
Carburetors are rugged and responsive from pickup to 
passing speed . . . in freezing cold or blazing 

heat. They’re dependable, durable and specifically 
designed to feed the world’s finest engines. That’s why 
you'll find Rochester Carburetors on the new 

Cadillac, Buick, Oldsmobile, Pontiac and Chevrolet! 
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‘'Newspaper Tells 
$741,000 Auto 
‘Story to Readers 


JAMESTOWN, N. D.—“In the in- 
terest of a better community,” the 
| Jamestown Sun has devoted a full- 
page to the story of the commu- 
nity’s eight automobile dealers. 

The newspaper reminded James- 
town’s citizens that “sources of in- 
come that mean money in the 
| pockets of . . . Jamestown too often 
| are overlooked and too little appre- 
| ciated.” 

The paper pointed out that the 
| 182 persons in the local automobile 





|industry receive an annual payroll 
of $741,000, or an average of over 
$4,000 per employe per year. 

“Did you know that these 182 
employes ... pay over $26,000 in 
personal property taxes?” asked 
the newspaper. “Yet ... it is re- 
grettable that a good many people 
are being lured to the big cities 
under the fallacious claim .. . that 
you can save $300 to $500...” 


All the employes’ names were 
listed by the newspaper and pic- 
tures of all the dealerships were 
| printed. 










Gearless Auto 
Is Announced 


By Australian 


NORTH SYDNEY, New South 
| Wales, Australia—Jan Cerhan, a 
| tool-maker, says he has invented a 
gearless, clutchless car which could 
be built to sell for about $1,000. 

Cerhan, who applied for patents 
last March, says his design is more 
radical but simpler than the car 
announced recently in London by 
Harry Ferguson. 

The Cerhan car would be oper- 
ated by a hydraulic engine which 
includes a turbine connected to two 
or four wheels without gearbox or 
| differential. The inventor says it 
has fewer moving parts than the 
|Ferguson design, no connecting 
rods or crankshafts in the engine 
and the engine is cheaper, lighter 
and smaller. 

Cerhan hopes to obtain backing 
to manufacture the car in 
Australia. 


‘Free Insurance’ 


Brings Warning 


CHICAGO. — The Chicago Auto- 
mobile Trade Assn. has warned 
dealers that violations of the Illi- 
|nois Insurance ‘Code can result in 
fines up to $500 and prison terms 
up to six months. 

The warning was issued after a 
number of dealers had been called 
for hearings before the Illinois In- 
surance Department for advertising 
“free insurance” in connection with 
the sale of cars. 

Dealers were reminded that the 
Illinois code prohibits “the pay- 
ment or acceptance, directly or in- 
directly, of any rebate of, or part 
of, premiums payable on an insur- 
ance policy; or any policy; or 
agents commissions thereon; or 
other benefits founded or accruing 
thereon.” 


I915 to 1955 


Scottish Boy Makes Good 


With U. S. Autos 


BALTIMORE.—R. Bruce Livie 
arrived here from Scotland in 1915 
as an energetic young man of 17. 
Today he is president and chief 
stockholder of Motor Sales Co. 
(Buick), one of the city’s larger 
automobile retailing firms. 

Livie entered the automobile field 
quite by accident. His first job was 
on the golf links serving as assist- 
ant golf pro in 1919 and there 
he attracted the attention of a 
prominent businessman who per- 
suaded Livie to enter the auto busi- 
ness. 

Livie did and in 1924 he became 
a divisional manager of Peerless 
Motor Car Co. In 1936 he started 
Motor Sales Co. here. 

Livie also has played an impor- 
tant civic role and headed the Balti- 
more Colts season ticket drive in 
1952. He now is vice-president of 
the Colts. 
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«am force to determine where it can be 
strengthened and improved. 

2. Each dealer is being fur- 
nished instructional material to 
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Shortage Called Acute... 


Where Are the Salesmen 


(Continued from Page 1) 


that they thought that their 
dealers had sufficient salesmen. 
Oldsmobile hedged on this ques- 
tion. 
a * = 


Do You Need Salesmen? 


ERE are some of the factory 

replies to the question, “Do 
your dealers have enough sales- 
men?” 

Chevrolet—“Overall, we don’t 
think so. There is a definite short- 
age of trained salesmen. On a 
national basis, the picture is spotty. 
Some dealers have enough. Some 
don’t. However, our supply of 
salesmen is a little better now than 
it was some time ago.” 

Chrysler—A spokesman said 
the factory now is planning an 
intensive recruiting program to 
more than double the size of the 
present retail selling force. 

DeSoto—“DeSoto does not feel 
that its dealers have enough sales- 


* * * 


ORD—“Generally speaking, no. 

The number is insufficient in 
proportion to the volume of pre- 
war sales. Also, more. prospecting 
is done today and, therefore, more 
men are needed.” 

Mercury—George O. Hackett, 
manager of the sales promotion 
and training department, said, 
“No. I don’t belive that any 
Mercury dealer has enough sales- 
men.” 

Nash—John H. McGuckin, sales 
training supervisor, said, “There is 
a definite shortage of salesmen, es- 
pecially good, well-trained sales- 
men.” 

Studebaker—“No. However, we 
have added a substantial number 
of salesmen since introducing our 
1956 cars.” 

Plymouth — “Plymouth division 
does not think dealers have enough 


salesmen.” 
* 


= 7” 
‘We Have Enough,’ 4 Say 

UICK—Glenn D. Wilson, direc- 

tor of merchandising, said “By 

and large, our dealers have suf- 
ficient sales manpower. We've at- 
tracted a lot of salesmen from 
competing dealerships in the last 
few years.” 

Cadillac—“Our dealers have a 
fairly adequate supply of sales- 
men. However, there are never 
enough good salesmen.” 
Lincoln—“We have enough sales- 

men at the moment but we antici- 
pate the need for more salesmen 
as the volume increases.” 
-Packard—Donald R. Stuart, gen- 
eral sales manager, said, “Packard- 
Clipper dealers are having no trou- 
ble getting enough salesmen—but 
salesmen with the proper talent are 
scarce. This is still a hangover 
from the postwar days when cars 
didn’t have to be sold.” 

Oldsmobile — A spokesman de- 

clared, “The sales promotion de- 
partment makes a periodic analy- 
sis of dealers’ sales forces.” 

” * x 


ACH manufacturer also was 

asked, “What is the factory do- 
ing to help its dealers increase 
their sales forces.” 

It was learned that, generally 
speaking, each factory’s field men 
—regional managers, zone mana- 
gers, district managers and as- 
sistants—are charged with the 
responsibility of helping dealers 
maintain their sales forces. 
However, some of the factories 
are going farther than this in help- 
ing dealers recruit salesmen. Here 
are summaries of some of the 


plans: 
Dodge—The factory recently be- 
gan its comprehensive “Better 


Manpower for Greater Sales 

Power” program which is vigor- 

ously pushing in the major markets 

for larger and better trained 

dealers’ sales staffs. 
” * 


How Dodge Plan Works 


QOME of the elements of the pro- 
gram are as follows: 

1. Regional managers, district 
Managers and members of the re- 
tail merchandising manager’s staff 
are visiting every Dodge dealer 
and evaluating the dealer’s sales 


help him find the most competent 
salesmen possible. This material 

includes sample newspaper ads 
and TV and radio commercials 
to help him solicit salesmen. 

3. Each dealer is given salesmen 
application forms and is taught 
how to screen the applicants for 
sales jobs and how to check refer- 
ences. 

* * . 
SPOKESMAN said, “Dodge is 
placing heavy emphasis upon 

attracting NEW men into its re- 
tail sales organization. 

“Dodge sales officials believe 
dealers should add new blood to 
their sales staffs and should at- 
tract not only men who have had 
selling experience in the automo- 
bile field but men who have had 
sales experience in other fields. 

“Results thus far have justified 
this point of view, for officials 
point out that many of the sales- 
men coming into dealerships from 
other fields do so with new and 
fresh ideas, and with an eagerness 
to learn everything they can about 
selling automobiles. 

“Moreover, they are anxious to 
do many of the things which sea- 
soned salesmen will often neglect 


or ignore.” 
* * + 


‘Manpower Analysis Form’ 
Y MEANS of a “sales man- 
power analysis” form, Dodge 

also attempts to help each dealer 

find out if he needs more salesmen. 

This analysis consists simply 
of a tabulation of the number of 
new and used units sold in the 
previous three months. This fig- 
ure is divided by the number of 
salesmen now employed — which 
produces the “average sales per 
man for three months.” 

Then the dealer estimates his 
new and used-car sales for the up- 
coming three months (making 
allowances for a reasonable in- 
crease in sales) and divides this 
number by the “average sales per 
man”—which gives the total num- 
ber of salesmen needed. When the 
dealer subtracts the number of men 
now on his staff from this figure, 
he winds up with the number of 
“additional salesmen needed.” 

a = * 


- A special “Better Manpower 
for Greater Sales Power” book- 
let, Dodge says “Chevrolet didn’t 
beat Ford in 1954 because of a 
vastly superior product. They had 


salesmen who know how to sell—| ,, 


and customers who had been sold. 

“Buick’s phenomenal rise can’t 
be attributed to a superior product 
—but to the fact the buying public 
was exposed to salesmen who knew 
how to sell. 

“This is an ever-changing busi- 
ness—we’re running on a fast 
track and it’s imperative to have 
the best sales force available.” 
The booklet says that salesman- 

ship is playing an increasingly 
greater role because today’s buyer 
is more sophisticated and more 
budget-minded than ever before. 
It adds that a salesman today 
has to be an intelligent, alert, in- 
dustrious businessman who under- 
stands people, who knows how to 
sell them and who must find out 
what motivates a prospect before 


he can sell him. 
* = cd 


Advice for Dealers 
Cares selling to advertis- 

ing, Dodge says, “Advertising 
can, and does create the desire to 
buy, but it can’t sell—it can only 
pre-sell; it can’t answer every ob- 
jection; it can’t qualify, demon- 
strate or close.” 

Each Dodge dealer is urged to 
make these two decisions: 

1. Hire more salesmen. 

2. Weed out dead wood and 
improve the quality of his pres- 
ent staff. 

Taking the salesman’s viewpoint, 
the booklet says, “Any good sales- 
man will want to know how much 
money can he make and what are 
his opportunities for the future. 

“Like all of us he’s selfish. He 
thinks primarily in terms of him- 

self. He wants good pay and an 
equitable compensation plan that 
gives him an incentive to produce. 
- * * 


“H® WANTS to improve himself, 

so he expects sales manage- 
ment to help him become a better 
salesman through personal coun- 
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sel, adequate sales tools and a good 
training program. 

“He wants good working condi- 
tions, a good demonstrator plan, 
and he expects to be treated 
fairly and honestly. 

“He'll look for a dealership with 
a good service department and an 
aggressive used-car operation as 
well as a good new-car operation, 
and he’ll expect his efforts to be 
backed up with adequate stock, 
good facilities, attractive display, 
good public relations, good adver- 
tising and above all — a good 
product. 


* * * 

Recruiting Guides Listed 
— probably isn’t a dealer- 

ship in the country that could 
satisfy a crackerjack salesman on 
all these counts—but let’s face it— 
these are the things he’ll be think- 
ing about while you're selling him 
on you and your dealership.” 

Dealers are urged to analyze 
their operation by answering these 
five questions: 

1. How many salesmen do I 
need? 

2. What kind of salesmen do I 
want? 

3. How and where do I find 
them ? 

4. How do I select the right 
men? 

5. How do I maintain an ade- 
quate sales force? 

* o = 
py urges its dealers to re- 
cruit salesmen with these qual- 
ities: 

1. Physical qualities—“A healthy 
man is a vigorous, aggressive man, 
who can more readily make a good 
impression and influence people. 
He is usually more alert and more 
responsive to direction.” 

2. Mental qualities—“Education 
is one important consideration. 
In today’s market, the more edu- 
cation the better. Attitude also 
enters in. A good salesman should 
have a genuine desire to sell. 
Good judgment, common sense, 
tact and diplomacy are also im- 
portant.” 

3. Moral qualities—“Honesty, sin- 
cerity, loyalty and a consideration 
of others are important moral 
qualities. Others are the ability to 
inspire confidence, a willingness to 
cooperate, stability and aggressive- 
ness.” 


a. * * 
Sources of Salesmen 
MBITION is another quality 
that merits emphasis,” the 
book says, “An ambitious man pos- 
sesses the drive and fire that places 
him above the average man. 

“Ambition is the difference be- 
tween success and mediocrity. An 
ambitious man recognizes the 
worth of a good work plan and 
takes steps to implement the plan 
through the use of everything at 
his command. 

Some of the proven sources of 
good salesmen, according to Dodge, 
are: 

1. From the dealer’s organiza- 
tion—parts men, mechanics, etc. 

2. Men referred by owners. 

3. Salesmen in nonrelated lines. 

4. Former auto salesmen. 

5. Salesmen at other dealerships. 

6. Employment agencies. 

7. Men recommended by pur- 
chasing agents. 

8. Friends of employes. 

9. Returning servicemen. 

* * * 
AT™ the prospective salesmen 
have been recruited, dealers 
are urged to use great care in 
selecting only the right kind of 
men. The following four-step 
selection method is suggested: 
1. Initial interview—This is the 


50 Dealers Form 
Cairo Auto Auction 


CAIRO, Ill. — Fifty franchised 
dealers have formed Cairo Auto 
Auction Co., Inc., it was announced 
by Norman D. Hughes, manager. 

Hughes said auctions will be held 
every Tuesday at 11 am. in the 
firm’s auction hall on Highway 51, 
three miles north of Cairo. 

D. M. Coleman is president of 
the company. Other officers are 
H. W. Grob, vice-president; H. R. 
Johnston, secretary, and R. L. 
Cerney, treasurer. 


first “screening” of applicants in 
which the dealer gets acquainted 
with the applicant, makes him feel 
at ease and has the man talk freely 
— his experience and capabili- 
ties. 


2. Application form — If the 
dealer is impressed by the appli- 
cant, the dealer should have him 
write in detail about his previous 
employment, education, health 
and character references. 


3. Investigation — The dealer 
should check by personal contact 
or by telephone all the statements 
made in the form. More complete 
investigations can be made by pro- 
fessional concerns. 


4. Final interview—This is when 
the new man is usually hired. The 
dealer at this time should explain 
the history and plans of the deal- 
ership, as well as compensation, 
employe benefits, floor hours and 
demonstrator plan. 

*” * * 


Nash Program in Works 


ONCLUDING the booklet is a 
discussion on maintaining an 
adequate sales force. 


Dealers are urged to analyze each 
salesman’s performance monthly 
on the basis of (a) how many cars 
he sold, (b) how much money he 
made for himself, (c) how much 
he made for the dealer (after wash- 
out) and (d) how he rates in re- 
gard to prospecting ability, sales 
presentation, closing attitude and 
appearance and habits. 


Some other factory answers in 
reply to the question, “What is 
your factory doing to increase 
the size of dealers’ sales forces?” 
are as follows: 


Nash—The factory shortly will 
begin a new program to assist 
dealers to hire more salesmen. 
Dealers have been issued a bro- 
chure which lists 50 plans for com- 
pensating salesmen. Each dealer is 
urged to choose the plan which 
best fits his situation. Some time 
ago Nash dealers also were sup- 
plied with a booklet on how to hire 
and maintain an adequate sales 
force. 

Mercury—The factory serves as 
a clearing house on methods used 
by dealers to procure and train 
salesmen. Successful recruiting 
plans of dealers are sought out 
by factory representatives and 
the information is circulated to 
other dealers. 

Said Hackett, “Anyone can be- 
come a good salesman, as long as 
he’s not stupid and will work. But 
there’s a definite need for high- 


caliber people. We want to attract/4 


college people and to show them 
that by selling cars they can reach 
higher earnings much more 
quickly.” 


* 7 * 
Plans of Other Makers 

TUDEBAKER—tThe factory sup- 

plies dealers with brochures on 
how to advertise for salesmen, how 
to interview them and how to de- 
termine if they will make good 
salesmen. 

Hudson—The factory has a man- 
power program which is imple- 
mented largely by the zone man- 
agers and their aides. 

Lincoln—The factory soon will 
provide dealers with a guide, 
suggesting plans for hiring and 
training Lincoln salesmen. 

Ford — District managers are 
counseling dealers on methods of 
expanding their sales forces, where 
necessary. 

Chevrolet—Field forces now are 
consulting with dealers on the 
situation. 

. * * * 
POM ttAC Some time ago the 
factory sent each dealer a book- 
let titled “How to Build a Strong 
Sales Organization.” 

Chrysler—A spokesman said 
the division is embarking on an 
immediate and long-range pro- 
gram “to increase the size and 
efficiency of dealer sales staffs to 
meet competition on all fronts 
and to increase Chrysler’s share 
of the market. 

“Foremost among the immediate 
plans is an intensive retail sales- 
men’s recruiting program which 
seeks to more than double the size 
of the present retail selling force. 
The program involves local and 
regional recruiting and the screen- 
ing, placing and training of new 
men.” 

os 


* * 
Chrysler Drive Detailed 
THER steps which Chrysler 
division has taken or soon will 
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take to expand and improve deal- 
ers’ sales forces are: 

. A plan to triple the number 
of Chrysler demonstrators, 
“spearheaded by a concentrated 
effort by field personnel and sup- 
plemented by a factory incentive 
program.” 

2. Telephone technique schools 
are being conducted for retail 
salesmen by Chrysler retail sales 
managers. 

3. Retail managers now are in 
the field to obtain data for com- 
prehensively indexing and classify- 
ing all retail salesmen and sales 
managers. 





t * * 


4, THE division is attempting to 

* staff completely all regions 
with capable and experienced retail 
managers. They will serve under 
the regional managers. 

5. A perpetual retail-salesmen 
and sales-manager recruiting and 
training program. 

DeSoto—A spokesman declared 
that DeSoto begun “the most in- 
tensive sales training program it 
has ever conducted. 

“Once the dealer has undergone 
the initial course,” the DeSoto 
spokesman said, “he will receive 
additional material each week. 
He will be expected to hold at 
least three meetings each week 
with his sales staff to study and 
discuss the material reaching 
him from the factory each week.” 

Plymouth — An official reported, 

“Plymouth is encouraging its deal- 
ers to increase their sales staffs, 
pointing out to them that a 1954 or 
1955 sales force may not be ade- 
quate to achieve the sales objec- 
tives set for 1956.” 


Obituaries 


Edward B. Fox Jr., 59; 


Oregon Dealer Leader 


PORTLAND, Ore.—Edward B. 
Fox jr., 59, pioneer auto dealer, 
former general manager of the 
Oregon Automobile Dealers Assn. 
and manager of the Portland Auto- 
mobile Dealers Assn., died Jan. 10 
of a heart attack. 

* 





~ 


Ernest Panciera 

WESTERLY, R. I.—Ernest Panciera, 58, 
president of Panciera Motors (Studebaker), 
since 1937, is dead. A lifelong resident of 
Westerly, he had been in the automotive 
business since 3981. a 

Karl Voelz 

COLUMBUS, Ind.—Karl Voelz, Chrysler- 
Plymouth dealer and a director of the 
Automobile Dealers’ Assn. of Indiana, is 
ead. 


- * . 
Elzie Lee 
Ind.—Elzie Lee, president 
died Dec. 19. He 
since 


PLYMOUTH, 
of Liberty Pontiac Sales, 
had been in business in Plymouth 
1940. 

* * * 
Herbert O. Kreuger 

WARSAW, Ind.—Herbert O. Kreuger, 51, 
died Jan. 5 after suffering a heart attack 
in his Lincoln-Mercury dealership here. He 
bought the dealership last October. His 
former home was = Oak. Park, Il. 

* 


Mortimer S. Allen 

WALLA WALLA, Wash.—Mortimer 8. 
Allen, 77, who retired as Portland (Ore.) 
manager of General Motors Acceptance 
Corp. 13 years ago, died at his home here 
Jan. 4 after a heart attack, Mr. Allen 
managed GMAC offices in Atlanta, Chicago 
and New York before being assigned to the 
West Coast. J 


* . 
Arnold F. Sammis 
HUNTINGTON, N. Y.—Arnold F. Sam- 
mis, 74, president of Sammis and Downer 
(Ford) here, died Dec. 28, 1955. Mr. Sam- 
mis, with Halsey Downer, opened the first 
Ford dealership pave # 1006. 


Richard V. Ryerson 
HUNTINGTON, N. Y¥. Vv. 
Ryerson, 82, head of Ryerson Motors, Inc. 
(Buick), here died Jan. 1. Mr. Ryerson 
started his firm here in 1932 after serving 
as an assistant zone manager in New 
York City. . 


* 

Be T. Ke 
BUFFALO.—Benjamin T. Kers , 55, 
used-car manager of Hal Casey Chevrolet, 
Inc., died Jan. é = Morey Hospital. 


Arthur E. Smith 
ALBANY. — Arthur E. Smith, 70, of 
Mechanicville, N. 


years. He 
of the Tri-State , Autgunabtie Dealers Assn. 
William J. McAlister 
PITTSBURGH. — William J. McAlister, 
70, Cadillac distributor from 1910 to 1929, 
died Dec. 22. 2 . 


Ww. E Johnston 
BUFFALO. — Warner E. Johnston, 60, 


eastern Canada zone manager with offices 
in Toronto. In 1949 he returned to Buffale 
and later became a salesman for Brown 


Motor Sales, Inc. 
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Contrast to Problems of Prosperity . . 


You’ve Got It To 
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ugh? 


Then Visit S. Illinois 


(Continued from Page 3) 


certainly did. This year’s model is 
a@ sure seller.” 

“That’s not what I’m talking 
about,” the dealer said, “last year 
I made from $100 to $250 gross 
on my new car sales. This year 
you’ve raised the price just the 
amount I made last year which 
means that I have to sell them 
at invoice because the things are 
too high and I can’t sell any 
higher.” 

This dealer has two repossessions 
on his lot, 60 days old, on which the 
market and asking price is $500 


less than he had to pay to get 


them back with recourse paper. 

Some of his customers have gone 

to St. Louis to buy their cars be- 
cause of the gimmick advertising. 
After trying his best to complete a 
deal with an elderly couple with 
good credit, he lost the deal to a 
St. Louis dealer and the couple 
brought it by to show them what 
they had bought so much cheaper 
than he could sell. 

He looked at the car and he 
looked at the papers and he 
whistled. The man owed a $3,200 
balance on a top car in the line 
with power steering, power brakes 
and a lot of other things, but he 


was driving the cheapest car in 
the line and it did not have power 
steering, power brakes, or any of 
the things called for in the con- 
tract. 

The dealer told the buyer that 
he would give him such a car for 
less money than the balance owed 
and he could give the car back to 
them and lose his trade-in. 

Down through here in the coal 


and ’spar mining towns, and to the| 


Court Orders Dealer | 
To Swap ’55 for ’54 | 
BATON ROUGE, La—An ap- 


peach crop town of Anna when the 
frost don’t get ’em, there is a lot of 
talk about factories which would 
require printing on asbestos paper, 
although the factory men realize 
the serious plight of the area and 
do not press too hard. 

In view of the serious economic 
depression, almost any dealer is 
willing to toss his deal at an over- 
bearing and belligerent factory 


representative. 
* 


* * 


T WOULD be wrong to state that | \ 


no dealers are making money 
although closures have occurred 
and more are coming along with 
boarded up stores. In the prosper- 
ous looking town of West Frank- 
fort, Carp’s, a large department 
store which had been on Main St. 
for 35 years, closed up for good, 
with the statement that they did 
not have enough business to keep 
open and could see no improvement 
in the future. 

One dealer said 
didn’t want his 


if his factory 
deal he would 


|stock one or two cars and con-| beck, 


Back to School— 


Models who told visitors to the Chica- 
go show the highlights of Nash and 
Rambler cars are shown receiving last- 
minute instructions from John W. Rais- 
Nash sales vice-president. Before 


will starve to death before they 
will accept the meager handout o 
food, coal and clothing, as a coms! 
mittee from Rosiclare discovered, 


There are thousands who have 
been thrown out of work at a time 
in their lives when they have sev~ 
eral years to work to qualify for 
union welfare pensions and many 
years to social security, who will 
never work again, because they 
have entered the never-never land 
of the unemployable age. And they 
don’t want a dole—they want work. 

And these constitute the area’s | 
most promising market for new | 
and used cars at the moment. ; 

A leading banker in Harrisburg! 
told Automotive News that all FHA 
loans were being paid on time, and 
that as far as he knew, since they? 
did not handle automotive paper,# 
that most car payments were in 
reasonably good shape, but that the 
price of real estate was going down | 
fast. 

For one accustomed to _ the 
American scene of boom and activ- 


peal court has ruled that Capital | centrate his auto sales effort on|show opened they underwent a two-day/ity here is an area where some 


City Ford Co. here must provide 
a 1955 model car for a customer | 
in an even swap on his 1954 
model, 

According to the court, Capital | 
City offered in an advertisement 
in late 1954 to trade a new 1955 
model for the 1954 purchased on 
an even basis when the ’55s ap- 
peared. The customer, Leland H. 
Johnson, bought a ’54, demanded 
an even swap a few months later 
and went to court when it was | 
refused. 


used cars. 

Other dealers said that service 
was a necessity, come boom or 
bust, and during such a bust 
might be the best bet because a 
lot of people would have to keep 
whatever they had running. 
There would be no point to re- 

porting such a story as this except 


|for the lesson it might have for 


those in prosperous areas to re- 
mind them that in a boom there 
can come bust and that not all 
areas are prosperous. 

There have been several areas 


THE EASIEST WAY 
TO MAKE MONEY 
YOU EVER SAW 
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training course given by Robert J. Mac- 
Culley, assistant sales promotion 
manager. 





officially designated by the federal 
government as depressed areas. 
Southern Illinois is one of the 
largest and there is another in 
West Virginia. So we don’t have 
depressions, just depressed areas. 
One of the congressmen who has 
introduced a bill to give relief to 
Southern Illinois said that the de- 
pressed areas spread “like a 
cancer.” 
* * * 
N° ONE expects any permanent 
relief from any government 
measures. In fact there are people 
back from the main highways who 


Chicago a Drawing Card | 


Despite Early 


small towns have as many as 30) 
|empty houses, where large multi-) 
| stored buildings are empty, for rent’ 
and for sale and forlorn. A 60-unit 
| government housing project that 
|cost half a million dollars sold to 
|a rural mail carrier for 1 percent 
|of the cost and more than 40 units 
are empty. 

A young man went to a new 
job in Wyoming—came back for 
his family and sold his $7,500 
home for $3,000. 

Here there are no shopping cen- 
ters, there are no new homes under 
construction, and here, for those 
who have been going around a 
block five times to find a parking 
space—there are plenty of parking 
spaces. 


Debuts 


(Continued from Page 4) 


effects transformed a drab hall 
into a pleasant setting for the 
23 car and eight truck exhibits. | 

CATA Executive Vice-President 
Edward L. Cleary, show manager,) 
estimated the cost of the show at/| 
$10 million. The exposition hal]l| 
added 180,000 square feet of floor 
space to the 110,000 square feet! 
already available on the main floor| 
of the Amphitheatre. 

Frank Yarnall, NADA president | 
and Chicago Chevrolet dealer, was) 
guest of honor at a CATA luncheon 
Tuesday. Yarnall was given a} 
watch by Ed Schneider, former 
CATA vice-president. 

All the previously unshown pro- 
duction cars promised for the show 
made their debuts—including the 
Rambler hardtop station wagon. 
Plymouth’s Fury sports model got 
its kickoff nationally, while 
Cadillac’s 1955-version Eldorado 
Brougham saw Chicagoans for the 
first time. Ford and Mercury dis- 
played their new four-door hardtops, 
and Chrysler division exhibited its 
300B. 


* * * 


WO new “dream” cars — plus 

General Motors’ fleet of 1955) 
Motorama models in the same vein 
Proved crowd-stoppers. The 
Packard Predictor and Mercury 
XM-Turnpike Cruiser joined the 
GM division “dreams” and the Ford 
Mystere in the futuristic bracket. 

Chrysler Corp.’s “dream” station 
wagon — the new Plainsman — also 
had its coming-out, together with | 
the Chrysler Flight Sweep II. | 

Sharing non-automotive high- 
light interest with the Ford styl- 

ing studio was a modern 26’x 15’ 

living room in the Lincoln exhibit. 

Every material in the fully- 

furnished room was repeated 
nearby in either a Lincoln Capri 
or Premiere. 

The eight truck exhibits included 
the new Willys Jeep Dispatcher, 
GMCs equipped with the division’s 
new air suspension system, the 
Chevrolet Cameo Carrier and the 
new Dodge Town Wagon. 

Two-tone Internationals were 
shown for the first time, and Stude- 
baker’s 1956 Transtar line was 
represented. GMC’s “L’Universelle,” 
introduced at the Motorama last 
year, marked the first “dream” 
truck to make a Chicago appear- 
ance. 

Borg-Warner sponsored a lounge 
in the center of the exposition hall. 





| The Upholstery Leather Group was 


;another supplier exhibitor. 
* * * 


HE hour-long Motorevue filled 
the arena twice daily, with 21 
local “beauty queens” (one for each 
car) repeated as a spectacle feature. 
More than 10,000 truck officials 
and retailers were invited for 
“truck day” last Monday. Each day 
of the show had a special designa- 4 


tion. 
Shows 


(Continued from Page 6) 


exhibits of cars were used in the 
4,000-seat Franklin County Me- 
morial Veterans Building Audi- 
torium where Ted Lewis and his 
orchestra performed twice daily 
during the eight-day show. Each 
Performance featured five cars 
and Lewis presented a one- 
minute introduction of each. 


The Rochester (N. Y.) Automo- | 
bile Dealers Assn. has announced 
that its auto show, which opens 
Jan. 28 and closes Feb. 4, will be 
carried out in a “Hawaii Calls” 
motif. 

* A + 3 

THER shows which started last 

week include Seattle (Jan. 12), © 
McKeesport, Pa., and Loraine, O., 
also (Jan. 12), and St. Louis (Jan. 
14). Four shows will start next 
Saturday (Jan. 21) and three will 
commence next week in San Diego 
(Jan. 25), in Warren, Pa. (Jan. 20) 
and in Rock Island, Ill (Jan. 28). 


In Detroit, final space for the 
Detroit show (Feb. 18-26) has been 
assigned, according to Boyce Tope, 
executive vice-president of the 
sponsoring Detroit Automobile 
Dealers Assn. 


New Power Package 


For Dodge D-500 


DETROIT.—William C. New- 
berg, Dodge president, announced 
Thursday a new, dual runner, 
twin four-barrell intake manifold 
is now available as an alternate 
manifold on the Dodge D-500 en- 
gine. 

The cast dual runner intake 
manifold, with two four-barrel 
carburetors, mounted fore and 
aft, is available as an alternate 
on all D-500 models. 
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(Continued from Page 4) 


royal family, is low—55.5 inches; 
long—216 inches, and wide—80 
inches. 

Its massive tail fins, an Eldo- 
rado trade mark are comple- 
mented by a stainless steel roof 
panel with a brushed chrome 
finish which extends from the 
wrapover windshield to the wide 
rear window. 

The only ornamentation on the 
side panies is a sharply defined 
molding which flows from the for- 
ward edge of the front fender to 
the louvered vertical sash in the 
middle of the rear door. Stainless 
steel fender skirts extend from the 
gash to the rear bumper section. 

The forward-sloping cellular 
grille is flanked by projectile- 









Factories Give 
Total Car Sales 
For Last Year 





announced sales figures for the 
year 1955, together with reports on 
December’s business. 


General Motors 


Retail sales of General Motors 
Corp. passenger cars in the U. S. 
reached an alltime high of 3,766,- 
420 last year, according to Harlow 
H. Curtice, president. 


Curtice also said that used-car 
sales by GM dealers hit a record 
4,867,403 in 1955, and he revealed 
other GM sales records for 1955. 

The new-car total was 136 per- 
cent of 1954 sales. The previous 
record year was 1950, when GM 
dealers in the U. S. sold 2,938,477 
new cars. 

All five GM passenger car divi- 
sions—Chevrolet, Pontiac, Oldsmo- 
bile, Buick and Cadillac—set all- 
time sales records in both new and 
used cars in 1955. 

Curtice disclosed the following 
other GM sales records: 

DecemBer: New-car sales all- 
time high of 305,988, or 108.2 per- 
cent of December, 1954. Used-car 
sales, all-time high of 335,750, or 
110.7 percent of December a year 
ago. 

SECOND HALF-YEAR: New-car sales, 
all-time high of 1,819,626, or 133.3 
percent of the second six months 
of 1954. Used-car sales, 2,356,416, 
or 125.3 percent of the second half 


of 1954. 
Oldsmobile 


Oldsmobile dealers delivered 49,- 
393 new cars during December to 
establish a new record for that 
month, according to J. F. Wolfram, 
general manager. This is 121 per- 
cent of the 40,919 sold during De- 
cember, 1954, the previous record. 

Retail sales for the final 10 days 
of December were 16,344 new cars. 
December sales brought domestic 
retail deliveries for the year 1955 
to 609,612 new cars, an all-time 
record and 148 percent of the 412,- 
431 new cars sold at retail in 1954, 
the previous record. 


DeSoto 
J. B. Wagstaff, sales vice-presi- 
dent, said DeSoto finished 1955 
with 128,094 sales, a 70 percent 
increase over the preceding 12 
months of 1954. This also was 3.6 
percent over the previous alltime 
high of 123,698 unit sales in 1953. 
In December, DeSoto said it sold 
10,580 automobiles. This compares 
with 9,148 in December, 1954. 
Buick 
Buick dealers delivered 59,064 
cars in December, making the total 
retail sales for the year 744,955 
units, a record exceeded only by 
Chevrolet and Ford, says Ivan L. 
Wiles, general manager. 


Cadillac 


— Cadillac’s Decem- 





DETROIT. 


monthly total in history, it was) 


Used in 4 of 5 Motorama Gems... 


GM Dreams Accent Fiber-Glass 


DETROIT.—Manufacturers have} 





‘| tial 


shaped bumpers beneath which 
are located recessed fog lamps. 
* * * 


Chevrolet Impala 


sa = Corvette Impala 
is a two-door, five-passenger 
sedan with a 225-horsepower en- 
gine, a blue fiber-glass body and 
a blue stainless steel top. 

The car is 53.7 inches high and 
is equipped with Power-Glide au- 
tomatic transmission. The upper 
portion of the wrapover windshield 
is tinted to prevent glare. 

Safety advances are evident 
inside the Impala. A padded bar 
of air-foil shape emanates from 
the instrument panel and angles 
upward to flatten into a horizon- 
tal plane the width of the car. 


Instrument controls fit flush with 
the surface of the bar, leaving 
no projections. 

The car also features a speed- 
warning system of 10 circular win- 
dows which span the instrument 
panel and light up progressively 
in more intense shades of red as 
speed is increased. 

* * * 


Oldsmobile Golden Rocket 


LDSMOBILE also turned to 

fiber glass for its Motorama 
model—a gold-colored two-passen- 
ger coupe with aerodynamic styl- 
ing. A 275-horsepower engine 
powers the Golden Rocket. 

An automatic seat control fa- 
cilitates entry and exit in the 


car which is only 49.5 inches 





Not Just a Dream— 


The Eldorado Brougham, Cadillac's dream car at last year's Motorama, is scheduled 
for limited production later in 1956. The four-door hardtop with a wraparound and | 
wrapover windshield will have a factory list price of $8,500, the division says. 


Stock Is Not Miraculous, 
Ford Tells Underwriters 


NEW YORK.—A note of caution 
against expecting “fast and fabu- 
lous financial gains” in Ford Motor 
Co. stock was sounded for poten- 
investors last week by the 
firm’s two top men—President 
Henry Ford II and Chairman 
Ernest R. Breech. 

Both spoke at a two-hour meet- 
ing of more than 1,000 representa- 
tives of firms who will under- 
write the sale of 10,200,000 shares 
of Ford stock set for Wednesday 
(Jan. 18). Maximum suggested 
price per share is $75. 

Ford told the underwriters he 
feared there has been a lot of 
overstatement regarding potential 
value of Ford stock. 

“I think some people are indulg- 
ing in wishful thinking about their 
chances for fast and fabulous 
financial gains,” he said. “...I am 
concerned about the evidence in 
some areas of a naive belief in 
industrial miracles.” 

Breech, in his comments, said, 
“Our company is subject to all 
human frailties and we've got stiff 





Gem Display at Motorama— 


¢ Wearing a million dollars worth of 
ber sales reached the highest | diamonds, and with the famed Hope dia- 


mond on the right, 


Mary Gardiner dis- | 


competition, but we’re not afraid 
to take on anybody.” 


He told the underwriters, “This| 


is no uranium mine.” 

Ford, 
servative comments about the 
need for caution in buying Ford 
stock, said he is “reasonably 
sure” that 1956 will not be as 
good a year for Ford and the 
auto industry as was 1955. 

“It is my personal belief,” he 
said, “that we will have a good 
year in 1956, but I don’t know for 
sure and I don’t think any of my 
colleagues do either.” 

He said that 1955 was the best 
year in history for Ford. 

Ford told the underwriters, . 
I hope you will consider this word 
of caution in your discussions with 
prospective investors, particularly 
the small investor and the new 
investor. We at Ford are not mir- 
acle men but business men.” 


AMC Policy Post, 
Vice-Presidency 
Go to Chapin 


DETROIT.—Roy D. Chapin jr. 
has been elected vice-president and 
treasurer and ne to the 
policy committee 
of American Mo- 
tors Corp. He had 
been treasurer 7 
since May, 1955. 

Chapin, 40, was @ 
an official of % 
Hudson at the 4 
time of the Nash- 
Kelvinator - Hud- | 
son merger early 
in 1954, and be- 
came a director 
and assistant 





R. D. Chapin jr. 
treasurer of, the new company. 
Son of one of the founders of 


Hudson Motor Car Co., Chapin 
started in the Hudson engineering 
department in 1938 as an experi- 


| mental engineer. He subsequently 


worked also in production planning, 


announced last week by J. M.| plays the $2 million jewel collection Buick | accounting, car distribution an d, 


Roche, general sales manager. 


“A record 15,582 sales during|}ama opening 
December climaxed a year in which | (Jan. 19). The jewels, from the collection| department as a district manager, | 
include a 42-corat| later was made regional manager, | 


Cadillac sold 152,583 automobiles, 


will show at the General Motors Motor- 
in New York Thursday 


of Harry Winston, 


sales administration, 


In 1945, he joined the sales) 


| surpassing the previous yearly mark | diamond and a 127-carat diamond pen-|.assistant zone manager and special | 


established in 1954 by 28 percent,” | 
said Roche. 





dant, plus a $225,000 diamond 
land a $72,000 bracelet. 


ring | representative. 





He was named| 
assistant sales manager in 1952. 


in bolstering his con- | 
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high. As either door is opened, 
the roof panel on that side 
raises and the seat lifts and 
swings outward. 

A special steering wheel is an- 
other interesting feature of the 
Golden Rocket. When two buttons 
are depressed simultaneously on 
either side of the wheel, it folds 
under, giving ample room for the 
driver to be seated. The locations 
of the buttons prevent accidental 
release of the wheel. 


The car’s front wheels are) 


housed in “twin torpedo” pontoons 
flanking an aircraft-type nacelle 
housing the engine. Side running 
lights are located on dorsal fin 
projections on each side at the 
rear of the passenger compart- 
ment. 
* * + 


Pontiac Club de Mer 
ONTIAC’S Club de Mer has two 


distinctions among the Motor-| 


ama dream cars. It has the only 


non-fiber-glass body and is the only | 


open sports car. The body is ano-| 
dized brushed aluminum. 

The 300-horsepower model has 
a standard transmission with the 
unit located behind the passen- 
ger compartment where it con- 
nects with a special- -type rear 


Power-Sweep Wiper 
Shown at Motorama 


ROCHESTER, N. Y.—The Power- 
Sweep electric windshield wiper for 
cleaning around the corners of 
panoramic windshields is a featured 
option on this year’s Chevrolets 
and Pontiacs on display at GM’s 
Motorama. 

Designed and built by the Delco 
Appliance division of GM, the 
Power-Sweep wiper reportedly 
cleans a substantially greater wind- 
shield area and provides constant 
wiper action while accelerating or 
going up hills. 





suspension. The rear positioning 
is said to allow more leg room 
for driver and passenger. 


The Club de Mer’s body is blue 
}and the interior is red leather. A 
| striking exterior feature is the 
dorsal fin which flashes up from 
the deck surface. 


At the nose of the car is a 
| chrome- lined air-intake aperture 
|which half engulfs the lower sec- 
tion of the front end. Highway 
and parking lights are placed to- 
| gether, one over the other. When 
|not in use, the lamp unit revolves 
Jand disappears into the body. 














A BOX OF FLORIDA 


GIVEN YOU IN 1955. 


Your customers will appreciate it 


Never underestimate the value 
of sentiment in business 
relationships. It 
can go a long, 
long way. 










i 
} 
i 


Prepaid Express “—~< 
East of Mississippi 
River. West, add 10%. 

Canadian shipments, add 10% 






and Ontario. 





finest eating orange.” First there 


good. 





EASY TO ORDER 


Have your secretary type list ... 





industry. 






WE'VE SERVED SOME OF THE 
THROUGHOUT THE U. S. AND 
YEARS. 


Your Account Is 


P. O. BOX 67 





HERE'S A GOOD START FOR 


BETTER BUSINESS IN 1956 


THANK YOUR CUSTOMERS NOW WITH 


_ RIPENED TEMPLE ORANGES, FOR BUSINESS 


It is a nice and thoughtful thing to do. Best of all it works two ways. 


continued good relations and even better business in 1956. 


The Cost Is Small—The Results Can Be Big. Very Big! 


to express and 80c manifest and 
brokerage feés to province of Quebec 


Send Them a Box of Florida Indian River Temple 
Oranges and Treat Yourself to a Temple. 
Then you'll know why the TEMPLE is acclaimed as the “world’s 


a Temple. The skin zips off just like a tangerine—the segments fall 
apart—you plump one in your mouth. Then you get a thrill as the 
rich, sweet, aromatic flavor stimulates your taste buds—a flavor you 
will never forget because there’s nothing in the world that tastes so 


Unfortunately, only about one out of 50 oranges grown in Florida 
is a Temple. This makes Temples a rare treat that few people know 
about. Also, the season is short—generally January through March. 
So, don’t miss an opportunity to order Temples for yourself and 
friends now and throughout the season. 


“For remittance with order 2% cash discount." 






. tell us who, where, and how many. 
Furnish your cards as donor. Leave the rest to us. Shipped direct 
from grove by prepaid fast express. . . 
Unconditionally guaranteed. Open account to rated firms and 


CHARLIE D. VARNER 


PECKENPAUGH GROVES 









INDIAN RIVER TREE- 









and you'll find it mighty helpful in 





















TKI—45 Lbs. 


$6.95 


Delivered 








is the ease with which you can peel 





















Tree Ripe and Tree Fresh. 











WORLD'S BIGGEST INDUSTRIES 
CANADA FOR MORE THAN 30 
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Walters Opens in Atlanta 


Fred Walters Oldsmobile has 
opened an outlet in Atlanta with a 
temporary sales office at 2953 
Peachtree Rd., N. E., and a sales 
and service office 3163 Roswell Rd. 





Quick Change 


Dealer License Plate Holder 


Guaranteed 





Safe, fast and easy to use. 
Holds license plate secure to 
slotted bumper, plain and 
channel brackets. 

$1.00 per set of 4 


L. J. HOWARD 


2154 9th Street Akron 14, Ohio 
(JOBBERS WANTED) 


= Set Valve 
= Clearance 


en 


Sp Every Time with 






New Technique 
100% Accurate 


Now you can set valve 
clearance on most OHV 
gasoline and diesel 
truck engines uniform- 
ly and with micrometer 
accuracy instead of de- 
pending upon individ- 
ual “feel’’. 


Check these 
VALVE-GAPPER 
advantages: 

@ Reduces Valve Adjust- 
ment time as much as 
50%. 

@ Eliminate Inoccuracies 
of Individuol ‘‘Feel’’. 

@ No Change in Adjust- 
ment Procedure; ONLY 
Method of Measure- 
ment Differs. 

@ Servicemon con ‘SEE’ Clearance on Diol Indi- 
cator BEFORE, DURING and AFTER adjustment. 

@ Both Hands FREE to Use Adjusting Tools. 

@ instantly Spot Defective Hydraulic Lifters, 
““See’’ the condition of lifters... show cor 
owners which valves are sticking and noisy . . . 
Use the VALVE-GAPPER to free sticking lifters. 

@ Reduce ‘Service Comebocks’’ with the VALVE- 
GAPPER. 









available to fit almost 
every “OHV passenger car = 
truck gasoline engine . -- = 
models to fit GM, Cummins o : 
other Diesel engines. Ask 7 
jobber for the model best sui 
to your needs. 











Service man always 
hes both hands free 
te use adjusting tools 
—he can ‘‘see"’ exact 
clearance before, dur- 
ing and ofter odjust- 
ment. 





| PAG MANUFACTURING CO. Dept. SA _ 
i N. E. Russell Street, 


| Please send me Voive-Gapper literature ond prices. 
i Firm Nome. 
Your Nome. 
! 
el ctapeeiciinctememeent OR Rm OGOS. 





| Engines Serviced: 

1 D)PassengerCor + — [)Diese! 

; (Ges Truck CGes Industrial 
0 My Jobber is: ——__— 


| were unveiled 
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SAE Scans Many New Advances... 





2-Car Setups, More Comfort Seen 


(Continued from Page 1) 
| effort to keep pace with advances 
in safety and performance. 

3. Executives participating in an 
automation skit predicted that 
automated plant operations would 
evolve slowly, but warned that the 
new process is neither a job-elimi- 
nator nor a cost-cutter to the 
degree described by some sources. 


4. A special survey report issued 
| by Aluminum Co. of America said 
|that use of aluminum in cars 
| increased an average of 18 percent 
|in 1956 models. Color possibilities 
| and the lighter weight of aluminum 
should bolster this trend, officials 


said. 


* * * 


EORGE A. DELANEY, Pontiac 

division chief engineer, took 
office as the 1956 president of SAE. 
The annual SAE 
Horning memorial 
award was given 
to Bernard M. 
|Sturgis, assistant 
director of the 
duPont petroleum 
laboratory, for a 
paper on mutual 
fuel and engine 
adaptation. 

Several new 
developments 





B, M. Sturgis 
during the week-long convention. 
These included a new Chevrolet 
truck automatic transmission (see 
story on Page 8), a Stewart- 
Warner centralized vehicle lubri- 
cation system and an Ethyl Corp. 
“crank angle-time recorder” for 
testing combustion in gas engines. 

Speaking of “The Next Decade 
and the Automobile,” the Michigan 

U. panelists touched upon probable 

developments in auto engines, chas- 

sis and bodies. 

Because today’s cars are too small 
for vacation-leisure time transpor- 
tation of larger families and too 








large for everyday shopping and 
commuting, multiple-car ownership | 
will be mandatory in the future, 
reported Aarre K. Lahti, associate 
professor of design. 

“The cruiser car will be longer 
and wider than present station 
wagons, capable of carrying a large 
family with its vacation gear,” he 
said. “It probably will be driven by 
a 200-horsepower gas turbine en- 
gine, a new lightweight powerplant| 
with many advantages over today’s} 
piston engines.” 

Charles Lipson, lecturer in| 
mechanical engineering, spoke of a} 
similar “highway cruiser” that 
would be large, luxurious and safe 
for speedy intercity travel. Its 
greater speed, Lipson said, might 
necessitate body fins to reduce 
problems in stability and steering. 

* * 





* 


| eng —ea of plentiful electricity 
in the future from atom and 
solar power plants suggests that 
the commuting-shopping- car be 
driven by electricity, Lahti noted. 


Allen Sells 40,000 Units, 
Half of Them New 


NEW YORK.—Chevrolet Dealer 
Don Allen has reported a 1955 
sales total of 40,350 cars and 
trucks for his dealership network, 
which now reaches 10 cities. In- 
cluded were 20,016 new cars and 
trucks and 20,334 used units. 

“I am beginning my 20th year 
as a Chevrolet dealer,” he said, 
“And I intend to break my own 
sales record by selling 50,000 units 
in 1956.” 

During 1955, Don Allen acquired 
new dealerships in Charlotte, N. 
C., New Castle, Pa., and Engle- 
wood, N. J., in addition to the 
dealerships he operates in New 
York, Buffalo, Albany, Pittsburgh, 
Wilmington, Del, Miami and 
Stuart, Fla. 











Aluminum to the Front— 


Increasing use of aluminum for car grilles was reported at SAE convention by 
Aluminum Co. of America. Small grille is center of 1956 Plymouth’s front end, while 


large grille is found on DeSotos. 


Cadillac also has aluminum grille, and Packard 


used gold aluminum screen behind its grille. 





A Look at Centralized Lubing— 


Stewart-Warner's new centralized lubrication system, unveiled at SAE meeting,| later became general manager.) were used in ’55 cars, the Institute 


He calculated that the car would 
be only about nine feet in length. 


“The large used car is not the 
solution for fulfilling the second car 
needs; this second car must be eco- 
nomical, small, quiet, smog and 
trouble-free,” Lahti said. 

“This .car need not have a cruis- 
ing range of more than 35 miles a 
day, a cruising speed of 25 miles 


}an hour and a top speed of 35. 


Its capacity need not exceed that 
of two adults and a child, plus 
sufficient space for purchases and 
family-rearing equipment.” 

The gas turbine holds promise 
of competing with the reciprocat- 
ing engine on a weight, size and 
economy basis, reported Profes- 
sors of Mechanical Engineering 
Frank L. Schwartz and Edward 
T. Vincent. This engine could 
provide the automobile with a 
new sensation, one of “extreme 


tion,” they said. 

Engineers in an SAE symposium 
said that cooling fans must be 
made quieter, more efficient and 


ature needs regardless of engine 
or vehicle speeds. 


GMC Truck and Coach. He proposed 
use of belt-driven variable-pitch 
fans reporting that this design 
assures faster engine warm-up, sat- 


smoothness and rapid accelera- | 


Fans are absorbing too much| 
horsepower, said D. F. Lemaux, of} 


bearings each time the engine is 
started. 


* 


. system consists of a vacuum 
operated pump from which tub- 
ing carries lubricant to a positive 
displacement measuring valve lo- 
cated at every bearing. A single 
|line terminating system, it is 
energized whenever the ignition of 
| the car is turned on and the engine 
is started. 

General Manager Harold E. 
Churchill said the Studebaker engi- 
|neering research group. will 
| accelerate the de- 
| velopment of com- 
|fort equipment 
during 1956. 

In a state- 
ment geared to 
the Chicago 
Auto Show and 
the SAE con- 
clave, Churchill 
said that rapid 
progress in the 
low-priced field 
can be expected 
in the areas of suspension, brakes, 
differential and rear end trans- 
mission in the near future. 

“Some of the comfort develop- 
ments now appearing on luxury 
cars where cost is not as important 


* * 





H. E. Churchill 





|a factor point the direction,” he 
| said. 
automatically adjustable to temper-| suspension and electronic pushbut- 
ton transmission control.” 


“Examples are torsion bar 


* * * 


T A PRESS conference held 
in conjunction with the SAE 
meeting, Aluminum Co. of America 
executives forecast that the next 
major aluminum penetration in auto 


|equipment would consist of an 


f 


|at speeds above 20 miles an hour, 





|isfactory stabilizes water tempera-| sjyminum-finned radiator with 


tures and reduces fuel consumption | brass tubing. 


by 3 to 10 percent. | An all-aluminum radiator is two 
ae to five years away, according to 

A. REYNOLDS, of mnevines Harry L. Smith jr., Alcoa market 

© Radiator division, reported that| research vice-president. Alumi- 
while present fans are satisfactory; num car roofs, as well as addi- 
| tional aluminum grillework and 

trim, were forecast as body 


they are otherwise marginal, too 
components where development 


noisy and absorb too much power. I r [ n 
He estimated the power loss caused| for use in vehicle production is 
by oon a - » 15 percent of _— being eee a 
power developed. A special survey prepare y 
: Engineering difficulties involved| Alcoa found that aluminum usage 
in designing and building satisfac-|in the average car climbed from 
iain x Dens ie end natel te b woes en 
antin, of Ford. He recommended | mode on 
development of light, compact fans| model. Cadillac, DeSoto, Packard 
driven by air, electricity or hydrau-| and Plymouth made the biggest 
lic fluid which would operate easily | gains in aluminum use this year. 
and quietly and would not only| 7 
maintain engine temperatures at PEAKING at the SAE dinner, 
desired levels, but absorb far an Army Secretary Wilber M. 
horsepower. Brucker told the Society that mo- 
Development of new, low- | bility is an important key to an 
pressure tires which enable a | army’s striking power and that 
motor vehicle to travel over vir- bag a —, for - 
tually any passable terrain was | U.S. Army in e air and on e 
described by C. J. Ford and L. U. | ground a i challenging problem 
G. Nilsson, of Goodyear. They said | for the : 
that Goodyear has been develop- He said a reduction in the weight 
ing for three years a “Rolligon” |of all equipment would be a vital 
tire which is large, soft and exerts | aid in increasing mobility. He 
ground bearing pressures of only | referred to SAE as “the heart of 
three to 15 pounds per square (the auto industry.” 
inch. | At a press-conference, Brucker 
They explained that the device! indicated that defense contracts 
virtually combines tire and wheel,} for the auto industry would be 
provides much more shock absorp-| about the same in the 1956-57 
tion and springing than conven-| budget as in fiscal 1955-56. There 
tional tires and permits substantial! was a “slight cutback” in 1955-56 
weight reduction in vehicles. expenditures, he admitted. 
Stewart-Warner said that its new| Asked how much time industry 
centralized lubrication system auto-| would have to convert to allout war 
matically delivers a controlled, eo 7 —“~ of oa 
measured amount of lubricant to| world war, he said it wou e 
as many as 30 lubrication points or| appreciably less than in World War 
II. The full changeover took about 
18 months then. 
B. B. Bachman, Autocar director 
of engineering, was renamed SAE 


Saunders Named 
| treasurer. Vice-presidents from auto 


Nash Sales Aide : ' 
companies are as follows: A. L. 


DETROIT.—Nash has promoted| Pomeroy, Thompson Products; K. 
M. A. (Jerry) Saunders, former! KE. Coppock, Fisher Body; W. E. 
eastern division sales manager, to) Jominy, Chrysler Corp.; Leonard 
assistant sales| Raymond, Socony Mobil Oil; P. C. 
manager. Ackerman, Chrysler Corp.; E. H. 

John W. Rais-| Kelley, Chevrolet, and F. R. Nail, 
beck, Nash sales| Mack. 
vice-president,! SAE councilors include: T. L. 
said, “The promo-| Preble, Tide Water; F. P. Zimmerli, 
tion of Mr. Saund-)| Associated Spring, and M. C. 
ers to the newly) Horine, Mack. 
created position * ¢ ; 
is part of Nash ° i. 
Mators’ aggres., Zine Use in ’56 Cars 


sive sales pro-| Rises 10-15 Percent 
es gram, which is) NEW YORK. — The American 
M.A. Saunders § geared to the Zine Institute reported last week 
selling of 157,000 cars this year.”|that 1956 model cars are using 10 
Saunders entered the auto busi-|to 15 percent more zinc than 1955 
ness as secretary-treasurer of a/ models. 
Pittsburgh dealership in 1938 and} Fifty pounds of zinc die castings 











efron !|is depicted here. From underside of car, typical installation is shown with header| After the war, he was named zone) said. The auto industry is said to 


blocks, tubing and valves at each bearing. Central part of the system is a vacuum-|Manager of another car company.|take more than 60 percent of all 


operated pump. 


| 


He joined Nash a year ago. zine die castings. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 





Week Week January, Jan. 1 dan. 1 
Ended Same Ended 1956, To To 
dan. 14, Week, Jan. 7, To Jan. 15, Jan. 14, 
1956 1955** 1956* Date 1955** 1956 
AMERICAN MOTORS _ 3,700 1,785 3,297 6,997 2,380 6,997 
BED. -csechuscivsveseverccnsorie 1,200 797 1,037 2,237 929 2,237 
EE aberictrsiksksaveoutunseseien 2,500 988 2,260 4,760 1,451 4,760 
CHRYSLER CORP. .... 28,376 29,993 22,096 50,472 60,499 50,472 
NE aysiu dierevintvedcinews 3,875 3,979 2,632 6,507 8,346 6,507 
SED. | sessepsvsssnivinveesnives 3,007 3,161 2,370 5,377 6,351 5,377 
_. Se 5,700 7,609 4,332 10,032 15,888 10,032 
re 15,794 15,244 12,762 28,556 29,914 28,556 
FORD MOTOR .............. 38,300 41,669 31,427 69,727 84,286 
Continental .................. EP. smaprevined 72 a 
NIRA Gos Didtscscuietvervindeesiv= . 82,000 34,473 24,497 56,497 68,254 56,497 
EN, Ie cotecicseswctevevecsetie 1,200 697 901 2,101 1,282 2,101 
RE cies suns chnvixsvevers 5,000 6,499 5,957 10,957 14,750 10,957 
GENERAL MOTORS .. 77,955 78,193 64,763 142,718 151,465 142,718 
SE Binsteriincctitentides 16,430 14,289 14,142 30,572 28,077 30,572 
NII Sadeiivss i racasbassssones 3,360 3,861 2,710 6,070 7,054 6,070 
ONG iheicssedscecxvenss 36,900 36,829 30,013 66,913 71,793 66,913 
Oldsmobile _.................. 11,925 11,530 10,118 22,043 21,834 22,043 
IS sudbins cocvestosess savin 9,340 11,684 7,730 17,120 22,707 17,120 
PE e. ivovstceissscessoscies 4,850 3,215 3,670 8,520 7,991 8,520 
RENEE ci-cicvsesavessieols cea 1,050 1,069 696 1,746 1,766 1,746 
Studebaker .................. 3,800 2,146 2,974 6,774 6,225 6,774 
Total Cars, U.S. ........ 153,181 155,109 125,253 278,434 307,127 278,434 
*Revised 


**Totals for 1955 include Kaiser-Willys production. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 





























'650,000 Likely This Month . . . 





Car Production Tops 
Average 1955 Week 


(Continued from Page 1) 


32,000 assemblies, but Mercury, not 
back into full operations until 
Wednesday at Metuchen, was 


forced to hold output to 5,000 
units last week, a decrease of 
nearly 1,000 units from the previ- 
ous week, when the division worked 
only four days. 

Mercury, under its reduced pro- 
duction program, was scheduled to 


69,727 | produce in the neighborhood of 
172|1,100 units a day. 


* * * 


INCOLN division, working on a 
goal of 6,683 cars this month, 
scheduled 1,200 assemblies last 
week. If January’s goal is attained, 
it will set a new high for monthly 
assemblies by the division. Lin- 
coln’s previous record-setter was 





Sales Heading 
For Jan. Record 


Early ’56 Turnover 
Flaunts Cassandras 
(Continued from Page 1) 


based on field reports, this month 
should top that figure by approxi- 
mately 5 percent. 


May, 
built. 

Continental division, also mov- 
ing along at a record-breaking 
pace, turned out 100 cars last 
week, highest weekly attainment 
by the division since it started 
building cars last June. If Con- 
tinental continues its scheduled 
20-car-a-day pace through the 
remainder of January, it also 
will set a new high of 360 cars 
in one month. Current high for 
the division was December's 336 
units. 


General Motors, despite the 
fact that it was producing at a 
slightly slower pace than during 
the same week a year ago, actually 
turned out more cars last week 
than it did during the average 
week of the record-shattering year 
of 1955. 


1953, when 6,542 cars were 


* * * 


M, WITH its Chevrolet, Buick 

and Oldsmobile divisions pro- 
ducing more cars than they did 
during the same week of ’55, turned 
out 77,955 cars last week, as com- 
pared with 76,730 during its aver- 
age week of 1955. 

A breakdown of assemblies by 
the corporation’s five divisions 
showed Chevrolet with 36,900 
cars last week, as compared with 
36,829 the same week a year ago; 
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28,376 cars last week was approxi- 
mately 1,600 units short of the 
number turned out during the same 
week a year ago, but was 8.3 per- 
cent above the average week 
of 1955, when 26,189 cars were 
assembled. 
* * + 

Paw was the only divi- 

sion to show an increase over 
the same week of '55, producing 
15,794 cars last week, as compared 
with 15,244 last year, while Dodge 
turned out 5,700 units, as compared 
with 7,609 a year ago. DeSoto pro- 
duced 3,007, as against 2,370, and 
Chrysler division assembled 3,875, 
as compared with 3,979. 

Studebaker - Packard, with its 
Studebaker division turning out 
cars at a 75 percent faster pace 
than during its average week of 
1955, assembled 4,850 cars last 
week. Studebaker turned out 
3,800 units last week, as com- 
pared with 2,146 during the same 
week a year ago and 2,160 in the 
average week of ’55. 

Packard assembled 1,050 cars 
last week—about on par with the 
1,069 produced in the same week 
of ’55, but well under the 1,340 
turned out during the average 
week of last year. 

American Motors also was as- 
sembling cars at a much faster 
pace than it did in ’55. Nash 
turned out 2,500 cars lasi week, as 
compared with 988 a year ago, and 
Hudson turned out 1,200, as com- 
pared with 797. 

Truck production jumped to 
25,955 units last week, a decided 
upturn from the 22,200 trucks 
turned out during the same week 
a year ago, and well ahead of 
the 23,905 units assembled during 
the average week of last year. 

Canadian car-truck assemblies 














Week Week January, Jan.1 Jan. 1 Last year’s January total was an ere ee ‘Ol ee totaled 6,345 last week—a 1,300 
Ended Same Ended 1956, To To a relatively modest 440,024 new- , ye ago; unit jump from the previous week’s 
Jan. 14, Week, Jan. 7, To Jan. 15, Jan. 14, ; with 11,925, as compared with |5 037 assemblies, but well under 
e . * 55° 1956 car registrations. In 1955, however, ; , lies, 
we a rte a a sales gathered headw: uickly, | 11,530; Cadillac with 3,360, as | the 7,018 vehicles turned out dur- 
CHEVROLET ................. 8,600 6,070 6,158 14,758 11,622 14,758 mnehig aenead to 474,504 & ree | against 3,861, and Pontiac with |ing the same week a year ago. 
DIAMOND T .................. 100 88 83 183 116 183} puary before leaping to 636,534 in | 94% 8 compared with 11,684. |The Canadian 1956 totals reflect 
ES 100 60 80 180 120 180| March. For an unbroken stretch | Crysler Corp.’s production of! the continued strike of GM plants. 
II ins tiissncegscbncaiccieious 1,700 1,934 1,174 2,874 3,691 2,874| of seven months registrations 
es sdaceccsniotoiiee 7,120 7,903 «5,291 «12,411 =:14,968 = 12,411 ee the fabulous 600,000 And Still Growing . . . 
| Rp ofa cehcdiravida) yates ce eons 2,100 1,322 1,633 3,733 2,629 3,733 In spite of the encouraging vol- Sonne 
i INTERNATIONAL ...... 3,290 2,156 2,690 5,980 3,933 5,980 ume, dealers are faced with two "56 sO k Sh d 807 000 
SN ce Sl sicnatinsdisine 350 198 285 635 381 635| depressing factors. Of foremost OCcKS ade 5 
I chcoatesscssaciaeg sss ieonksoke 70 87 39 109 193 109| importance are profits, which have 
been flirting with the vanishing (Continued from Page 1) 
t — = a a pd = on point in alarming fashion. efforts to build cars in close | workers and on the vast parts- 
WHITE ote ne ee eeenseeeesseesseeeeneee 350 230 5 A year ago, while there was a oat tio red ket “ a , li b J Pp 
EE Sentincsciceices 1,725 1,65 «1,176 2,901 2,818 2,901) certain amount of discounting, "Gvorneavy stocks carry with| ss 
} MISCELLANEOUS ...... $0 see % 16 221 165 ie 7S po = = % —— them the threat of plant shut- = powerful labor unions would 
19,266 45,221 42,060 45,221| when the record for January was 20W"S, @ move that would put the © use their influence to avert or 
Total Trucks, U.S. .... 25,955 22,200 mi . , , cstabliche’, fel aacduup wen o> economic pinch on _ industrial) moderate any large-scale layoffs. 
a ined In towtaaee a Sy 
aaa diya 179,136 177,309 144,519 323,655 349,187 323,655 > ae New-Car Stocks = °°; hey irameectiy Gar ac 
Total C Trucks. a ae 5 id MAY dealers report that this In Field, In Transit |dark as to car makers’ future 
0 ars, , _" ss ee year, in order to move cars at (Compiled by Automotive News) requirements. Large new-car in- 
PI hsp tovccanacimans 6,345 7,018 5,03 11,382 noway  110«! the rate they have established, they Dealers | Ventories always make the sup- 
ee have been forced to discount at Cars Cars In Total | pliers nervous. 
Grand Total, rates comparable to cleanup deals tn Transit Potential | : 
Many dealers indicate that 
ane ae See, of last fall. codies Suchet ouien ‘a | they will continue to be suspi- 
U. S. and Canada....185,481 184,327 149,556 335,037 362,412 335,037 The second problem dealers jan. 1,50... 251,754 188,500 440,254 cious of factory motives. Here is 
; - —_______________—| now enscumter is Ged to Dulging — i. a ae eee eae how some dealers answered a 
*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel| stocks. As of Jan. 1, according to Sept. 1” 50... 239/642 160.400 400.042| query as to whether makers 
Drive, Sterling, ete. Automotive News estimates, deal- jan. 1) '51.. 305,888 89,900 404,788| were stepping up pressure in 
N.B.: All U. S. totals include cars and trucks for military orders. ers had a potential inventory of nae. 1, =a ; 400,568 128.600 545,068 their quest for sales: 
; 807,825 new cars. —~ Fi ’ 283° 7 "202 “Yes, with an attitude of being 
,, | Sept. 1, °51.... 283,402 86,800 370,202 
Mi © W Pr, sure . year ago, ee i. Year's Jan. 1, °52... 224,968 31,000 255,968 | helpful.” 
ML) iii- ay were a bare 362,381. To open Feb. 1, '52.... 198,76 / , “Not yet—the GM investigation 
un u age es u the record January in 1951, dealers — i’ os. ‘ 313-301 S3'ee0 206301 | has taken the heat off all dealers.” 
2 ~— 404,788 new ae on —_. May 1, “ss 251,674 $8,900 339.674 | “Since the hearings, pressure has 
Mounting for Dealers _qWith new-car assembly lines still June 1. Mi: faziae Tague 308438 Iesgened.” 
; : Aug. 1, 52... 162,086 12,000 174,086 | 7 +4 
this stockpile, dealers face a CON- sept. 1,52... 149,091 77,000 += 226,091 | “YES. Now demanding definite 
(Continued from Page 6) tinued squeeze for sales volume. Oct. 1, "52... 233, 89,000 322,556 commitments as to sales re- 
i lected a UAW internaticnal vice- | plemental unemployment benefit Se na 1 = aor 4 ie quired to do our ‘share of the job.’” 
president. He replaces John Liv-| plan.” N* ~~» ~ — ome —_~ Jan. 1,53... 291,671 $3,300 374,971 | “Some pressure, but factories 
: : : 2 : 3 as been the softening in| Feb. 1, ’53.... 324,835 86.600 y are killing dealers with kindness 
| director ‘of organization of ‘the| tional Labor Relations ‘Board| tradein values. According to Avvo-| Mar. 1°55 $05 $368 Sistas | since the hearings in. Wash- 
: AFL-CIO. — hearing was held last week to| MOTIVE News’ index of wholesale) yay 1°53. 490,381 97,700 588,081 ington.” 
i T bl head thi in the inquire into the charges of Valley prices—the barometer of the used- — oo SS aan “Factories don’t give aoa 
eee, oe oo car market—average values dipped| “my 4, , , . about dealer problems, just so they 
. i dicted last Motor Co. (Ford), of Salem, Ore., | Aus. 1, ’53.... 517,119 82,200 599,319 ;, is 
| Steel industry was predicted last | | inst Lodge 1506 of the Machin-| *!4 last week to $863. | Sept. 1,°53... 514.569 74,500 +—«589,069| can keep up production. 
' week by The Exchange, official ieee Union Only ‘’51s escaped the down- | Oct. 1, 53... 519,037 60,900 579,937 “Gradually increasing.” 
; publication of the New York | The company has claimed that = trend by advancing $7 to io . = - - os ss _ 
+ Steck Exchange. i iolated 1 ; | Jan. 1,54... 428,125 36,600 464,725 ° oe 
Said the ea “Steel labor’s a a eee te ieee. ote Losses on the wholesale market} Feb. : — prying oa ies D rier Tr aining 
demands will be spearheaded by a|half of a union shop demand even| Were a8 follows: '49s, down $3 to i 1°54. 541.911 64.000 605.911 E d b B ff | 
| request for a liberal supplemental|though Valley Motor employes| $171; ‘50s, down $3 to te May 1, '54.. 538,775 68,500 607,275 ye Y ulrato 
unemployment benefit plan. There| voted 26 to 5 against being repre- down $3 to $452; '56s, down $ - June 1, '54.... oes = pongo BUFF The Buffalo Auto- 
will be some sharp skirmishes. The | sented by the union. $2,276; '54s, down $14 to $1,078; '53s,| duly 1. (Bt ee ess «= «B7.000 447,854 JFFALO. — The Oo ae 
dd bout 60-40 for a Attorneys for both sides cited |do0wn $22 to $723, and ’55s, down Sept. 1, 54. 355.654 50.400 406.054; Mobile Dealers Assn. is working 
poe be cage nang cme, i : $63 to $1,644 | Oct. 1, '54.... 267,469 29,000  296,469| with the Buffalo board of education 
strike in July. Some tough-minded| labor precedents, but both sides ae 7 | Nov. 1, 54... 120,107 37,500 157,607 and dealer groups to secure 20 cars 
steel officials will holler to high| agreed that the specific points at Dec. 1°54... 203,453 61700 265.183 +, put into driver-training service 
Pnetaeer ek. tee tente eee om a: NLBB Renee = Michigan Hotrods Jan. 1, (55... 393-08; «so Seciee 462673 | in the various Buffalo high schools 
Senn | POTIONS ecisions. E | Heb. 2, °S6.... 373,573 ee os 
Company witnesses claimed that} Go in Showcase | Saas. 3. ee. ee  (Saaes | ee 2 
Merchants Elect Horgan when the new Valley Motor Co. DETROIT. — The cream of May 1, 55... 660,341 102,700 763,041 agen years ago Batiate mataeees 
NEW YORK.—Ralph T. Horgan|was organized in May, 1954, the Michigan’s hotrods, custom cars '~ 1, = —_ ae ose suc lod een oe ont Gensel it 
(Ford) has been elected president; founders, Les Davis and Peter) and sports cars will be displayed | 4 4 1’ °55. . 795.447 71.500 806.947 a = ed bem P 
of the Broadway Assn., Inc., here| Bennison, did not take over the| Jan. 20-22 in the State Fair Coli- | Sept. 1. °55... 675,964 Sa | (eae Th deal \ssociations said it 
by the group’s board of directors.| former employer’s labor contracts.| seym at the fourth “Autorama.” | 0. 1, °56.... a08.a76 4 onan . e Pe A _ = Men 
Horgan, president of Ralph Horgan,| Maurice M. Miller, NLRB trial Proceeds from the show will go | Dee. i. = Sacer eran onn.bet a : es e vane 
Inc., also is general chairman of|examiner, took the case under! toward paving a half-mile drag | Jan. 1. 56... 754.525 53.300 807.825 = oo e ho = a o, 
the New York City Civil Defense’s| advisement and asked the attor-| strip to be used by members of |, * Field stocks include cars actually at) tha e common counc P 
i ivisi i i to file briefs in 20 days. His Rod | ‘tlerships. those warehoused by dealers| vide the board of education with 
dent, Citise on Treft vautety teeard findi gs ae not canal ‘until = epensering BMichigan Het and factories, and demonstrators. sufficient funds to keep it going and 
| dent, Citizen’s Traffic ety Boar ndin ssn. ® Revised. 





| and active in other civic affairs. 


late next month. 
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‘to expand it. 
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Subtle Curbs Cited .. . 





Credit Tightening 
Reported by Dealers 


(Continued from Page 6) 


was easy are located on the East | 


Coast. 


Concern has been expressed in 
some quarters of the auto industry 
over the possibility that higher 
credit standards would tend to cur- 
tail new-car sales in 1956. 


One credit source points out that 
if installment credit in 1955 had) 
been available on Regulation W 
terms (one-third down and 18 
months to pay), nearly half of the 
7,942,107 cars built last year never | 
would have been sold. 

« * * 


EALERS who have noted grow- 
ing caution on the part of new- 
ear financiers generally expect the 
situation to get tighter until April 
or May, then level off. 
Nearly everybody agrees that 
easy credit played a large part in 


fostering record sales in 1955. A| 


smaller number of persons say that 
brakes must be applied to prevent 
inflationary tendencies in 1956. 


Allen Sproul, president of the 


Federal Reserve Bank of New| 


York, in expressing concern over | 
abuse of installment credit, said: 


“I am disturbed not by the 
total amount of consumer credit, 
but by the fact or indication that 
successive relaxation of terms 
has been largely responsible for 
keeping the ball in the air. 


“This is a process that cannot go 
on indefinitely, and when it ceases 
there will come a time when re- 
payment of old debt will catch up, 
or tend to catch up, with new ex- 
tensions of credit. .. . Will it then 


become clear that we drove our| 
productive capacity to unsustain- | 


able limits—for the present — by 
borrowing consumer demand from 
the future?” 
* * * 

PROUL said he thought that the 

Federal Reserve System should 
have permanent authority to regu- 
late consumer credit and that “we 


would not jeopardize the general | 


freedom from direct controls” by 
giving the system that authority. 

A more conservative viewpoint 
is taken by another segment of 
the industry, whose spokesman 
has been Frank Yarnall, NADA 
president. 

Yarnall, in a round of speeches|- 
in his NADA capacity, has lauded 
the institution of stricter terms, 
but at the same time has warned 
against “too radical a_ switch.” 


| 


lof credit is not going to solve 
dealer problems. 


Dealers who reported to AUTOMo- 
|TIVE News that deals were becom- 
ing harder to “sell” to banks and 
finance companies, appeared unani- 


rules. 


BARNITCOIMAE TIMBER 


, HELP | WANTED 
WANT TO “LIVE ON the southeast Florida 











| Yarnall holds that mere tightening | 


|mous in supporting tougher credit | 
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CLASSIFIED WANT ADS 





Reaching an estimated 


RATES: TWENTY-TWO CENTS 


RA es Te Trt 
(22¢) 


PER WORD FOR EACH 


in all branches of the nation's automotive industry 
INSERTION. 


lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 


and address at regular rates. 


Box Numbe- ads are forwarded to advertiser, unopened. Display ads: 


Add One Dollar ($1) per insertion for use of a box number. 


TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. 
WANT AD DEPT., AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 








HELP WANTED 


HELP WANTED 





SALES MANAGER—An excellent oppor- 
tunity for capable man who can build 
and direct both a new and used car sales 
organization in a newly erected, 300 unit 


‘‘Big Three’’ dealership in central Jer- 
sey. Write, giving past ten years’ em- 
ployment, education, age, marital status 








tion. Box 5694, c/o Automotive News, 
| Detroit 26. 
| 
| SERVICE 
MANAGER 
Going, Detroit, Mercury dealer desires 


man capable of taking complete charge 
lof service department—no bump shop. 
| Must know how to handle customers. High 
salary and percentage to right man. State 
| full experience in letter to Box 5693, ¢/o 
Automotive News, Detroit 26. 





coast and enjoy ideal year-round work- | 


ing conditions in a nice small town? We | 


need three good Chevrolet mechanics 
now, Dealership moving into new build- 
ing about February ist. If you can) 
qualify, contact Bill Greene Chevrolet | 
Co., Stuart, Fla., for interview. 





ACCOUNTANT-AUDITOR 


| Major Automotive Manufacturer has posi- 
tions open for college graduates with 
accounting or business administration 
major. Knowledge of automobile dealer 
accounting necessary and public account- 
ing experience desirable. Positions open 
| in Detroit. Some travel. Excellent oppor- 
tunity. Salary commensurate with ability. 


Box 5703, c/o Automotive News, 
Detroit 26. 











SALES MANAGER FOR Ford dealership 
in Illinois town of 100,000—doing a pres- 
ent volume of 1,800 new units per year. 
We want a man who has proven ability 
in our field and, who can train salesmen 
as well as direct them. Expansion plan 
| will provide future as a dealer in your 
| own right if you desire. Salary and bonus 
| plan—$12,000-$18,000. Send full particu- 
| 
| 


lars, references and photograph. Box 
5695, c/o Automotive News, Detroit 26. 





| Business Manager-Controller 


Immediate opening with one of largest Gen- 
eral Motors Dealers in United States—prefer- 
|ably man with General Motors experience 
plus office management. Unique opportunity 
| for well qualified and aggressive man. Com- 
pensation commensurate with capability. 
Furnish photograph and letter giving com- 
plete history, background and age; stating 
present employment and salary. All replies 
held strictly gonfidential. Address Box 5704, 
c/o Automotive News, Detroit 26. 
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LEADING USED-CAR AUCTIONS 


IN THE NATION 


Pretency Rees Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns—_ 


sc ipaerahe amet ratagata Automotive News, Detroit 26, Mich. 





MIDDLE ATLANTIC 


EAST NORTH CENTRAL 


EAST SOUTH CENTRAL 





NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 


and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





AUTO AUCTION 


TIM ANSPACH 
“Midway,” Stop 20 
Albany-Schenectady Road 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





New Jersey's 


Only Original Auction 
LEBANON AUTO AUCTION, INC. 


On Route 22—3 miles west of N. Plainfield 


Sate Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half mile west of Grandville, 
Mich. 

EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col, W. E. "Bill" Nagy 
“Michigan's Best'* 

Phone: ARdmore 6-4720 








MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Sac) 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 








Flint Auto Auction, Inc. 


| 3711 Western Rd. 


Exclusively for Dealers 


Here in the shadow of General Motors, we 
get the best buys. 


| NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 


M. D. McCollum, Mgr. Phone Cedar 9-4492 





MONTPELIER AUTO AUCTION CO. 


| 
, Michigan 


12:30 — SALE EVERY WEDNESDAY — 12:30 





JOHNSON AUTO AUCTIONS 
| G6 


LAWRENCEBURG, TENN. 
Every Tuesday 
HUNTSVILLE, ALA. 


Every Friday 
Insured Checks and Titles 





MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 


Owners: 
} Francis R. Cassell 
| Cerroll Kopfer 
| Phone Denver, SUnset 1-7821 
| Wire Colorado Auto Auction FAX 
Denver, Colo. 





Auctioneers: 
Colonels Johnny Wood and Dean Davis 


All cars paid for by our own check through 
the First National Bank of Englewood. 


| 


Crossroads 


and sellers . . . new and used cor 


dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
an od in Automotive News. 





and expected earnings in your applica- | 





MAN WANTED 


| Would like an experienced combination de- 





| income to capable men. 
: | Permanent, 
sonal 





relations 
enclose 


partment coordinator and public 
man. Many advantages. Be specific, 
snapshot. 


Krell Buick, 
1095 E. Colorado St. 


Inc. 


Sales Representatives 


With successful background in dealer 
contact work, to sell and install un- 
usual merchandising program in “Big 
Three" outlets. No competition. Work 
requires travel; lifelong franchise 
granted without investment. Programs 
are factory approved and are sold 
internationally. Openings are result of 
expansion. Applications only from fol- 
lowing states: lowa, Missouri, Arkansas, 
Louisiana, Mississippi, Alabama, Illi- 
nois, Ohio, Texas. 

Only financially stable men, able to 
work by themselves and accustomed 
to high earnings, will be considered. 
Upon exchange of information, chosen 
applicants must be prepared to go to 
Detroit Lakes for training, company to 
pay expenses while there. 


Write Sales Engineering Institute, Inc., 
Detroit Lakes, Minnesota, giving full 
details and recommendations, in con- 
fidence. Please include phone number. 


Experienced Buick 
Service Salesmen 


Who want 
living. 


many advantages including 
Be specific—enclose snap. 


KRELL BUICK, INC. 
1095 E. Colorado St. Pasadena, Calif. 








SALES REPRESENTATIVES 


Pasadena, Calif. | 





| TO CONTACT DEALERS with a) 


| unique advertising- sales promotion 
| Very liberal commission assures five figure 
Exclusive territory. 
Advise lines now carried, per- 
details to Box 5705, c/o Automotive 


News, Detroit 26. 





POSITION WANTED 





service. | 


| GENERAL MANAGER OR sales manager, | 





| 
| 8245 Bingham 


with complete business management ex- 
perience in GM and Chrysler, desires 
position with progressive, sound concern. 
Will relocate any vicinity. Box 5685, 
Automotive News, Detroit 26. 


c/o 





L E 


i L 
EN L NAGER 
SA M AGER 
USED CAR MANAGER 


Age 42, married, 22nd in business, can handle 
any phase of the business. Complete resume | 
on request. For Detroit or metropolitan area. 


Write or Phone 
JOE ANSTETT 
Detroit 28, Michigan 
LUzon 1-403! 


rm > 


A AB 
A MA 
s AN 





in volume deals. Can hire, 
force. Honest, young, aggressive. Prefer 
Rocky Mountain area. Box 5697, c/o Au- 
tomotive News, Detroit 26. 


GENERAL MANAGER, Aggressive execu- 
tive with 20 years’ experience 
phases of dealership management. Can 
take complete charge and assume full 
responsibility for profitable operation. 
Can make investment of $50,000 or more. 
GM dealership preferred. Great Lakes 
area. Give full details. Write Box 5699, 
c/o Automotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 


name of any classified advertiser using 
a box number. For our readers who 


wish to protect their identity when an- 
swering 


box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 





in all) 


| USED CAR MANAGER—Top experience | 
train sales 





























able, modern building, large adjoining 
paved used car lot, machinery, tools and 
furnishings all at write-down figure. No 
used cars or accounts unless desired. 
Parts at cost. Requires factory approval. 
Owner retiring. Box 5689, c/o Automotive 
News, Detroit 26. 
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DEALERSHIP AVAILABLE handling Cad-" © 


illac-Pontiac. Excellent potential. Cadillac 
registrations increasing vearly. 17 sold 
in 1955. Small midwestern town with 
college, large trade area. Small over- 
head, no real estate or used cars. Write 
Box 5674, c/o Automotive News, Detroit 
26. 


DUAL DEALERSHIP HANDLING Buick- 
Pontiac in central Texas. 150 unit poten- 
tial. Will sell at inventory and lease new 
building. $25,000 you walk in—I walk 
out. Box 5671, c/o Automotive News, De- 
troit 26. 


| $5,000 BUYS LEASE and -equipment on 


going agency in beautiful Santa Maria, 
Calif. Handling Willys franchise now— 
two other franchises available. Will help 
finance capable, hard-working. experi- 
enced man. Box 5672, c/o Automotive 
News, Detroit 26. 


DEALERSHIP FOR SALE—Centra! Massa- 
chusetts. 180 car franchise handling Ford. 
No blue sky. Purchase only assets. Buyer 
must be able to qualify with factory. 
Write to Box 5675, c/o Automotive News, 
Detroit 26. 


HANDLING PONTIAC in exceptionally 
prosperous and growing Virginia city of 
over twenty thousand. Healthy climate. 
Nominal investment. Box 5701, c/o Au- 
tomotive News, Detroit 26. 







































5676, c/ 
POSITION WANTED ADS, I 
aie 
EXPERIE 
. approva 
ty ler setu 
$12.30 per column inch. CLOSING: Must hi 
units fo 
tails wi 
ad Al 
quest. 
Detroit 
DEALER: 
Mercury 
ai pa ; —250-10 
° wanwnr Factory 
POSITION WANTED | i or surr 

AVAILABLE MARCH Ist. Ten years retail now. B 
and wholesale truck parts experience, Detroit 
Factory trained in stocking programs, HAVE Cc. 
perpetual and physical inventories. Man- Prefer 
agerial and field representative back- 

approva 
ground. Qualified to assume other 5698, ¢ 
responsible position in car, truck or cedeeest me 
allied lines. Prefer West Coast location. WANTEL 
Box 5686, c/o Automotive News, De- of Flor 
troit 26. above 

AVAILABLE BUSINESS MANAGER and/ SL 
or office manager for auto dealership.  etrott 
Excellent background in GM, Chrysler 
and Ford accounting systems. Recent WANTEL 
master's degree in business acdministra- dealers! 
tion and accounting. Desire to connect year. ¢ 
with aggressive concern—otherwise not able. | 
interested. Available in 30 days. Box Detroit 
5668, c/o - Automotive News, Detroit 26. En 

OFFICE "MANAGER DESIRES change. —_—— 
Ten years’ experience. Florida resident. 

Not interested in titles or executive posi- 

tions but remuneration and permanency Buyin 
in Florida only in return for ability, a Q 
honesty and dependability. Box 5696, c/o uy 
Automotive News, Detroit 26. Parts 

WANTED—FOREIGN assignment. Young eeAd 
man with technical knowledge and pre- Inv 
vious overseas experience in held service 
and sales. Box 5666, c/o Automotive 
News, Detroit 26. Ca 

SERVICE OR PARTS manager. Several Autom 
years’ experience with Ford or Lincoin- 10040 Fre 
Mercury. Central or southern states pre- 
ferred. Box 5670, c/o Automotive News, | 429 S. W 
Detroit 26. i 

DEALERSHIPS AVAILABLE _ | 

SALES AND SERVICE handling Oldsmo- | 
bile—Out of highly competitive area, Ad Ie 
good for 150 cars yearly. Sales over 
$400,000, profitable operation. Terms. For Young, 
details contact W. A. Batey, LaNoble come | 
Realty, 1516 E. Michigan, Phone IV for new 
2-1637, Lansing, Mich. the sho 

DEALERSHIP HANDLING Chrysler- car sal 
Plymouth in Bridgeton, New Jersey. to one 
Minimum potential new—200 units. Grow- | come | 
ing industrial, poultry, farming territory. of post 
New building 60x130 with large adjoining ~ or wire 
used car lot. Best location, corner ~ Detroit 
property. Sale or lease. Show room 
40x60. Factory approval. Shop fully 
equipped with 4 twin post Weaver lifts." WANUF. 
$30,000 cash for possession. I am 61 and ge -—— 
want to retire. Appointment or phone — 

10 am - 3 pm. Phone Bridgeton 9-2932. | AL 
Louis Platania, Sr. $ s 

DEALERSHIP, SOUTHERN California, Now hx 
handling Nash Rambler. 200 car poten- automoti 
tial. Excellent used car, service and jobbers, 
parts departments. In choice growing colored 
area. Will sell complete equipment, parts mats, et: 
and fixtures $15,000.00. Must have fac- SARAN 
tory approval. Owner retiring from 2415 Bu 
business. Box 5691, c/o Automotive News, 

Detroit 26. 

DEALERSHIP HANDLING Ford — Net i 
profit $16,000 for 1955. Will sell for fas B 
$20,000. No used cars or accounts receiv- 1000 BI 
able. No real estate. Terms for qualified (1 col 
person, short of cash, on buy-out plan. sertior 
Good lease in NE Iowa town. Reason for free. 
selling, obtaining larger dealership. Box kinds. 
5687 c/o Automotive News, Detroit 26. cialtie 

DEALERSHIP HANDLING Ford, southern 

} Maryland — 20 miles from Washington, 

D. C. Modern facilities. Adjacent to CA 
Route 301, main road to Florida. Excel- 
lent potential. Dealer selling because of Exce 
ill health, Will sell complete or rent build- | 
ing. Box 5692, c/o Automotive News, 1400° fr 
Detroit 26. i 

DEALERSHIP HANDLING Dodge-Plym- 
outh and Dodge trucks, along Ohio river 
in large industrial expanding area. Will 30,000 
sell complete establishment or will sell m 
stock and equipment and give reasonable 
lease. Reason for selling, dealers health 
Dealership established in 1933. Box 5688, 

c/o Automotive News, Detroit 26. “In the 

DEALERSHIP HANDLING Chevrolet. 

Truly a once-in-a-lifetime opportunity in 
prosperous midwestern manufacturing and j 
agricultural community. The only Chev- 
rolet dealership in town—county seat. anc 
1955 sales over $1,000,000. Will sell size- Pp. Oo. B 
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DEALERSHIPS AVAILABLE 


DEALERSHIP NEAR SAN ANTONIO, 
exas—on coast to coast highway. Town 
of 12,000 population and trading area of 
over 20,000. Handling DeSoto-Plymouth. 
Service station also part of operation. 
Parts and equipment only. No real estate 
to buy. Low rent—$12,000 should handle. 
Must sell. Buying larger dealership. Box 
5676, c/o Automotive News, Detroit 26. 


DEALERSHIP WANTED 


—_——————— 
EXPERIENCED DEALER WITH factory 
approval—interested in Dodge or Chrys- 
ler setup in south, west or southwest. 
Must have market of several hundred 
units for volume operation. Include de- 
tails with photos. Positively not factory 





ad. All replies confidential. Upon re- 
quest. Box 5653, c/o Automotive News, 
Detroit 26. 





DEALERSHIP HANDLING Ford, Lincoin- 
Mercury, Buick, Olds, Chevrolet, Cadillac 
—250-1000 up potential. Capital unlimited, 
Factory approval assured. Miami, Florida 
or surrounding area only. Ready to go 
now. Box 5677, c/o Automotive News, 
Detroit 26. 


HAVE CASH FOR large GM dealership. | 
Prefer Great Lakes area. Have factory 
approval. Give full details. Write Box 
5698, c/o Automotive News, Detroit 26. 


ilps eceeenenasnsceneneeatensnntingneeseSaaenacaaRA AD 

WANTED—DEALERSHIP on east coast 
of Florida. Prefer ‘‘Big Three.’’ Must be 
above New Smyrna. Information confi- 
dential—realize must have factory ap- 
proval. Box 5700, c/o Automotive News, 
Detroit 26. 


WANTED CHEVROLET, Ford, Olds, Buick 
dealership in south. 300-500 units per 
year. Cash and factory approval avail- 
able. Box 5690, c/o Automotive News, 
Detroit 26. 


DEALER 











SERVICES 





Inventory Service 
Buying or Selling a Dealership? 


* Buy Right ® Sell Right 


Parts—Accessories—Equipment 
e @ A disinterested certified physical 
Inventory will save you money ® ¢ 
DON'T GUESS—BE SURE 
Call or write for service details. 
Automotive Inventory Service Co. 
10040 Freeland, Detroit 27, Mich., WE 3-6445 
Western Dealers Attention 
429 S. Western ~~. ° Los Angeles 5, Calif. 
u -' 








Ad Idea Ups New Car Sales! 


Young, energetic advertising firm has 
come up with a fresh advertising idea 
for new car dealerships that quickly steals 
the show from competition, increases new 
car sales, The idea is for sale exclusively 
to one dealer in each market on first 
come basis. Inquiries processed by date 
of postmark. Costs nothing to look. Write 
or wire Box 5681, c/o Automotive News, 





Detroit 26. 








MANUFACTURERS’ REPRESENTATIVES 








SALES REPRESENTATIVES 


Now having established accounts with 
automotive accessory jobbers, warehouse 
jobbers, new and used car dealers, to sell 
colored Neoprene Coatings for tires, floor 
mats, etc. | 
SARAN PROTECTIVE COATINGS COMPANY 
2415 Burdette Ave. Ferndale 20, Mich. 





BUSINESS OPPORTUNITIES 


1000 BUSINESS CARDS, raised printing 
(1 color) $3.50; 
sertion—50c extra per 
free. Dealer name plates. 
kinds. Send requirements. 
cialties, 1422-A Rosemont, Chicago, 


CAR AUCTIONEERS! 





1000. Samples 
Labels of all 





(2 color) $4.50. Cut in- | 


Business Spe- | 
Til. | 


| 





Excellent Connecticut Location 


1400" frontage on Route U. S. 5-Conn. 15, 
the State's Major Artery. 


4 miles south of Hartford. 
30,000 Sq. Ft. Building under construction, 
will complete to suit. 

Up to 90 Acres of Land. 

“In the Heart of Prosperous Connecticut” 
Write, Wire, or Phone 


Anthony J. Pascone 


and William M. Pascone 
P. ©. Box 2055 Bridgeport, Conn. 
Telephone EDison 4-4115 





BUSINESS OPPORTUNITIES 


WANTED—PARTNER OR partners. Auto- 
mobile men preferred—some capital and 
knowledge of bookkeeping helpful, former 
GM or Ford very helpful. I have the 
location and have been in town since 
1935. Now on display—50 new model 
automobiles. Floor plan up to $100,000 
okayed outlet for all retail paper. Also 
have over $10,000 of house paper all or 
about 80% collectable. Plus rental de- 
partment with 25 new cars on plan— 
have license for 50 cars or more if 
needed. Season will start on or about 
January 15th, 1956. I am located on the 
fabulous east coast of Florida—just ten 
miles from the now started $75,000,000 
International Industrial Exposition which 
will run to over $300,000,000 by 1958. 
Every nation in the world will have a 
building of their own and this is going 
to be a permanent enterprise. Partners 
must be able and willing to take active 
part in the business. Unless you are 
willing to go to work, do not answer 
this ad. For full details write Box 5702, 
c/o Automotive News, Detroit 26. 


CARS FOR SALE 


CADILLAC — SHARP 1952’s-1956’s. All 
body styles. Chrysler, DeSoto eight pas- 
senger sedans only. Prices gladly quoted. 
McClintock-Cadillac. Ivanhoe 7-5046, Lan- 
sing, Mich. 








ROBINSON AUTO RENTAL 
FLEET LEASED CARS 
1954 - 1955 


CHEVROLETS, FORDS, PLYMOUTHS 
7 Deluxe and Standard— 
Many two-tones 


| Now available at Hertz Stations in the fol- 


lowing cities: Philadelphia, Baltimore, Wash- 


ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaukee, Cincin- 
nati, Louisville, St. Louis, Kansas City, Lin- 


colin, Neb., Oklahoma City, Fort Worth, Dal- 


las, New Orleans, Atlanta. 


ROBINSON AUTO RENTAL 


DIVISION 
229 S. Hanson St. 


Philadelphia, Pa. 
|. E. Spatig, Used Car Mgr. 


Sherwood 8-1500 








ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 





PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





TRUCKS FOR SALE 


WRECKER—1954 Chevrolet 2-ton, 2-speed 
deluxe cab. 825 rubber, 300’ cable, heavy 
duty 14’ telescopic boom, siren, beacon 
ray and fourteen other lights. Complete 
rig, factory built, cost $6,300 to replace. 
Will sell for $2,750. Loaded with extra 
equipment. Lew’s, 4025 Salem Avenue, 
Dayton, Ohio. 





HELP WANTED 


SALESMANAGER 
WANTED 


Good producer with automotive or oil jobber sales-managing 
experience needed by old established highly reputable St. Louis 
company, distributor of top quality, nationally-advertised lubri- 
cating oils and greases in large Mississippi Valley territory. 
Age 30 to 50. Excellent growth opportunity for man with ability 
to take over vacancy created by death of former salesmanager. 
Ample starting salary with incentive bonus. Liberal pension and 
insurance benefits, plus profit-sharing. 


Write in confidence for interview, and give complete personal 
data and employment history. 


Box 5684—Automotive News, Detroit 26, Mich. 





WANTED—ONE-TON Dodge wrecker, 





TRUCKS WANTED 


"49 
to '53. Consider cab and chassis. Zanglin 
Motor Sales, Celina, Ohio. 


SHOP EQUIPMENT FOR SALE 


FOR SALE 
300 TON HPM PRESS 
IMMEDIATELY 


Three hundred ton HPM triple-action 
hydraulic, fast reverse press. Serial 
47-207, in perfect condition. 

1. Main slide actuated by double 
action ram, 48" stroke with 150 
ton internal booster. 

Two selective forward areas for 
medium and high pressure work in 
cycle or independent sequence. 
Capable of drawing 18". Blank 
holder slide 100 ton. Die cushion 
100 ton. 

HPM closed circuit fast reverse sys- 
tem. Motor 100 HP—opening and 
closing speeds of 85" per minute 
and pressing speeds to 150 tons at 
195"" per minute. Pressing from 150 
to 300 tons at 85" per minute. 
Pressing area 48" x 48"" and hole 
in blank holder slide 32" x 32". 


PRICE $35,000 


Write for photos and additional 
details to Box 5660, 
c/o Automotive News, Detroit 26 


FOR SALE 
COMPLETE LARGE SCALE 
PAINT INSTALLATION 


Complete system with double deck 
oven, two conveyor lines for mass pro- 
duction painting. Ideal for automotive 
or metal parts finishing. Complete sys- 
tem for sale—includes: 


1. Cleaning system with two hot rinse 
and phosphating sections, cold 
water rinse section and chromic 
acid rinse section. One drying oven 
with oil fired Ross furnace. 


. Three 
booths. 


. Two conveyor lines for continuous 
production. 


18-foot water wash spray 


One double deck oven for prime 
and finish coats, each with its own 
separate recirculating air heating 
system and separate Ross fired fur- 
nace. 


Designed and installed by Despatch 
Oven Company—new in 1948. Can be 
inspected in operation. Send for photos 
and complete details. Write Box 5659, 
c/o Automotive News, Detroit 26, Mich. 








$50.00 REWARD FOR information leading 
to the location and recovery of a 1955 
Ford Thunderbird, black. Serial No. 
P5FH149164 with 1955 Pennsylvania li- 
cense plate No. 2736L, owned by man 
calling 
1955 Ford Fairlane 4-door sedan, black, 


Serial No. U5CT112623 with 1955 Penn- | 


sylvania license plate No. 3045L, owned 
by woman calling herself Helen P. 
Hoehn. Call collect Mr. Long, Mellon 
National Bank and Trust Co., Charleroi, 
Pa. Hudson 3-5575, Hudson 3-2160 or 
Mr. Gwaley, Hudson 3-6056. 
NEW LINES WANTED 

TRUCK AND AUTOMOTIVE products dis- 
tribution firm, well financed and in 
position to serve, in particular, truck 
fleet operators in Pacific Northwest, de- 
sires additional lines of truck and 
automotive products. Please write ‘‘Presi- 
dent,’’ P.O. Box 9524, Portland 10, 
Oregon. 

ANTIQUE CARS FOR SALE 

ANTIQUE CAR FOR sale. 1928 Roosevelt, 
8 cyl. sedan. Body good, needs painting. 
Car in operating condition. Make offer. 
Hilltop Garage Service, Mt. Jewett, Pa. 





CHRYSLER 1926 
4 CYL. TOURING 


Fully restored, two tone sand finish. Looks 
and runs like new. Wood spoke wheels, fine 
tires. Can drive anywhere, or can arrange to 
have y gy ye take back to De- 
troit. A great buy for only $350.00 at Meri- 


den, Connecticut. 
Write or phone: 
JOHN J. SCANLON 


Phone Bev. 5-6378 34 Miller St. 
Meriden, Connecticut 








ANTIQUE CARS FOR SALE 





FIFTY YEAR OLD FORD 
ROADSTER FOR SALE 
In good condition, except tires. Was used 
for show purposes while we were in business. 
For further information write 
CUPP MOTOR CO. 


471 South Main St. Lewistown, Pa. 
Or Phone 4477 (Ask for F. W. Cupp) 





MISCELLANEOUS 


The NEW 
BLUE @ CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
Meet 1.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


& 
FOUR CLAMPS TO FIT 
98% OF ALL CARS, PLUS 
2 Large adaptor clamps 
included with each unit. 


SPECIAL 


$5 INCLUDED 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


A Worthy Companion to Our 
Famous Moto-Matic 
TOW @ GUIDE 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 
1467 Bathurst St. 
TORONTO 10, ONTARIO 


(F.0.B. Factory Net) 
35 FED. TAX 





MISCELLANEOUS 


Ask the Man Who 
Tows—He Knows 


Automatic Braking 


Is the Cheapest 
- INSURANCE - 
You Can Buy 


COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP 
Meets ALL 1.C.C. Requirements 
. * e 


WITH BRAKE HOOK-UP 


ONLY. .°51% gue 


Meets 1.C.C; Strength Requirements 


—SPECIAL— 
Protecto Covers (Tailor Made) $6.95 





Carrying Bags $2.00 & $3.50 
SAFETY CHAINS, set of 2, only 


STEEL (Tow Bar) CARRYING 
CASE with Wheels & Handles $1 3.95 
(Add 55c for Padlock with 2 Keys) 


QUICK-TOW Bumper- 
to-Bumper Tow Bar. 


TRI-KING 3-Point Hook- 
Up Intra-State Tow Bar 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


TOW BAR SALES CO. 


Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


40 So. Clinton St., Chicago 6, Ill. 








TRUCK EQUIPMENT FOR SALE 








BARGAIN IN CONVERSION | 


UNITS 
Complete tandem conversion trailer units. 
5//."" axles, wheels, tires, etc. From weil 


| known manufacturer. 


GARRETT TRADING CORPORATION 
|50 Church St. New York 7, N. Y. 











BUSINESS OPPORTUNITIES 


Washington Problems Bother You? 


Result-Producing Specialist 
Will Represent New Clients 


If your problem is one of getting action without time-consum- 
ing government consultations and communications, | can help 
you. You will benefit by fast, effective action that has long pro- 
duced profitable results, including cost savings up to 26% for 


present clients. 


You have the added advantage of an established, informed 
representative, constantly on the alert. My qualifications for 
performing these functions have been developed over many 


years of experience in industry 


and the government. 


New clients are offered assistance in solving problems, big or 
small, and at a cost that is painless. If you would like to know 


more, including “what clients 


say," send an outline of your 


problems in confidence to Box 5706, c/o Automotive News, De- 


troit 26. 


lon 


himself Dallas P. Hoehn and a|| 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [1] 


All Other Countries — One Year $12 [] or Two Years $20 [1] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


1-16-56 
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AL TAY 


HERE o/ Man Winter 


/ 


is the current national advertisement 


in the February 1956 issue of 


HOLIDAY 


directing customers and prospects to 
the SERVICE DEPARTMENTS of 


New Car Dealers 
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PORCELAINIZE 


NOW TO PREVENT Loss OF BEAUTY 


Just as iron rusts, automobile paint deteriorates when exposed to 
weather. An ordinary polish, wax or glaze does not prevent this 
deterioration. At the end of a year, a car looks a year old. 


On the other hand, a Porcelainized car retains its beauty. 
Porcelainize and Porcelainize alone gives the finish the strength 
to keep its new car look and the stamina to endure season after 
season. Porcelainize is not a coating of any kind but a chemical 
treatment which produces a tough, dry surface of unequalled 
beauty and durability. 


Regardless of cost, moderately priced Porcelainize is every 
car owner's biggest bargain. So, for many months of outstanding 
beauty and pride, insist on Porcelainize. 


Write for Free informative Booklet, “The Story of Porcelainize.” 


GREATER BEAUTY LONGER LASTING 
FOUR EXCLUSIVE BENEFITS 
BETTER PROTECTION | EASIER MAINTENANCE 
In customer satisfaction, policy and program, 
Porcelainize again stands alone in providing ae Pee 
never-ending benefits to New Car Dealers... IS OFFICIALLY RECOMMENDED 
exclusive benefits which materially increase and ' sa tad sont 


sustain your Winter Season Service Revenue. 


meta eee 





